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Malleable Iron Unilet 
Fittings Form 35 


Outlet Boxes 


Switch Boxes 
and Covers 


Malleable tron Unilets— 
FS and FD Series 


{ ™ The 
> Pe 


**ST"" Series 
Liquid-Tight Connectors 


Industrial 
Diskonect Reflectors 


More than 900,000 Sq. Ft. of Floor Space! 


No company thrives for long unless its products satisfy. 
We're proud that our steady growth for over 50 years 
continues unabated ...and we believe that 
APPLETON quality and service deserves a large part of 
the credit. More than 98,000 square feet of floor space 
were recently added to APPLETON's productive capacity 
a good sign of future benefits to you in terms of 
even better service and quality products mass produced 
to sell at lowest possible prices 
Explosion-Proof ‘‘LS"' 
Motor Starter Unilets 


V-51 Series 
Vopor-Tight Fixtures 


$ ds y 


Explosién-Proof ‘'CS"’ 
Circuit Breaker Unilets 


AA-51 Series 
Explosion-Proof Fixtures 
Reelite Automatic 
Extension Reels 


Sold National!) Through Eleétrical W holesalers 


APPLETON ELECTRIC COMPANY 
1734 Wellington Avenue . Chicago 13, Illinois 


e<=F Ree PE@ Pete 


Rely on APPLETON ... The Standard for Better Wiring for Over 50 Years 
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PIONEERING 


Means Time-Tested Fuses 


Your best guarantee of Economy Fuse Leadership is 
Economy’‘s record of nearly a half-century of pioneering. 


Economy Renewable Fuses were the First to be approved 
by Underwriters’ Laboratories, Inc. Economy introduced the 
first major improvement in the Clearsite* Plug Fuse 

that “shows when and why it blows”. Economy 
pioneered, developed and continually improved 

such popular fuses as Arkless* 

Mechanical Indicating One-Time Cartridge, 

Eco* One-Time Cartridge 

and Renewable Plug. 


“ECONOMY DELAY” RENEWABLE FUSES @ 


Economy was the First to use inexpensive, 
bare, renewal links for restoration of blown 
fuses to their original efficiency, and to 
offer ‘Economy Delay’’ Renewable Fuses 
and Renewal Links, a favorite with industry 
since 1911. 


ECON* DUAL-ELEMENT FUSES @ 


Recently Economy announced the new Econ 
Dual-Element Cartridge Fuses for controlled 
protection against unnecessary blowouts 
and against short circuits, thus rounding 
out a complete line of “fuses for every 


purpose”. 


WRITE FOR BULLETINS on the type fuses 
in which you are interested. 


* Trademark Reg. 





ELECTRICAL WHOLESALERS 


ECONOMY FUSE & MANUFACTURING CO. 


2717 GREENVIEW AVE. . CHICAGO 14, ILLINOIS 
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SAVE TIME...CUT COSTS... 
~ BUILD PROFITS...with 





fore allowing the installation of a room 
air conditioner. This means that an 
ever-increasing number of electrical 
contractors are installing air condi- 
tioners in hotels, motels, apartment 
buildings, large and small businesses, 
and office buildings. These contractors 
have found that they save the most 
time—and make the largest profit— 
when they sell and install COOLER- 
AIRE room air conditioners. 


A COOLER-AIRE MODEL TO SOLVE ANY ROOM AIR CONDITIONING PROBLEM 


There’s a COOLER-AIRE model designed to pro- 
vide an ideal solution to air conditioning problems 
in any room in any building—V2, 34, and 1 ton 
models. They circulate fresh air, remove stale air, 
dust and odors. They are easy to install and easy 
to operate with their new simplified control system 
that includes a positive-acting thermostatic con- 
trol for exact temperature regulation. 


Many cities today require permits and jj 
a check by a qualified electrical con- /f 
tractor for sufficient line voltage be- 








COOLER-AIRE CASEMENT MODEL 


The COOLER-AIRE line includes a special 2 H.P. 

casement window model that is designed for easy 
CA-50 installation in casement windows and other “dif- 
ficult” locations. The casement model COOLER- 
AIRE is unusually adaptable as it can be moved 
from room to room as needed and reinstalled in 
COOLER-AIRE: GENERAL OFFICES a few minutes. 
4841-45 NORTH ELSTON AVE., CHICAGO 30, ILL. e ve your Electrical Wholesaler today... 


or fill in this coupon and mail direct to Cooler-Aire 


Casement Window 


Please send reprint of “What's in Air Conditioning 
for Electrical Contractors” 


Please send information about COOLER-AIRE room SS 
air conditioners. Jaf ssa fa ad Gi 


General Offices 
4845 North Elston Avenue 
Chicago 30, Illinois 











IS IN THERE 
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FOR YOU 


ADS LIKE THIS 
ARE HELPING 
YOU SELL 
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CUSTOMERS 


FREE! 


20-Page Reprints of Article 


‘‘WHAT’S IN AIR CONDITIONING 
FOR ELECTRICAL CONTRACTORS”’ 
FROM 





—Send for Your Free Copies 
NOW. 
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LETTERS 


TO THE EDITOR 








On Getting Ideas 
Dear Sit 


I read with interest your article 
entitled “Their Ideas Help Govern a 
Business EW—March °54, p. 38 


The idea of a 


junior execufive 


council should be of great advantage 
| 


to large electrical wholesale houses 


particularly those with branches. Our 


organization, embracing 5O or more 
employees has operated on much the 
same theory for several years by way 
of our profit-sharing plan. Plenty of 
ideas are ght up by young execu 
tives and new salesmen, most of whic! 
get immediate attention and approval 
such as a new plan tO run a course 
en basic electricity for new young men 

The time may come soon when we 

yuld install formal system similar 

that of Right 


now we just plain ‘live it” that way 


American Electric 


sincerely hope we soon grow t 


point where junior executive 


1 will become an altruistic neces 


CLAUDE W 
PRESIDENT 


JOHNSON, JR 


JOHNSON ELECTRIC SUPPLY CO 
CINCINNATI, OHIO 


I have very carefully read this 
article, and needless to sa 4 very 
much in accord with 
junior executive board. However 
in a firm the size of ours, where we 
employ approximately 45 people 
we do not have a sufficient number of 
junior employees to warrant such an 
elaborate plan 

It might be of interest to you 


, : 
know, however, that for the past 
years we have held what we call 
which we 


monthly sales meeting, to 


invite all our key personnel, of which 


there are approximately 20 to 25. All 


these individuals attend our monthly 
meetings regularly, at which time we 
have a very democratic manner of dis 
cussing all major problems on a free 


for-all basis. We 


our personnel to express his individual 


; 


allow everyone of 


opinion on a voluntary basis, witl 
the result that we have time and again 
come out of these meetings with 


| 
peen 


ideas and plans which have 
adopted by the firm 

S. WEINSTEIN 
VICE PRESIDENT 
CITY ELECTRIC CoO., IN¢ 


SYRACUSE, N.Y 


Best by Test 


De ir or 

Very rankly, we believe that 
your article EW March 4. P Pe) 
is one of the finest we ve seen on t 
Do-It-Yourself” market and we 
wondering whether it would be 
sible t tain 2¢ reprints of 


uur Sales person 


ione such an excel 


ligesting the various se¢ 


ie market, their problems 
roblems of distribution that 

this material would be of 
inestimable help in keeping our organ 


ion yeast of the times 


G. Ross FRENCh 
\DVERTISING MANAGER 
IHE BLACK & DECKER MFG. CO 


TOWSON, MD 


Compounding an Error 


t 


Wear Sit 


I recently heard of an estimator for 
al contractor who, in calcu 
inadvertently left out 


t cost figures in 
ost of the job 
was kc W bidder 
make amends to 

error he went out to 

for the job, by fair 
the expense of the 

How much better if, instead of be 

tling | tature in the eyes of the 
contractor had been 

of functioning on an 

1 basis with the dis 

dealt on a basis of 

confidence over the period of years 

This contractor could have gone to his 

ind explained the circum 

had allowed this distribu 

air profit on his business over a 
of time, this distributor would 

willingly split pennies with him 

» help rectify an error in estimating 

This type rion is only one 
or can per 

m when t IS < perated on an 


equitable basis when his custom 


ers continu lly squeeze 
every penny fr ery order, some 
Services 
McCALLEY 
PURCHASING AGENT 
TRISTATE ELECTRICAL SUPPLY CO 
IN¢ 


BALTIMORE, MD 
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THOMAS F. PRESTON, Associate Editor 
GEORGE D. FARLEY, Assistant Editor The Battle of the Century R. M. Johannesen 


THOMAS M, CASSIDY, News Editor It happens to be sales training and promotions versus the waste basket. 


R. COLLURA, Assistant Editor (Production) Your Profile in Print 
HOWARD J. EMERSON, Pacific Coast Editor Here's a clearly defined portrait of the typical wholesaler's salesman. 


a ee See Just What Is Old-fashioned Selling? 


. B. BRY. . Mg Nashington vreau . rT) 
G. B. BRYANT, Jr., Mgr., Washington Burec Long-time salesman Baer says its a common sense, earn-the-order attitude. 
M. A. REICHEK, Washington Correspondent 


D. M. KEEZER, Director, Economics Departme The Case for Realistic Market Research L. M. Nichols 
J. F. McPARTLAND, Jr., Technical Consultont If it remains unrealistic, our profits will be leaking out beyond retrieval. 


° Selling Lots of Time Switches G. Ganzenmuller 
That's what Electrical Supply Corp., Dallas, is doing. Here's how. 
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W. W. GAREY, Publisher Pioneering a New Market for a Revolutionary Power 
District Managers Tool G. D. Farley 
A. B. CONKLIN, New York The story of how one wholesaler created a big do-it-yourself trade. 


S. A. JONES, New York Sales Goal: 14,000 Air Conditioners 

CHARLES F. MINOR, Jr., Chicago To make this goal, Marlin Associates has a hard-hitting sales campaign. 
R. R. REAM, Chicago . ss 
CHARLES 8. SHAW, Cleveland Can We Insure Our Future without Adequate Wiring 


Now? L. E. Borrett 


LAWRENCE S. KELLY, Jr., Philadelphi : : 
ar “chia Mr. Barrett supplies a factual answer to a growing problem. 


JOHN W. OTTERSON, San Francisco 
J. H. ALLEN, Los Angeles The Salesman’s Technical Notes . .J. F. McPartland, W. J. Novak 
ROBERT H. SIDUR, Atlanta, Ga. The subject this month: Lighting Fixtures. 

JAMES CASH, Dallas, Texas 


Reminiscences of Edison’s Office Boy 
A nostalgic backward look at Edison, the man and employer, by Ernest Dittmar. 


An Editorial 
ELECTRICAL WHOLESALING Our Colleges and Universities Face Grave Financial Problems 


(with Wholesaler’s Solesman} 


Big Money for Plant Expansion 
MAY, 1954 VOL. 35, No. 5 Industry plans to continue to pour dollars into new plants and equipment. 


38 Operating Ideas That Can Work for You 
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NEW PRODUCTS 





Fluorescent Lamp 


General Electric Co., Nela Park, Cleveland 12, 


Ohio. 


First of the new line of fluorescent lamps is a stand- 
ard cool white lamp, eight feet long and with a 
one-half inches. 
says it produces 35 per cent more light than any 
previous fluorescent light source. Rated at 110-watts, 
lamp has a total light output of 6,800 lumens, or 
almost three times that produced by the popular 40- 


diameter of one and 


Elbows 

J. A. Weaver Co., St. Louis 6, Mo. 
Entrance elbows are designed to go 
with the manufacturer's “dual-grip” 
entrance heads. These have a built-in 
connector clamp for installation on 
either EMT or rigid conduit. Also for 
manufacturer s 


the bronze 


ground clamps which are made in 


use with 


sizes for 14 to 4-inch pipe 


Cable 

Columbia Cable & Electric Corp., 
Brooklyn, N.Y. 
Underground feeder and branch circuit 
cable comes in single conductor, sizes 
14 to 4 awg., and in two and three 
conductor flat 14, 
12 and 10, with and without ground 


construction, sizes 
wire. Product is a specially designed, 
all thermoplastic cable, tested and ap- 
proved by Underwriters’ Laboratories 
and recognized by the 1953 National 
Electric Code for use in wet, damp or 
corrosive locations. It is approved for 
direct earth burial in branch and feeder 
when provided with over- 
current protection. Claimed to be 
highly resistant to acids, alkalis, lubri- 
fumes and water. It 


circuits 


cants, corrosive 
is also resistant to fungus, corrosion 
and will not support combustion 
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watt size. Its rated life is 


7,500 burning hours. The 


lamp is expected to find wide use in industrial, store, 
office and school lighting installations. An important 


feature is a base of a new design. It incorporates two 


contacts rec essed 1 


n a single element and allows the 


lamp to be inserted easily and safely in push-pull 


type of lamp holders. Because of the new base, and 


because its operating characteristics differ from all 


previous types, the new lamp will be 


be used only in 


new fluorescent lighting installations. The lamp em 


ll, 


ploys the “rapid start” circuit. G. E. illuminating 


engineers say the lamp will enable users to provi 
higher levels of lighting with n« 
installation costs or costs of 
also said to maintain its high light output 


le 


increase in initial 
maintenance. Lamp is 


even in 


cold weather. Thus it is expected to be used for 


such jobs as service stations, building floodlighting, 


Available 


signs 


f 


1 limited quantities this month 


First lamps will be in the 96-inch size, and standard 
i 


cool white color 


Manufacturer 


Connector, Hand Tool 
Buck 


Co., Roselle, 


Electrical 


N.]J. 


Manufacturing 


Two newly developed products are for 
use on building, equipment and appli 
ance Included are a 
assembled nylon insulated splicing con 
versatile 


wiring pre 


nector and a light-weight 
wiring hand tool. The connector is sup- 
plied as a complete unit assembly 
made up of two precision molded parts 
of FM-10001 nylon; one a closed end 
sealing cap and the other an open 
conical skirt. Installation accomplished 
with the 8-in-1 tool which is designed 
to perform all operations involved in 


pressure pigtail splicing 


and school lighting jobs. G. | 
lamp are (1. to r.) 
ing engineer; W. (¢ 
engineering dept.; 
mental engineer, who developed the new lamp base 


A 72-inch lamp is planned for 


later production, as are de luxe colors for store, office 


officials shown with 
Barr, Nela Park illuminat 


application 


A. ¢ 
Brown, manager of 
and Eugene Lemmers, develop 


for push-pull socket use 


Lighting Unit 
Holophane Co., Inc., 342 Madison 
Ave., New York 17, N.Y. 


Metal parts of the lighting unit are 
1 This 


die-cast with an aluminum finish 


is to assure precision of size and 
detail. Double thick prismatic refractor 
and functional bracket-hood. For use 
in the exterior lighting of public areas 


industrial buildings and residences 


Circuit Breaker 

I-T-E Circuit Breaker Co., 19th & 
Hamilton Sts., Philadelphia 30, Pa. 
Molded case 2-pole circuit breaker is 
for use in panelboards, load centers 
Breaker 
arrangement as 


individual enclosures has 


common tripper bar 
an integral part of the trip mechanism 
This eliminates the handle tiebar pre 
viously used to join two single-pole 
breakers together. U. L. approved unit 
is twice the width of the single pole 
design. Combines thermal and mag 
netic tripping for complete protection 
Features arc chutes, silver alloy con 
tacts, quick-make, quick-break trip-free 
mechanism. Rated for 10-50 


120/240 volts, a.c.; 5,000 amp. inter- 


amps . 


rupting. Factory calibrated at con 


trolled 
factory sealed 


temperature (25 deg.C.) and 





PARAN, 


ee 


+ ee 


Will Deliver 
the Right Pitch 


with insulated wires and cables 
that give a great performance. 


These are Paranite products and Paranite is a 
name that has stood for quality for 64 years. 


HYDRO-THERM® Building Wire combines 


in a single wire the heat-resistant qualities of Type 
RH. and moisture resistant qualities of Type RW. 


PARA-USE® Type “RR” Cable provides per- 
manent underground installation from power line 
to meter and for connecting several buildings. 


PARAFLEX Non-Metallic Sheathed Cable lays 


flat. Won't squirm or twist. Clean to handle. Plainly 
marked. 


if it's PARANITE ss RIGHT! 








PARANITE WIRE AND CABLE ows 


Division of ESSEX WIRE CORPORATION SINCE 1890 
FORT WAYNE 6, INDIANA 


EXPORT SALES OFFICE —LIONEL-ESSEX INTERNATIONAL CORPORATION, 15 E. 26th ST., NEW YORK 10, N.Y. @ 


ELECTRICAL WIRES AND CABLES “BETTER THAN CODE REQUIRES” 
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Receptacles-Connectors 
Arrow-Hart & Hegeman Electric 
Co., Hartford, Conn. 
Interlocking receptacles and cord con- 
nectors feature non-tracking non- 
carbonizing molding material. The 
exclusive molding material has a die- 
electric strength which has a 50 per 
cent greater arc resistance than the 
next best molded material, according 
to the manufacturer. It is claimed that 
the devices will greatly reduce plant 
maintenance costs because the molding 
material will not break down under 
severe arcing and will withstand flash- 
over tests of up to 5,000 volts. 


A. C. Switch 
Harvey Hubbell, 


port, Conn. 


Inc., Bridge- 
Quiet operating a.c. switch is avail- 
able in single pole and three way types. 
The 15 amp., 120-277 volt, a.c. switch 
was developed to meet the need for a 
quiet, yet dependable unit to withstand 
the inductive load characteristics of 
fluorescent lighting installations. It 
may be used at full-rated capacity on 
fluorescent loads at voltages from 120- 
277, on inductive loads 120-277 volts 
and on incandescent lamp loads. In 
addition, the U.L. approved a.c. switch 
may be used for motor loads 120-277 
at 80 per cent of current switch rating. 


Explosion Proof Housings 
The Adalet Manufacturing Co., 
Cleveland 11, Ohio 


Cast aluminum alloy explosion proof 
housings are for fuses, relays, motor 
starters and other electrical equipment 
which are operated in such areas as 
refineries, synthetic rubber plants, natu- 
ral gas plants and similar hazardous 
locations. Standard housings suitable 
for use on 2-inch conduit or smaller 
(\ in. walls) are available. 


Voltage Tester 

Craft Laboratories, 214 E. Broad 
St., Westfield, N.J. 
An electronic means is substituted for 
a mechanical one in the voltage tester. 
Large, easily distinguished marks sepa- 
rate the voltages. Made of solid plastic, 
smaller and lighter than the mechan- 
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ical type. Operating section is trans- 
parent and can be seen from various 
angles; a low voltage lighting only the 
bottom part and the higher voltages 
causing the light to climb up a tube, 
thereby giving indication the way a 
temperature. 
Claimed to give an accurate indication 


thermometer shows 
on all frequencies from d.c. to 400 
cycles on the same scale and indicate 
polarity on d.c. Has standard features 
of the mechanical types. 


Test Equipment 

Electrical Facilities Inc., Oakland 
8, Calif. 
Watthour-meter testing equipment is 
designed for both single-phase and 
polyphase. For all types within test 
voltages of 120,240 and 480 volts and 
current ranges of .25, .5, 1, 1.5, 2.5, 
5, 10, 15, 25 and 50 amperes. Overall 
accuracy is within .05 per cent 


Box Connector 

Blackhawk Industries, Dubuque, 
la. 
Armored cable, armored lead cable, 
armored lamp cord, flexible steel con- 
duit and service entrance cable are ac- 
commodated by a 90 deg. angle box 
connector. Unit comes in 8 sizes from 
%g to 2!) inches. Castings are special 
alloy and cast aluminum. The clamp 
will conform to round or oval cables. 


Switch 

Guardian Electric Mfg. Co., Chi- 
cago 12, IIl. 
Pushing a button or throwing a lever 
operates the 8-pole double throw 
switch. The unit switches on or dis- 
connects 8 primary circuits for com- 
plete control of multiple machine 
operations. It may be applied to stop 
carriers, release machine loads, stop or 
start machines, shut off boiler feeds, 
dump fuel or start extinguishers. De- 
signed for easy multiple wiring to each 
terminal. Unit mounts on 112 in. by 
114 in. panel area. Requires no more 
space than 2 toggle switches. 


NEW PRODUCTS 





Metal-Pipe Bases 
Hope Electrical 
Inc., Newark 5, N.J. 
Complete uprights for lighting and 
other purposes can be assembled with 
the aid of the metal-pipe bases which 
combine a rigid, threaded support for 
pipe with a chamber for 
splicing and grounding. Any desired 
length of upright may be cut from 
standard conduit or pressure pipe and 
threaded to screw into the base's top 
Necessary lighting fixtures, or other 


Products Co., 


junction 


equipment, are mounted on pipe’s top 
and wiring is run through pipe, spliced 
and grounded in the base. Bases are 


2 and 2)4- 


supplied to accommodate 
inch pipe. Also available for 3 and 4 


inch pipe 


Relay 

Heinemann Electric Co., Trenton 
ay Des 
Time delay relay is claimed to combine 
the advantages of the hydraulic-mag 
netic silicone operating principle with 
the convenience of plug-in construc 
tion. Unit is compact, lightweight and 
hermetically sealed dust and 
moisture with an inert gas fill option 


ally available. The relay is provided 


against 


with standard delay periods from 4 
to 120 seconds. Other than the arma 
ture and switch contacts, there iS only 
one moving part—the movable iron 
core which is the complete time ele- 


ment 


Push Button Stations 

Furnas Electric Co., Batavia, LIL. 
Versatile units come in combinations 
that are said to fit into most manu- 
facturers’ equipment requiring push 
buttons. They are interchangeable, 
being of the same size, and can be 
or back Units are 


front mounted. 





COMPACT DESIGN 

TOP PERFORMANCE 
HIGH QUALITY 
UNEXCELLED STRENGTH 
ECONOMICAL PRICE 


SPECIAL DRILLING 
AVAILABLE 


Se ‘ 
MULTIMOUNT LUGS 


TWIN LUGS 


JASPER BLACKBURN CORPORATION 


35 MADISON ST . ST. LOUIS 6, MO . PHONE MAin 1-2821 
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individual, not grouped in blocks and 
are made of molded thermal setting 
plastic. Pilot lights, selector switches 
and push buttons are available in con- 
trol stations and pendant stations, in 


any combination. 


Pliers 

Utica Drop Forge Corp., Utica 4, 
i A 
Compound leverage action, diagonal 
cutting pliers measure 5'/2 inches. Have 
extra hardened forged jaws and hand 
honed cutting edges. Handles are steel 
stampings and are fitted with spring 
which opens the jaws automatically 
Specially adapted to repetitive opera- 
tions where the spring action reduces 
hand fatigue to a minimum 


Reflector 
Wheeler 
Mass. 


Improvements are included in new 


Reflector Co., Boston, 


construction of “Duratach” and solid 
neck reflector lines which are claimed 
to offer complete flexibility on all in- 
stallations. All reflectors are 


to both lines and are adapted to form 


common 


complete units by a single component 
part assembly. This construction is said 
to enable 
complete choice of units with a min- 


the wholesaler to ofter a 
imum investment in stock 


tional methods of hanging 


Three Op 
basic 

pendant installation with simple con- 

version to side outlet or outlet box 


# 


Outlet Box 


All-Steel Equipment Inc., Aurora, 
Ill. 
“Locator” device ring eliminates time 
wasted in finding and cleaning outlet 
The 


with plaster bits lodging in the pipe 


boxes. feature also does away 
and avoids expensive cleaning opera 
tions before wiring, says the manu- 
facturer. “Locator” positions over the 
After 
plastering the raised section of the “lo- 
cator” remains in sight. Available in 


two sizes: 4 and 34 inch raised 


outlet box before plastering 
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Circuit Breaker 


Federal Electric Products Co., 
Newark, N.]. 

Relatively large service switch is suit- 
able for homes or small industrial op- 
The 


3-wire circuits which are fed in parallel 
trom the 200 amp. mains. One circuit 


erations circuit breaker has six 


controls the lower bus which can hold 


either eight single-pole breakers or 
four 2-pole simultaneous trip circuit 


breakers. With the 
the enclosure bus bar, the device will 


new “E” slots in 


be able to accommodate ten lighting 
breakers in the lower bus 


Timer 
Tork Clock Co., 
non, N.Y. 


Air conditioner timer is said to elimi 


Mt. Ver- 


Inc., 


nate the discomfort of “sweating out 
the waiting time from the period the 
unit is turned on until the room is 
truly cooled. For use on equipment in 
homes and offices. According to the 
manufacturer, just set it in Spring, for 
instance, and the unit will operate the 


rest of the year. 


Cord Connectors 

Gem Electric Mfg. Co., Inc., 239 
37th St., Brooklyn 32, N.Y. 
Heavy duty brown Bakelite cord con- 


nectors and caps are available in the 
competitive price range. Catalog num- 
ber of the cap is 215. 216 applies to 
the body, and by combining both the 
catalog number will be 217. All three 
to a box, 250 to a 


Also 


manufacturers 


items packed 25 


standard package available in 
bulk unassembled for 


U.L. listed 


Hammer Bits 


Tilden Tool Mfg. Co., San Cle- 
mente, Calif. 
Carbide tipped hammer core bits have 
a patented core slot and extension 
shanks for any depth hole. While they 
are designed for use in self-rotating 
electric hammers, they have been found 
to operate successfully in standard 


hammers using turnihg chucks 


NEW PRODUCTS 





Connector 
York 


Gedney Electric Co., New 


20, N.Y. 
Oftset 
] 


signed to 


M T 1S de 
necessity for 
knoc kout 


and switch boxes 


connector for I 
eliminate the 
the 


offsetting conduit at 


entrances of outlet 


Made of 
breakage, and specially hot dip gal 


malleable iron to minimize 


vanized for long service life. Comes 


> 


in sizes ranging from 1'-inch to 


inches 
Motors 


Sterling Electric Motors, Inc., Los 
22, Calif. 


Advanced design, totally enclosed fan 


Angeles 


cooled, constant normal speed motors 
come in 182 184 
Units incorporate the new NEMA ap 


frame sizes and 


proved standards. Featured are more 
horsepower in less space, heavy duty 
ball bearings, stator windings of ad 


vanced design and new terminal boxes 


Pipe Straps 


Minnerallac Electric Co., Chicago 
7, All. 


Snap-on one-hole pipe straps are for 


thinwall or rigid conduit. Designed to 


leave both hands free to align and 


fasten strap to structure either with 


screws, bolts or welding. Reverse 
groove at bend near base of cold rolled 
steel strap gives added strength. Avail 
through 114 
After 


these 


ible in sizes for inch 


conduit tool- 


ing has been completed, 


thinwall or rigid 

straps 
1] i SPO) ] ta ] j . . 

Will De produced in standard sizes up 


to and including 6-inch rigid conduit 


Window Ventilator 
Frigid, Inc., Brooklyn 32, N.Y. 


ventilator 


Portable, reversible window 
does not have to be removed from the 
fully 


from 26 to 38 


window. It is enclosed and ad 


justable inches. It is 


said to fit window. Four screws 


lock 


with 


any 


with sliding panels. Equipped 


1 
i 


|-ft. heavy duty cord plus feed- 


through switch. U. | 


approv ed unit 


is powered by a 4-pole heavy duty 


motor 





TODAY'S 


ee KO 
( pany 


Ve 


ie i 3 
Cat. #633-618 Flush or Surface 


ral brings you a “Main and Range Plus”! The quadruple 100 Amp. main lugs feed 4 pull- 


pullout unit that actually plans for the future. Not only does this outs connected in parallel. One 


all-in-one unit take care of today’s wiring requirements . . . it 60 Amp. functions as a main dis- 
anticipates tomorrow's needs. Eliminates costly auxiliary wiring 
equipment, and unsightly additions. The “G@zreral Quadruple 


Pullout unit is neat, compact, thoroughly dependable. It saves you 


connect for eight 30 Amp. plug- 
fuse branch circuits and the 60 
Amp. sub-feed lugs. Three addi- 
tional pullouts (one 60 Amp. and 
time and materials . . . at a price you want to pay. No wonder tie 90 Aap) conte coglinin 


wholesalers and contractors all over the country are saying: such as, Ranges, Water Heaters, 
Switch to I today! Available everywhere exclusively Dryers, etc. Other combinations 


through wholesalers. may be ordered. 


.-.- Seeusat... 


Aera: NAED Convention 


Switch Corp. June 6—I1 
BOOTH No. 436 
45 ROEBLING ST. + BROOKLYN 11, W. Y. 


ENCLOSED SAFETY SWITCHES © SERVICE ENTRANCE EQUIPMENT e BRANCH CIRCUIT PANELS 
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ya 














FOR FOR INSTALLED IN 


WET BARNS AND PLASTER OR 
LOCATIONS CORROSIVE LOCATIONS ~ MASONRY BLOCK WALLS 











UNDERGROUND FEEDER AND BRANCH CIRCUIT CABLE 


Columbia-UF cable is a specifically designed thermo- 
plastic cable tested and approved by Underwriters’ 
Laboratories, Inc. and recognized by the National 
Electric Code (1953) for use in wet, damp or corro- 
sive locations. It is approved for direct earth burial in 
branch and feeder circuits when provided with over- 
current protection. Columbia-UF is highly resistant to 
acids, alkalis, lubricants, corrosive fumes and water. 
It resists fungus and corrosion and will not support 
combustion. 


Columbia-UF is available in sizes 14/2, 12/2, 10/2 with and without 
ground; 14/3, 12/3 and 10/3 without ground wire; in single conduc- 
tor in sizes #14to #4 AWG. 


WRITE TODAY FOR ILLUSTRATED BOOKLET 


COLUMBIA CABLE & ELECTRIC CORP. 


Serving the Electrical Wholesaler Since 1912 
255 Chestnut St. Brooklyn 8, N. Y. 


SS SS 


NON-METALLIC SHEATHED CABLE €E. A.B.C. ARMORED CABLE FLEXIBLE STEEL CONDUIT UNDERGROUND FEEDER CABLE 
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EVEN MORE THAN 


THE NAME IMPLIES 


Cold-Forged — Pure Electrolytic Copper 


BULLDOG WIRE GRIPS 


for greatest strength, maximum conductivity 


VISIT BULLDOG’S BOOTH 
AT THE N.A.E.D. CONVENTION 
'N ATLANTIC CITY 
JUNE 6-11, BOOTH 109 


No bulldog’s teeth ever made as per- 
fect, powerful “contact” as those of a 


BullDog Wire Grip. 


These wire grips are formed by a cold- 
forging process that increases mechanical 
strength. This permits high clamping 
pressures, assuring high electrical and 
mechanical efficiency. 

BullDog Wire Grips assure maximum 
conductivity, too, because they are made 
of pure electrolytic copper—not an alloy 


They are completely silvered. This 
construction prevents power-robbing 
oxide formation — makes perfect contact 
certain. 

Available in open stock through your 
BullDog distributor. Five sizes handle 
every wire size. For free samples of sizes 
1 and 2, demonstrating the BullDog 
Grip’s many exclusive features, write 
“BullDog Grips” on your letterhead, and 
mail to: BullDog Electric Products Co.. 
Dept. WH-54, Detroit 32, Michigan. 


BULLDOG 


ELECTRIC PRODUCTS COMPANY 
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SELL & 


It’s for year-round profits! 


New sales-stimulating fans, with new outstanding 
features — plus Diehl’s established and diversified 
line of fans for residential, commercial, institu- 
tional and industrial uses—assure quick, profitable 
turnover the year round. 


Get an Early Start 
helps you sell... 


New colorful selling kit packs a power punch. 

New demonstrator displays let customers convince 
themselves. 

New four-color catalogs — envelope enclosures — 
window streamers — counter cards. 

Also manuals, newspaper mats, window decals. 


WHEN YOU SELL. FANS YOU SELL) ™ 





COR- 16-INCH mm ATTIC VENTILATORS 
VERTIBLE 2 SPE FED R popular-size addition to the ‘ 24 to 48-Inch 
Dieh! Exhaust Fan Line (sizes Standard and Package 
on ae 16 to 36-inch diameter). Unit Models 


sembly for use om table 
or floor. ke 


AIR CIRCULATORS 
24-Inch Oscillating 
24 and 30-inch Non- 
Oscillating — Floor, 
' : ' Counter, Wall and 
AIR CIRCULATOR = ——? 
i's © fon—it’s o table. Year- DESK AND BRACKET FANS —“*llna Motels. 
round dual utility. 10, 12, and 16-Inch 16-INCH OSCILLAT: 


Popular and Quiet Oscillating Models ING PEDESTAL FAN 


W/24-INCH 2 SPEED 
REVERSIBLE WINDOW-TYPE 
VENTILATOR 


Companion to the popular 20- 
inch model. 


DIEHL MANUFACTURING COMPANY 


Electrical Division of THE SINGER MANUFACTURING CO. 
. Finderne Plant, SOMERVILLE, N. J 
Well balanced | District Offices: Atlanta Balti Bost Chicago Detroit New York Philadelphia Worcester 





@ 2207 sae Atlanta * Boston * Chicago * Detroit * New York * Philadelphia 


May, 1954—ELECTRICAL WHOLESALING 





Contractors, Eng 


through 


Leading Electrical Wholesalers 
is the record of 


STEEL CITY ELECTRIC CO. 


FOUNDED BY W. I. PATTERSON 


Starting with the manufacture of limited lines of locknuts, brass 
bushings and cast iron floor boxes in 800 square feet of space in 
a building located on Pittsburgh's famous “Point,” Steel City has 
developed lines of electrical boxes and conduit fittings now re- 
quiring more than 148,000 feet of manufacturing space in Pitts- 
burgh’s North Side and a plant in Oakland, California, for the 
production of its Kindorf lines of Conduit Hangers and Supports. 


This growth during the past fifty years has been 
due largely to the fact that more and more Wholesalers have found that they 
Make a Friend When They Recommend 


Steel City Products designed to 


Do Better Jobs Quicker 


Pittsburgh's famous “‘Point’’ where the Alle- 
gheny and the Monongahela merge to form 
the Ohio River. This was the site of the 
building in which Steel City started business 
fifty years ago. It and many other buildings 
were razed for development of Pittsburgh's 
‘Gateway to the West.” 
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“Amprobe 


sold only 


1S 


through the 


distributor’ 





AMPROBE the pocket-size snap-around volt-ammeter. 


There is an Amprobe for every job, every budget: 


AMPROBE ’ AMPROBE 
JUNIOR “300” 
New “Budget” The ideal 
model for “all-around” 
specific multi-range 
applications. . Amprobe. 
$19.85 : $49.50 

with leads , with leather 
case and leads. 








Write for catalog « Pyramid Instrument Corp. 
Lynbrook, New York 


(Export Div.: 458 Broadway, New York 13.) 
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AMPROBE 


“"600"-" 1 200” 


For extra-heavy 
loads. 


with case 
and leads. 





& nt ees? og an os 
ALL YOU NEED FOR EASIER SALES is contained in the G-E center guide to make ordering and re placement easy, and a slide rule 


Fluorescent Ballast Service Plan Kit—customer bulletins on how that helps you answer customers ickly—all you need 


ballasts work, how to install and test them, a stock plan and service — to simplify your sales and keep your customers happy. 


You can give faster service and boost your profits 
with G.E.’s new Fluorescent Ballast Service Plan 


Simplified ordering and intensified promotion help 
you get your share of a $5,000,000 business 


This is a complete service and promotion pl in. It fives you the sales 
tools to bring more business into your store. It shows you how to 
handle that business faster with better service to your customers. 


New Exchange Plan Has No Red Tape 


Through immediate replacement of in-warranty ballast failures, you'll 
build good will and identify yourself as headquarters for service in the 
fluorescent lighting field. The G-E Service Center Guide shows you how 
to use this simple, practical service plan to handle replacements effi- 
ciently. And the kit’s promotional tools help you sell better service by 
providing the answers to your customers’ questions on ballast problems. 

If you’d like to become a G-E Fluorescent Ballast Service Center, 
contact your nearest G-E Apparatus Sales Office. Your G-E ballast 
specialist will be glad to show you how. General Electric Company 
Schenectady 5, New York. 


BIGGEST PROMOTION in the ballast business gives 


you vivid “mobile,” counter card, counter handouts. 
announcement poste ard, and window decal identify- y 


ing you as a G-E Fluorescent Ballast Service Center. 





connections 





ae connector 











PARALLEL 


Versitap " BURNDY 


RASS OS 
iy rae > 


Because each Versitap size takes 

a wide range of conductor sizes 

in each groove, you need only 

a few sizes to make any of 

5 types of connections on 

cable sizes #6 through 1000 Mcm. 
fou get sound connections, 

electrically and mechanically... 

you get them quickly, easily... 
and you get them with a 


See Burndy Catalog 52 for details. minimum stock. Re-usable, too. 


BURND Y 


NORWALK, CONNECT. FACTORIES: NEW YORK, CALIFORNIA, TORONTO TORONTO, CANADA 
EXPORT: PHILIPS EXPORT CORPORATION 
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Here are the facts about Triangle’s Hor 


Triangle Hot-Dip Galvanized Rigid Steel Conduit is produced from choice sections 
of the highest grade ingots. This insures a perfect base for proper bonding of the zinc. 
Every length is thoroughly scoured and pickled in acid, leaving the pipe perfectly clean 


before the application of the protective zinc coating. 


When perfectly clean, the conduit is immersed in a bath of molten zinc, coating the 
interior as well as the exterior with a solid, unbroken layer of virgin zinc (99.9°%/ pure). 
The hot-dip process results in an alloying action that bonds the heavy, pure zinc 
coating to the pipe. As added protection against corrosion, the 
conduit is submerged in special formula lacquer, then 
baked, giving the conduit a smooth, even 
finish. 


Conforms to Federal Spec. ~ ; 
WWC-581b (Galvanized) Combination of 
galvanizing and 
lacquer makes the 
inside smooth, 
uniform and 
well protected. 





EVERY LENGTH OF CONDUIT 
IS IMMERSED IN A BATH OF 
MOLTEN ZINC — 99.9% PURE 





HOT-DIP GALVANIZING IS 


UNIFORM NoT 700 THIN- 


Coatings that are too thin in even one 
spot, are likely to develop tiny pin-point 
holes through which corrosion can creep. 
There is no possibility of thin spots in zinc 
applied by the Triangle hot-dip galva- 
nizing method. The thickness of the zinc 











Every square inch of the conduit — inside 
and outside —is thoroughly and uniformly 





coating is uniform — exactly the same 





coated with pure zinc. Remember, be- 


cause of condensation, the inside of con- 
duit is just as subject to corrosion as the 
outside. That's why it’s important to spec- 
ify Triangle Conduit — protected inside 
and outside. 


from one end to the other. Hot-dip gal- 
vanized coating is two or three times as 
thick as other coatings. 





Conduit. 

















A clear lacquer 

is applied and 

baked on the 

conduit. Not 

only does} 

Triangle apply 

the best pro- 

| , tective coating = & F 
a &. Se (molten zinc) but Triangle also bakes on 

lf the coating on conduit is too thick, it an additional transparent lacquer of 

is subject to cracking and flaking when special formula. The application of this 

being bent. Careful controls keep the baked-on coating insures a permanently 

coating of Triangle Conduit at just the smooth interior (for easy pulling) and also 

right thickness — always. provides additional protection against 


Never foo thick — rust or corrosion. It also protects the 
never foo thin conduit during shipment. 








TRIANGLE CONDUIT is Hot-Dip Galvanized- 


and Triangle’s hot-dip galvanizing has never been surpassed 


A 


TRIANGLE CONDUIT & CABLE CO., INC. New Brunswick, N. J. 


Manufacturers of Arteries for Electricity, Liquids and Gases 
WIRE * CABLE * CONDUIT * PLASTIC PIPE * BRASS AND COPPER TUBE 

Plants—New Brunswick, N. J.: Wire and Cable Plant, Rod Mill, Brass and 

Copper Tube Mill, Plastic Pipe Plarit. Moundsville, W. Va: Conduit Plant 





CAN’T 
SEE 
LIGHT 
BULBS 


AND 
TUBES? 


you could 
if you sold 


CHAMPIONS 


(Ofelia teleiciacelaeliisceetlemilttslaties:l melee tas 
easy and profitable to sell — and the repeat business is sure 
and steady — provided you have the Champion line 
and not just the lamps that everyone else sells, too. 


Champion Lamps are handled and sold the same way you 
handle and sell any good, profitable items — no 
consignments, no messy detail, no red tape. Salesmen like 
to sell "em because they build business that can be kept 

and cultivated. Their customers appreciate the quality and 
long life they get from Champion Lamps, and keep 

coming back for more. That means you get the repeat orders 
instead of losing them to the next ‘‘me, too”’ 

who happens to drop in or phone. 


You can use the Champion line to get added volume and 
profit out of lamps. Are you willing to be shown? 


CHAMPION LAMP WORKS 


Lynn, Massachusetts 
A DIVISION OF CONSOLIDATED ELECTRIC LAMP CO 
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tab. -loke & 


C 
IRCUIT BREAKER SYSTEM 














YOUVE A REAL PRICE EDGE WITH Stab-lok 


boosts sales from every angle 


THE RIGHT PRICE is always a shot in the arm for sales... taneous trip) breakers easily meets every specification— you 

and across-the-board Stab-lok Circuit Breakers cost your never lose sales because of special applications 

customers less in the first place...less to install... less Your investment is protected —even major improvements in 

when circuits are changed or increased. What’s more, con- the Stab-lok line never cause vou a nickel’s loss on devices 

tractors know that Stab-lok dependability has been proved in already on your shelves 

millions of household, commercial and industrial installations. ‘ 
But Stab-lok gives you still other exclusive advantages 

that bring more sales without extra sales effort: 


We're in there pite hing, too—We work constantly to boost 
sales by putting more advertising, booklets, folders and other 
: hard-hitting, effective promotion behind Stab-lok than was 
You carry a much smaller stock — With Federal Noark® com- ever before given a circuit breaker 

bination flush-surface enclosures you can meet every order Join the profit parade with Stab-lok and write for the 
from about half the stock required by other systems. Magic “E” booklet that brings the Stab-lok story right up to 
Amazing flexibility —Stab-lok with widest range of enclosures the minute. Federal Electric Products Company, 50 Paris 
plus new, thin NC, standard NA, and double pole (simul- Street, Newark 5, N. J. 


FEDERAL, PACIFIC 


TRIC PRODUCTS COMPANY L ie -shomn.r 0. els Vomeen tl. Lemeonel. | 1 


Federal products: Stab-lok Circuit Breakers, Motor Controls, Safety Switches, Service Equipment, Industrial Circuit Breakers, Panelboards, Switchboards, 
Control Centers, Bus Duct — Pacific Electric products: High voltage circuit breakers and power switches x Sales offices in principal cities 








WORLD’S 
BEST 


BELL 


No doubt about Adaptabel being best by a 
noise! Size for size, its resonant ring is up to 
140% louder than any other bell—and com- 
pletely free of mechanical clatter! 


But Adaptabel’s claim to perfection doesn’t 
rely on ringing abilities alone! Design-wise, no 
moving contacts or springs — together with 
automatic compensation for plunger wear — 
means literally years of dependability and 
trouble-free performance! Adjustments are 
rarely needed. 


Ease of installation? Look at the accompanying 
diagram. Could anything be simpler — more 
foolproof? Universal mounting plate is 
designed to fit any outlet box with single gang 
opening! 


Adaptabels are available in 4, 6, 10 inch sizes 
—your choice depending upon the noise level 
to be overcome. All-metal die cast housings 

. complete range of accessories include a 
substitute slotted gong where muting is 
required — full cast grids for areas where 
gong may be subjected to unusual impact 
— handsome recessed mountings where flush 
mounting is a factor — outside weatherproof 
mountings that are absolutely impervious to 
the elements! 


You can see why Edwards Adaptabel* is the 
most popular heavy-duty ringing unit on the 
market today! Write Dept. EW-5, Edwards 
Company, Inc., Norwalk, Conn. 


*lListed by Underwriters’ Laboratories. 


See you at 

the NAED Convention— 
Booth 515! 

June 6-10th. 


LOUDNESS FACTOR 


Edwards No. 340 AC Adaptabel 


size | decibels* loudness units 





4 inch 77 13,500 
6 inch 83 21,400 
10 inch 89 


*at ten feet 


1. Mount plate on wall or outlet box. 
Elongated holes make it easy to line up. 


2. Pull wire through spacious center 
hole and connect to large binding posts. 


3. Slip signal onto sturdy hanger, push 
home and tighten tamper-proof screw. 


World’s most reliable time, communication and protection products 
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Tie up all the sales angles— 


with “U.S.” Tapes 


ously sold on “U.S.” through advertising in the lead 
ing trade and industrial journals—plus sales promotion 
aids. They respect the “U.S.” name because they 
know “U.S.” makes thousands of other products used 
day in and day out by millions of people 

And 25 “U.S.” District Sales Offices from coast to 
coast can handle any of your supply demands quickly 
and easily. Check your stock. Order NOW! 


When you carry the tape line your trade knows will 
satisfy any insulating or splicing needs, you'll write up 
plenty of orders tor tape 

“U.S.” is one of the largest manufacturers of cables 
and tapes. “U.S.” Tapes are so widely known and 
widely used that they are the tapes that are wanted 
because users and dealers have found them superior 
Moreover, industrial users and dealers are continu- 


ROOM =D 








U.S. Security® Friction Tape 


For electrical and general purpose jobs. 
SECURITY \ Strong and tacky—rt stays on. Does not age 
—— A or dry out. Unusually high tensile strength 
FRICTION TAPE —~ for tough assignments. Straight-tearing, non- 
——eeran ravelling. Also in specification grade — U.S. 

Holdtite®—exceeds A.S.T.M. specifications. 




















U.S. Security Rubber Tape 


Excellent for all general electrical work. This 
unvulcanized rubber splicing compound is 
high in tensile strength, elongation, tackiness, SECURITY 
dielectric strength and stretch. Handles easily, = oa : 

fuses without heat. Also in a specification RUBBER TAPE 
grade—U.S. Holdtite—exceeds A.S.T.M. spe- 


cifications. 





U.S. Royalastic Plastic Tape 
Makes a thin splice, keeps wiring neat and unclut- 
tered. Does the work of both rubber and friction 
tape in many applications. Complete mechanical 
and electrical protection. High dielectric strength 
and resistance to abrasion, water, ; 
oils, acids, alkalies and corrosive 
chemicals. Good stretch, tight 
grip. Approved by Underwriters’ 

Laboratories, Inc. 


UNITED a2 A 2 2S EVURSCRERR CORrRA RN Y 


MECHANICAL GOODS DIVISION + ROCKEFELLER CENTER, NEW YORK 20, N. Y. 
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THE ORIGINAL 
INDENTER TYPE 
E.M.T. COUPLINGS 
AND CONNECTORS 





Briegel, the Original Indenter Fittings are 
neater in appearance, easier and 

faster to use. Installation is simple and 
less expensive. Two quick squeezes 

sets them forever. Try B-M Indenter 


Fitti d fi 

mas. ae METHOD 
All B-M Indenter Fittings are A T00L 
ight ad for General Ure (6m) C0. 


(File Card E 10863) GALVA, ® ILLINOIS 
Warehouse Stocks in Principal Cities for Immediate Delivery! 
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electric 
dryer 


cord sets 


\ 7 h/ 
In great demand now! Series #5533, ‘ i j 
utilizing a new molded-on rubber plug 7 

which is equipped with “L” shaped ground- 

ing blades. Used primarily for application to 10/3 S cord or type 
SR range cable. Rated ot 30 amperes, 250 volts. Approved by 


Underwriters’ Laboratories. Each unit individually packed in a 


carton that serves as a shipping container heav . 
) ———. 


For HOME, OFFICE and FACTORY use 


electric 
r | nge cord sets Push these rugged service units! CAT. NO. LENGTH CORD TYPE 


Husky black rubber cords in- 3543 15 ft. 18/2 16/308) 
standard lengths; integral 3544 25 ft. 18/2 16/308) 
P ‘ : . molded-on components. Female 3545 50 ft. 18/2 16/308) 
6 and one #8 conductors for 50 amp.—or two #8 and one #10 connector has double contact 3546 25 ft. 16/2 26/308) 
conductors for 5 amp. service. CORNISH #500 molded-on rubber blades, insuring perfect connec- pod ote f= weihen 
plug vulcanized to cable for long time woter-repellent security. tion. Moisture-proof . . . Strain- P 

Equipped with suitable terminals and metal strain relief. U-L proof... Real GLUTTONS for individually cartoned—Packed 20 
listed and approved for service at 250 volts. Individually pock- PUNISHMENT! to Standard Shipping Package 


aged in o carton thot serves as ao shipping container 


U-L Approved f replacement cord sets 


for Lamps, Radios, Small Appliances 


3-, 4-, 5- and 6-ft., type SR rubber covered range cable. Two 


6-, 8- and 10-ft., 18/2 type SP-1 brown cord, with molded 
\ on plastic plug. Appliance end stripped 4”, Hanked, with 
QUALITY -controlled A = UL Green Cord Set label applied 
wires that you KNOW 
wil stond the gat = ; 10- and 20-ft., 18/2 SV black cord, wi 
‘ ka tes é-, - an -ft., type ack cord, with molded-on 
on attractive spools plug. Appliance end jacket removed 2”; conductors stripped 
1”. Hanked, with UL Green Cord Set label applied. 


for Vacuum Cleaners, Smal! Tools, Mixers, etc. 


convenient lengths for fast and prof- 
itable over-the-counter-sales. 
ie aa r for Trouble Lights, Small Motors, Tools, etc. 


6-, 10- and 20-ft., 18/2 16/30 SJ black cord with molded-on 
Also Neoprene-jacketed cords plug at one end. Appliance end jacket removed 2”; conductors 


(types $VO.$JO and $O) stripped 1“. Hanked, with UL Green Cord Set label applied. 


resistant to oil, heat and light ALSO Replacement units for Electric Irons and other Home and Office appliances 


CORNISH WIRE COMPANY, INC. 
Siiailek sor Joti 50 Church Street New York 7, N. Y. 


ATE WIRING BUREAU @ATLANTA BOSTON BRIDGEPORT Yay \ ltelal: @CHICAGO @CINCINNATI CLEVELAND 
Program mie @DALLAS DENVER DETROIT KANSAS CITY @LOS ANGELES @MINNEAPOLIS @PHILADELPHIA 
PITTSBURGH @ROCHESTER @ST. LOUIS @SAN FRANCISCO @SEATITLE 
@ Stock corried 


, 










Two and three conductor Rome FlexAll is 
manufactured in sizes 14 AWG through 10 
AWG. Standard color is pearl gray, put up in 
250’ cartons. Two conductor construction is 
available with or without ground wire. Under- 
writers approved as Type UF and Type NMC— 
600 volts. 


Buried direct in earth, Rome 
PlexAll is ideal for wiring be- 
tween buildings. 









Rome FlexAll, single conductor, is manu 
factured in sizes 14 AWG through 4 AWG 
Standard color is black, put up in 500’ car 
tons. Underwriters approved as Type UF- 
600 volts. 





















Installed in livestock buildings 
or other locations destructive to 
conventional cables, Rome Flex- 
All is safe, non-rotting and flame 
resistant. 












Rome FlexAll is ideally suited 
for the underground wiring of 
floodlight installations. 
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Another Rome product you can sell profitably ! 

Rome FlexAll opens up new sales opportunities for every Rome Cable distril 
tor. It is an indication of Rome's continuing program to manufacture wire an 
cable that meet today’s changing requirements with benefit to both you and the 
ultimate user 


Rome FlexAll to cut installation costs 


Desicnep for multi-purpose use, Rome FlexAll is economical, safe, 
neat appearing and has excellent resistance to the hazards of wet or 
corrosive locations. They are no longer wiring problems 
A new product of Rome engineering, Rome FlexAll is available 
with single, two and three conductors for branch circuit and feeder 
services. It is the answer to low cost industrial and commercial 
wiring, as well as the wiring of amusement areas, outlying farm 
buildings and residences. 
Specifically, Rome FlexAll, single conductor, is approved by 
Underwriters’ Laboratories, Inc., as Type UF ( Underground Feeder ), 
while the two and three conductor constructions are approved as, 
Chase cut into wall both, Type UF and Type NMC (Non-metallic Sheathed Cable 
Corrosive Resistant). Such dual approval makes Rome FlexAll 
Corrosion resistant the inventory-saving choice for branch and feeder circuit work 
steel plate for Rome FlexAll is recognized by the National Electrical Code for 
mechanical protection 1953 for the following types of installation: 


Single Conductor 
Solid cement e@ For branch or feeder circuits buried directly in earth when pro- 
block or tile vided with over-current protection 


Multiple Conductor 
Plaster e@ For branch or feeder circuits buried directly in earth, as above 
e For interior wiring, either exposed or concealed in dry, wet or 
corrosive locations. 


For installation within hollow spaces of outside or inside masonry 
: block or tile walls. 
All mime: ped crowns rent wn e For embedding in plaster oz shallow chase in masonry, when 
in the rewiring of old buildings. suitably protected. 
Rome FlexAll, single conductor, has an integrally applied all- 
resistant Rome Synthinol, Type TW, thermoplastic insulation and 
sheath. Rome FlexAll, two and three conductor, is insulated with the 
same high quality compound, with individual conductors covered 
with an inorganic glass yarn wrap. Over the assembled conductors 
is an abrasion, moisture, rot- and flame-resistant Rome Synthinol 
thermoplastic sheath. 
If your wiring requirements involve direct burial in earth or the 
hazards of wet and corrosive conditions ask for Rome FlexAll 


aE Cy sae} i am ey. 4 : 2 & - 
A Coporaton 


























Rome FilexAll is easy to work 
within hollow spaces of masonry 
block or tile walls. 


‘ ROME - NEW YORK 
° sat 
me (oe a me we ee ee ae ee ee a ee! 


It Costs Less to Buy the Best 
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Gre Zwere SHETONOUC 


anal LlecttiC 
—— Tpcict on National 
>» % CHERARDUCT 


Sherardizing was discovered in 1900 


While endeavoring to develop a metal more resistant to corrosion than steel, 
Sherard Cowper-Cowles accidentally dropped some zine dust on a hot 
plate. It smoked. The zinc did not melt or run. And in the fine tracings of 
bright metal on the plate a new method of galvanizing was discovered . . . 


Sherardizing. 


it’s still “Galvanizing at its best” 
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Lk galvanized conduit at its BEST 


It’s the Sherardizing process that fortifies Sherarduct 
—a dry galvanizing process that actually alloys 
corrosion-resistant zinc to the steel wall under heat. 
This is galvanizing at its best! 

Sherardizing provides a 100 per cent uniform 
protective zinc coating over all surfaces, including 
the hill and valley of every single thread—safe- 
guarding the conduit system against rust and corro- 


Protection for Threads 


sion for all time. This is Sherarduct, galvanized 
conduit at its best! 

Still further protection is provided by the baked-on 
Shera-Solution, an alkyd-like enamel that seals the 
zinc against acids and other corrosive elements. 

Always specify and use National Electric Sherar- 
duct Rigid Steel Conduit. It provides positive pro- 
tection for all wiring! 


Works easily...Fishes easily... 


Sherarduct threads are cut before, 
not after, galvanizing. Even the 
base of the clean, sharp threads has 
uniform, full zinc protection, 


Surfaces and threads of the Sherar- 
duct coupling are fully zine pro- 
tected. Accurately cut threads per- 
mit butting of conduit within the 
coupling—provide complete pro- 
tection of the entire conduit system. 


For proof of Sherarduct Quality 


Write for the booklet, ‘Facts about Sherarduct.’ 
more about the Sherardizing principle how it makes 


Sherarduct “galvanized conduit at its best.” 


I earrv 


Bends without flaking 


Gradual heating and cooling of the 
Sherardizing process normalizes the 
metals. Result: easier working, 
forming and bending on the job. 
Butted joints leave no gaps to inter- 
fere with “easy fishing.” 


EVERYTHING IN WIRING POINTS TO 


National Electric Products 


PITTSBURGH, PA. 


3 PLANTS « 8 WAREHOUSES «+ 34 SALES OFFICES 
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T electrical installations 
give you maximum 


PROTECTION 


where combustible 
dusts are present 


CuNvULe 


Crouse-Hinds Dust-Tight CONDULETS 

installed on an automatic checkweighing 

machine for 20 m. m. ammunition — ina 
Class |! Hazardous Location. 


Machines that operate in locations where combustible dust may be C 
present must have electrical installations that meet the requirements 0 N I) U | E if S 
of the National Electrical Code. This gives you protection against x 
disastrous explosions and fires and assures uninterrupted service. 

For nearly fifty years Crouse-Hinds has manufactured CONDULET HAZARDOUS 
electrical equipment of the highest, quality, designed to meet Under- LOCATIONS 
writers’ Laboratories standards for both ordinary and hazardous 
locations. 





If your machines operate in any hazardous location — atmospheres 
containing flammable gases, vapors, dusts, or flyings — take advantage 
of Crouse-Hinds offer to send you a FREE copy of Bulletin 2655. It 
contains a complete copy of the. Articles in the National Electrical Code 
pertaining to hazardous locations, with many useful tables, diagrams, 
photographs, and suggestions for selecting the correct equipment to 
meet these Code requirements. 


Send for your copy of this valuable reference bulletin today! 


*CONDULET is a coined word registered in the U.S. Patent Office. 
lt designates a product made only by the Crouse-Hinds Company. 


fae CROUSE-HINDS COMPANY 


Nationwide 


Distribution Syracuse 1, N.Y. 


» . 

Through Electric: ICES. Amarillo— Birmingham — Boston — Buffalo — Chicago — Cincinnati — Cleveland ( K Ot SI - H | \ I) . 

> Dallas — Denver — Detroit — Houston — Indianapolis — Kansas City — Los Angeles — Memphis . 
Distributors Milwaukee — New Orleans Philadelphio — Pittsburgh — Portland Ore 


San Francisco — Seattle — St Louis — St Paul — Tulsa — Washington 

/ RESIDENT REPRESENTATIVES Albony — Atlanto — Baltimore — Charlotte — C 

\ —S Corpus Christi - Reading. Pa — Richmond. Vo Shreveport 
~“ j 


Crouse-Hinds Company of Canada. Lid. Toronto. Ont 


CONDULETS: TRAFFIC SIGNALS « AIRPORT LIGHTING - FLOODLIGHTS 
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What's Happening 
in Washington 





Unemployment Interest Centers On June 


A political fight over unemployment and what to do about it will be worth 
watching. 

The labor force has been increasing in recent times at an average yearly 
rate of about 1-million net. What this means is that the economy must grow 
enough each year to add close to a million new jobs. If it doesn’t, unemploy- 
ment will rise. Mere stability isn’t enough. That's where the politics will be 
played. So the statistics on how many jobless there are loom significant. 

Economists, both business and government, believe that summer will bring 
a leveling out—a plateau below the 1953 peaks. A quick reversal or a new 
upsurge, is discounted. 

But Democrats and labor leaders see this “plateau” as “red meat.” They'll 
whoop it up between now and fall. 

The June figures are the ones to watch. June is the month when the labor 
force takes a big jump, about 600-thousand as the young people, out of school, 
hit the labor market. Eisenhower's own economic advisers wouldn't be sur- 
prised if unemployment goes above the 4-million mark at that time. Politi- 
cally, 4-million unemployed is considered dangerous. Democrats will take off 
on the June figures. That's their plan. 


Housing Weathering Investigation Shock 


So far, the housing investigations haven't cut down FHA’s business. During 
the weeks following the blow-up, applications for insurance were the highest 
in a year. And there has been no noticeable decline since then. FHA's 75 field 
offices are being extra-careful, though, in approving loans, in making 
appraisals and inspecting construction. Lenders are bound to be tighter on 
home improvement loans—especially those that don’t make some essential 
repair of permanent improvement to the house. It's still uncertain what the 
“scandals” have done to the fix-up market—some say it’s been hurt; others, 
there's no change. But the tighter administration will have some downward 


effect. 


Administration officials expect housing mortgage interest rates to drop 
sometime this summer. In a year’s time, mortgage has switched from scarce 
to plentiful in every section of the country. Only section of the country where 
mortgage money is still scarce is the Southwest. Republicans hope the drop 
will give a new boost to home sales. Washington's experts say mortgages may 





even go to a premium. They expect the first signs of the break to appear in 
New England. 


Federal Building May Get New Procedure 


Legislation providing for private financing and construction of federal 
buildings under a lease-purchase arrangement has reached the Senate-House 
conference stage in Congress. The bill, in effect, authorizes the Post Office 
Department and General Services Administration to acquire buildings on the 
installment plan. The government's need for new buildings for civilian agen- 
cies has been estimated at $3 billion. Annual payments are to be made from 
yearly funds appropriated for rental or office space. For fiscal "55, the Senate 
has suggested earmarking $5 million for lease-purchase contracts, which 
would represent about $50 million in construction. 

This is how it works . . . Post Office Department and GSA would deter- 
mine on a priority basis what space they need and, after getting any approvals 
required, would advertise each proposed lease-purchase project for bids. 
Almost anybody would be eligible to bid on such a contract: the bills passed 
by the two houses say any person, co-partnership, corporation or other public 
or private entity. Neither GSA or the Post Office will announce how it 
plans to advertise jobs and take bids until after the act becomes law. 


Small Business Wants Competitive Bidding 


Defense contracts: there's rising pressure to let more of them by competi- 
tive bidding, as against negotiations with suppliers. Congress’ small business 
committees are pushing the Pentagon, claiming that negotiated contracts shut 
out many small companies which might get government jobs under competi- 
tive bidding. Now the General Accounting Office has stepped in. GAO offi- 
cials have taken the position that under peacetime conditions there’s no reason 
why a bigger portion of the defense orders shouldn't be placed through com- 
petitive bidding. GAO figures nine-tenths of defense buying has been by 
negotiated contract since 1950. 


Taft-Hartley in the Senate 


Revisions of the Taft-Hartley Act, which in the main carry out Eisenhower's 
recommendations, are proposed in a bill offered by Chairman H. Alexander 
Smith (R., N.J.) of the labor committee. They deal with national emergen- 
cies, free speech, injunctions, secondary boycotts, union security, non-Com- 
munist affidavits and state powers to deal with local emergencies. 

Both New York Senators submitted anti-discrimination amendments as 
debate began. The proposals are similar. They would make it “unfair” for 
an employer to deny a job, or for a union to deny membership, to anyone 
because of his race, color or creed. The only recommendation by Eisenhower 
not in the bill concerned an amendment on workers’ secret ballots. 


Washington, D. C. « May 4, 1954 
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Handle these ...and other... outdoor jobs 


en 
rr | amet 
PEL IAL' 
RT LES) | 








*LIGHTING APPLICATIONS—Parking lots, used car lots and gasoline stations 
© Railway platforms, stairways, crossing and switching signals @ Bridge 
lighting © Highway blinker lights and lighted signs ® Traffic signals © 
OTHER APPLICATIONS—Police and fire boxes ® Railroad yard loudspeakers. 
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with — A rigid support for cut-to-length pipe 


A junction chamber for splicing and grounding 


COMBINED IN 


THE NEW HOPE 
METAL-PIPE BASE 


Here’s the new, simple, low-cost way to suppl) 
custom-made uprights for outdoor lighting and 
other electrical applications. Start with Hope Metal- 
Pipe Bases. Use standard conduit or pressure pipe 
of the length and diameter needed. Cut and thread 
it to fit the rugged malleable iron base, and to take 
the lighting fixture. Buy base, pipe and fixture 
through your wholesaler issemble them yourself 
splice and ground in the junction chamber when 
you install. And the job is done! 

For information on this flexible way of installing 
lighting (and other jobs) get in touch with your 


electrical wholesaler—or write us direct 


Hope Metal-Pipe Bases f 
are available through 

or specify by pipe size ar 
vanized or unfinished 


2 -H 42200 
2," -H 422 


i 


— CAST BOXES BY HOPE 


JUNCTION AND Ff BOXE ° 
EXPLOSION HOUSING A 
EXPLOSION HOUSIN 

HINGED CABINETS @ EX 











Write for complete catalog 


HOPE ELECTRICAL PRODUCTS CO. 


348 Wilson Avenue, Newark 5, N. J. Mitchell 2-4426 
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PUT THEM ALL ON ONE ORDER 
from |BLACKHAWK 


Complete fittings -- accessories and specialties for the electrician 


FITTINGS 


caps, connectors, 
straps, heads for 


cable and conduit. 


Service Entrance Cable Heads 
Cast Aluminum body — heavy 
steel cable clamp — large 
key hole. 


“Universal” 90° Angle Box 
Connector — clamp conforms 
to round or oval cables. 8 
sizes available. 


S 


Service Entrance Cable Water- 
tite Connectors. Smooth, non- 
rusting — 7 sizes. 


Ww 


45° Angle Connector. Made of 
quality aluminum alloy for 
round or oval cables. 3 sizes. 


Snap Connector. New, self- 
tightening connector that saves 
time and trouble. 


oe 


Snap Strap for rigid conduit. 
Famous Blackhawk time-saver 
made of heavy gauge steel. 





ACCESSORIES 


hangers, clamps, 
box supports 


ond brackets 


Conduit Hangers. Carriage 
bolt locks tighten with one 
tool. 8 sizes available. 


— 


ay 


Adjustable Bar Hanger. Fast- 
est, neatest, thriftiest way to 
hang all ceiling light fixtures. 


7 sizes. 
Sp 


Beam Clamps. Heavy gauge 
pressed steel-plated. Complete 
with case hardened set screw. 





WIREHOLDERS 


quality materials 


used throughout 


Ht 


Steel Clad Wireholders. Heavy 
steel base and _ supporting 
strap. Parts hot dip galvanized. 


Y 


Square Shoulder Steel Clad. 
Shoulder swaged to harness. 
Heavy gauge steel yoke, solid 
steel pin. 


Small Wireholder. Leaded-in 
type with durable glazed brown 
porcelain, 2” by 1-3/8”. 





TOOLS 


screw drivers, chisels, 
driver bits, nail 


sets, punches 


a 


Screw Drivers. Complete selec- 
tion of drivers with tough 
plastic handles. 























q 


Wood Chisel Kit. Handy 
packet contains 4 popular 
sizes. Any size available singly. 


ily 


Punches. Center, Pin, Prick, 
Solid, Long Taper punches 
available in kits or singly. 





SPECIALTIES 
Yard Lights — 
Mirror Brackets — 


Fish Tape — Screws 


PL US —Ground Clamps, Sill Plates, Sharp Point 
Staples, Locknuts and Bushings, Pole Ground Assem- 
blies, Service Entrance Mast and Fittings. 


lackhawk 
o7 [agostries 


SS 


Yardlights. Full line of sturdy 
yard lights. Available in 12 
and 14-in. diameters. 





cI 


Machine Screws and Nuts. 
Wide selection of slotted head, 
plain or plated screws. 11 
nut sizes. 





<cammntclG 


Steel and Brass Wood Screws. 
Steel screws plain, blued or 
plated. Brass screws from %4 
to 314”. 


Immediate delivery from adequate stocks to electrical 
wholesalers only. Write today for Blackhawk’s complete 
catalog of electrical fittings, and specialties. 


BLACKHAWK INDUSTRIES puvsvoue, tows 


Specify B-I for quality fittings, built to save you time 
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ENGINEERED TO MEET ALL STANDARDS... 


New PEERLESS Backward Curve Blower 


WITH SELF-LIMITING HORSEPOWER CHARACTERISTICS 








WHEEL 


Built by Peerless for job-matched per- 
formance. Sized from 12'/,” to 36'/,” 
Dynamic balance results in low noise 
level. Streamlined venturi inlet. CFM 
ratings from 3,370 to 17,490. 


Wheel rides smoothly and quietly 
on heavy cast-iron hub for long life. 


e Here’s the answer to better blower perform- 
ance on the big jobs—schools, hospitals, office 
buildings, etc.—the new PEERLESS BACK- 
WARD CURVE BLOWER. It has the features 
engineers, wholesalers and contractors said 
they wanted most... greater CFM ratings... 
compactness in all sizes . . . increased effi- 
ciency . . . quiet operation. 

Peerless design features give you a better 
blower which you can specify with complete 
confidence. Check them: Heavy cast-iron hubs 
for extra wheel support. Wheels with match- 


FRAME 


All-welded construction: integral part 
of blower: simple construction; permits 
easy access fo motor for routine 
servicing 


MOTOR 


Manufactured by Peerless and job- 


a matched for all size blowers. 


MOTOR BASE 


Pivoted base and adjusting screw are 
easily reached. 


ing spun cones and streamlined venturi inlets 
that permit air to enter, pass and exit smoothly 
and quietly. Blowers sized to NAFM recom- 
mendations—from 12%2” to 3642”. Ratings that 
are tested accurate. Self-limiting horsepower 
characteristics. With these Peerless features, 
you can engineer a job to perfection. 

Write or call Peerless today for full informa- 
tion about the new Backward Curve Blower. 
You can get immediate delivery on all Peer- 
less Fans and Blowers. 


gst PERFORMERS ON Tye Wang 
fv, 


.goott 


FAN AND BLOWER DIVISION 
THE PEERLESS ELECTRIC COMPANY 





1403 WEST MARKET ST. 
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WARREN, OHIO 





TWO WORKMAN WATCH from blast shelter as charge is set off in HERE A CABLE is raised on horses to clear the railread track. It 
distance. Low horses cushion cable from shock of falling rock. feeds the shovel visible in background. 
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Amerclad lasted 12 years” 


Says Chief Electrician, Hudson Plant 


Universal Atlas Cement Company 


Year after year, at this quarry, the Amerclad is exposed 
to knife-sharp fragments of flying rock. During the sum- 
mer, the rock often gets so hot that you can’t even touch 
it. Other times, the cable lies out in the rain and snow— 
often at sub-zero temperatures. 

At the Hudson, N. Y. quarry of Universal Atlas, Chief 
Electrician Frank Rodmond said, “This Amerclad runs 
the constant danger of being hit with flying rock frag- 
ments through secondary blasting. Yet the down-time 
cost of this operation is so high that we just can’t stand 
cables that keep failing. We kept that last batch of Amer- 
clad 12 years before we replaced it, yet it was still service- 
able when we switched over to new Amerclad.” 

If you want service like this, specify Amerclad the next 
time you need cable that can really take it. Amerclad is 
available in a great many sizes and constructions, with or 
without shielding. There is a type to power anything from 
a river dredge or mine locomotive down to a rough and 
tumble electric hand drill. Send the coupon, and get 
more information. 


AMERICAN STEEL & WIRE DIVISION 
UNITED STATES STEEL CORPORATION 
GENERAL OFFICES: CLEVELAND, OHIO we ; , WO 
COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO, PACIFIC COAST DISTRIBUTORS ' =u : , . “ . Cae ee 2 
TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA., SOUTHERN DISTRIBUTORS THIS IS A TYPICAL DRILL. It uses a 4-conductor No. 8 Amerclad cable. 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


A STANDARD TIGER BRAND CABLE 
FOR EVERY SPECIAL JOB! 


paper & varnished combric cable mold cured portoble cord 
asbestos wire and cable machine tool & building wire 


eerial, underground & submarine special purpose wire & cable 


shovel & dredge cable 


American Steel & Wire Division 
Room DE-54, Rockefeller Building 
Cleveland 13, Ohio 


(] Please give me more information about Amerclad. 


] I'd like to talk to your representative 





U-S-8 Tiger Brand yea 
UN TT ED STAT €:5 TE eS 
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SPECIFY...PYLE-NATIONAL 


QUELARC PLUGS and RECEPTACLES in seventy-two foot plug board 
installed in the General Electric Company's Light Military Electronic 


Plant in Utica, New York. 


TRIPLOC* 

Interchangeable and Reversible 
Series 250 volts, D.C.; 460 volts, 
A.C.; 2 to 12-poles, 15 and 20 
amperes also multiple unit types 2 
to 48-poles, 60 and 15 ampere 
combination circuits. 


MIDGET TRIPLOC 


Interchangeable and Reversible 
Series 2,3 & 4-poles; 10 amperes, 
250 volts; 15 amperes, 125 volts. 


STRare ‘me’ 
ee 


for Hazardous Locations — De- 
layed Action Series 115 to 460 
volts; 2 and 3-pole; 15 & 30 
amperes. 


*Trade Mark Reg. U.S. Pat. Off. 


PLUGS AND 
RECEPTACLES 


For More Efficient Plant Operation 


DETACHABLE COMPONENTS On any equipment that must 
be disconnected for inspection, repair or replacement, plugs 
and receptacles quickly pay for themselves by saving man 
hours and shortening shut-down periods. Complicated multiple 
conductor connections are instantly and accurately broken and 
remade as polarization is not disturbed. 


PORTABLE EQUIPMENT Located throughout a plant at all 
potential operating points, receptacles for plugging in electrical 
tools and other portable equipment, contribute greatly to the 
flexibility and efficiency of plant operation. 


PLUG-IN BOARDS On power distribution panels and porta- 
ble generators, plugs and receptacles provide a quick efficient 
means of selecting and routing electrical circuits to meet the spe- 
cial and varying requirements of testing and research operations. 


QUELARC* 


Circuit Breaking Series 
250 volts, D.C., 

600 volts, A.C.; 

2, 3 & 4-poles; 

20 to 200 amperes 


Rugged insulation, positive polarization and grounding circuit provisions, meet 
strict safety requirements. Listed by Underwriters’ Laboratories, Inc. Sold na- 
tionally through authorized electrical distributors. Write for descriptive bulletins. 


THE PYLE-NATIONAL COMPANY 


1352 North Kostner Avenue, Chicago 51, Illinois 


Branch Offices and Agents in Principal Cities of the U.S. and Canada * Canadian Agent: The Holden Co., Ltd., Montreal SINCE 1897 
Export Department: International Rail Supply Co., 30 Church Street, New York 


CONDUIT FITTINGS * LIGHTING FIXTURES * FLOODLIGHTS * GYRALITES * MULTI-VENT AIR DISTRIBUTION 
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ACCURATE FRICTION 
APE—High grade 
rubber carefully com- 
pounded with finest 
cotton base provides 
maximum mechanical 
protection for every 
wrap. Made in Stand- 
ord and A.S.T.M. 


ACCURATE RUBBER 
TAPE — Features high 
elasticity, excellent 
cohesion, high dielec- 
tric and super aging 
qualities. Available in 
Standard and A.S.T.M. 
—A.A.R. grades. 


ACCURATE PLASTIC 
TAPE — Offers a bulk- 
reducing combination 
of thin caliper, good 
mechanical and di- 
electric strength. 
Recommended for use 
wherever plastic tape 
is practical, 


vith ACZURM 


SUPER AGING QUALITIES 
MAKE THE DIFFERENCE! 


Electrical wraps made with Accurate Tape 
actually improve with age. The raw materials 
engineered into Accurate Tapes are selected for 
extra durability and maximum electrical and 
mechanical protection. For example, Accurate Rubber 
Tape features high elasticity, excellent cohesion, 
high dielectric and super aging qualities. No heat or 
extra pressure is required during application, 

yet the job improves with age. Whether you use 
Accurate Friction, Rubber or Plastic Tape, you can 
be sure there’s no finer tape at any price... 
Accurate provides positive tape protection! 


WRITE FOR NEW CATALOG—AIll you need to know 
about electrical tapes in one handy brochure. 

Call or write for your copies to: 

ACCURATE MFG. COMPANY, GARFIELD, N.J. 


$1 ACCURATE 


YOUR BEST BUY IN TAPE! 


MORE THAN A _— CENTURY OF TAPE SPECIALIZATION 
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U.S. Electrical Wire and Cable 


AND WE MEAN EVERY MARKET 


Industrial production and maintenance men, plant engi- 
neers, chief electricians, purchasing agents, all of whom 
specify, buy or install tremendous quantities of insulated 


wire and cable... 


Utility engineers and consulting engineers who pass on 
specification and design, and specify electrical wire and 
cable... 

Industrial contractors responsible for the installation of 
wire and cable. . 

Underground and strip mining operators who buy heavy 
portable cords and cables... 

Municipalities and government agencies for police, fire 


alarm and traffic control cable requirements... 


42 


Management men in industry, finally, who oversee all 


operations and are responsible for the ultimate result. . . 


In 35 key trade publications we advertise directly to all 
of these men—we pre-condition them to specify and in- 
stall U.S. Electrical Wires and Cables. Through this 
advertising, “U.S.” has become firmly implanted in their 
minds and memories. Over 8,650,000 printed advertis- 
ing messages will reach these men this year—we are 
spending more money than ever before to bring you 


greater sales in 1954. 


NOT ONE SINGLE MARKET IN WHICH YOU 
SELL WILL BE OVERLOOKED 


Wherever U.S. Electrical Wires and Cables are sold, 


that’s where you will find them advertised. 
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Advertising 


blankets ade market! 
Wp n> 


‘CHEMICALS 


UNITED STATES RUBBER COMPANY 


ELECTRICAL WIRE & CABLE DEPARTMENT + ROCKEFELLER CENTER, NEW YORK 20,N. Y. 
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ANY FITTING YOU CAN THINK OF! 


Gedney’s got it...in malleable iron... accurately machined 
..- quickest, least costly to install 


{T’S RIGHT THERE in the Gedney line... every 
fitting needed for every sort of installation! And 
Gedney fittings are accurately machined and 


threaded...made of unbreakable malleable iron... 





CONDUIT LOCKNUTS — sizes 
from %” to 6”. Sizes 3%” to 
114” are made of heavy nut 
lock steel... all other sizes, 
malleable iron. All sizes 
cadmium plated. Also 
bonding wedge locknuts, 
1%” to 6” 





CAPPED BUSHINGS—available 
in a standard range from 14” 
to 6”. Made of unbreakable 
malleable iron, cadmium 
plated. 





CORNER PULL-IN ELBOWS — 
made in %2”, 4”, 1”, 1%”, 
1%,” and 2” sizes. Out- 
standing for space saving, 
machine wiring, easy wire 
pulling. Malleable iron, cad- 
mium plated. 


GEDNEY FITTINGS FIT 


individually inspected to assure the lowest in- 
stalled costs obtainable today! Sell Gedney fittings 
for top customer satisfaction and the economy 


that means repeat business year after year. 





3-PIECE CONDUIT COUPLINGS 
—come in a large range of 
sizes from 4%” to 6”. Mallea- 
ble iron, cadmium plated. 





PIPE STRAPS—CLAMP BACKS 
and NEST BACKS—1 hole— 
for rigid E.M.T. and service 
entrance cable. Available in 
a full range of standard 
sizes. Malleable iron, hot 
dip galvanized. 





NAIL STRAPS —for rigid 
E.M.T. and S.E. cables with 
O.D. of .706 to 1.163 inches. 
In sizes 14”, %”, and 1”. 
Malleable iron, cadmium 
plated. 











RKO BLDG. « RADIO CITY « NEW YORK 20 
Foundry. Factory and Shipping Point: Terryville, Conn. 
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THE OLD WAY 
cost—dollars 


Box and device ring installed Plastering completed. Some 
ready for the plasterers. | boxes may be completely 
Opening is unprotected. | covered by plaster. 
Location is unmarked, 


Box located by tapping or Both box and conduit must 
— wall with water. be cleaned. This is time con- 

laster fragments fill box suming and costly. Plaster 
and conduit. Plaster cracks. requires patching. 


Le WRITE TODAY! 


NEW RACO 
LOCATOR COVER 


MAKES IT EASY TO 
FIND OUTLET BOXES 
IN NEWLY PLASTERED 
WALLS 


COMPARE THE COSTS 
PER OPENING! 


No. 788—'2" Raised e No. 789—%" Raised 





‘Vaeeyiaal EQUIPMENT ING. AURORA, ILLINOIS 
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IF DISASTER STRIKES YOUR 


When catastrophe hits a community, 
Phelps Dodge goes into action— 
rushes building wire and cable to 

local distributors in devastated area. 


In time of disaster, stocks are shipped 
to stricken community from Phelps 
Dodge's modern plant at Yonkers, N. Y., 
and warehouses throughout U. S. A. 
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DODGE DISTRIBUTOR = 


Special Phelps Dodge service speeds 
delivery of vital wire and cable stocks to 
its distributors in hard-hit areas! 
Telegrams like the one above are sent to Phelps Dodge distributors 
in areas hit by disasters. This special assistance plan 


is typical of the way in which Phelps Dodge cooperates closely with 


its distributors, assures them the finest service at all times. 


PHELPS DODGE COPPER PRODUCTS 


CORPORATION 


WIRE BY PHELPS DODGE MEANS WIRED FOR LIFE! 
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CRESCENT 








Also listed by Underwriters’ Laboratories as 
TYPE NMC — NON-METALLIC SHEATHED CABLE 


Type UF Underground Feeder and Branch Circuit Cable is 
a new type first adopted in the 1953 National Electrical Code. 
It is recognized in single conductor construction, sizes +14 to #4 
A.W.G. inclusive and in two-conductor and three-conductor flat 
construction, sizes 14, 12 and 10 A.W.G. CRESCENT SYNTHOL 
TW thermoplastic compounds are used in insulation and jackets 
of these cables. 


Multiple Conductor Type UF Cables are also listed as Non- 
Metallic Sheathed Cable, Type NMC, and may be used for both 


exposed and concealed work in dry, moist, damp or corrosive 
locations and in masonry block walls. 





a — CRESCENT TYPE UF 6 UNDERGROUND FEEDER CABLE 


Type UF single and multi-conductor cable is designed to be used under- 
ground, including direct burial, on feeders or branch circuits, when provided 
with overcurrent protection not in excess of the rated capacity of the individual 
conductors. 





Send for Descriptive Bulletin 


CRESCENT 


WIRE & CABLE 
CRESCENT INSULATED WIRE & CABLE CO. 


TRENTON, N. J. 
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fittings 
have clear 
channels 














Quick installation without cable dam- 
age saves time and money. The 
care with which Conduit fittings are 
reamed means fast, smooth cable in- 
sertion and assembly. Each manufac- 
turing operation is carefully performed 
and rigidly inspected .. . your 
guarantee of satisfied users and 
repeat sales. 


all this plus service 


Conduit of Columbus has nine 
strategically-located warehouses to 
assure prompt shipments. This 
means quick delivery for regular 
and emergency needs. Another 
plus; Conduit fittings are packaged 
at no extra cost. 





» 
\ Look for this Label 
.| when you buy fittings 





SOLD ONLY THROUGH 
RECOGNIZED WHOLESALERS 


CONDUIT PIPE PRODUCTS CO., , OHIO 


PIPE COUPLINGS + PIPE NIPPLES + ELBOWS, RIGID & E.M.T. 
RUNNING THREAD + GOOSENECKS + WALL PLATES 
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Show your customers why 
It’s wise to buy 


On over-all cost... 
not price 





COMMON TRIP ACTION 


Common tripper bar opens all poles 
simultaneously when fault occurs in 
one pole 
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Engineered for dependable: economical circuit protection 


ell complete single phasing protection 





—include I-T-E Circuit Breakers 


Electric motors provide the drive for efficient, 
profitable production in your customers’ 
plants. Motors are costly capital equipment. 
As such, they must have complete protection. 

Protection against “‘single-phasing”’ rates 
high on the list. A burned-out motor can prove 
an expensive item—not to mention the cost of 
lost production while it’s being repaired. 

Tell your customers what the plant pic- 
tured here has learned. Engineers specified an 
I-T-E Circuit Breaker in addition to the motor 
controller—to provide complete protection for 
the motor of this punch press. A fault in one 
phase, and the common tripper bar opens all 
poles simultaneously. 

Yes, in electrical protection (as with most 
purchases) over-all cost is the cost that counts. 
Show the dollar-conscious buyer how much 
more economical modern I-T-E Circuit Break- 
ers really are—compared with fusible-type 
protective devices. 


I-T-E Circuit Breaker Company, 19th and 
Hamilton Streets, Philadelphia 30, Pa. 


ITE 








f “TEN REASONS WHY” 
I-T-E CIRCUIT BREAKERS 


PROVIDE THE UTMOST 
IN MODERN CIRCUIT 
PROTECTION 


. They offer the highest degree of 


safety to personnel. 


. They reduce production down- 


time. 


. They eliminate replacement costs 


and maintenance. 


. They are completely tamperproof. 
. They are pretested to insure uni- 


formity of operation. 


. They prevent single phasing when 


a fault occurs 


. They safely carry their continuous 


current rating indefinitely. 


. They save mounting space. 
. They offer a wide range of special 


attachments and enclosures. 


. They incur low watts loss. 


@ 


I-T-E CIRCUIT BREAKER CO. 


Philadelphia, Penna. 


Individually Enclosed Circuit Breakers 
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PITTSBURGH STANDARD 
OL 


GALVANIZED 
as 


ON HOT-DIP 
GALVANIZED CONDUIT 


say goodbye 
TO THREAD RUSTING WORRIES 


Here’s goodbye to the rusting of threads on hot-dip 
galvanized conduit... goodbye to rusting in storage 
. .. goodbye to time and money-consuming thread- 
cleaning on the job. 


Hot-dip galvanized conduit with galvanized 
threads is the first bonus for you from the extraor- 
dinary new Pittsburgh Standard Morrisville Plant* 
—the world’s most modern conduit mill. 


Famous “Standard of the Trade” Products 

RIGID STEEL CONDUIT 

All Finishes 

ELECTRICAL METALLIC TUBING 
Only Pittsburgh Standard offers this major bonus 
to you—and at no increase in price. Here’s an- 
other reason why Pittsburgh Standard Hot-Dip 
Galvanized Conduit is “Standard of the Trade.” 


*Galvanized threads on all sizes from Morris- 
ville, and on sizes 2¥2-in. and larger from Etna. 


ELBOWS - COUPLINGS + FITTINGS 





WHOLESALERS IN PRINCIPAL CITIES 


Need immediate information on which to base 
bidding estimates and work schedules? Ask your 
Pittsburgh Standard agent. The unique Pitts- 
burgh Standard Sales Control Center will enable 
him to give you immediate facts. Guesswork is 
eliminated and you're days and dollars ahead. 


61° BRIDGE ST. PITTSBURGH 23, PA. PLANTS AT MORRISVILLE & ETNA, PA. 
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Business Index: NATIONAL PICTURE 
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INDEX (above) 
Feb. 1954 Jan. 1954 Feb.1953 Feb. 1952 
128 122 125 132 
Inventories .. 162 164 170 153 


% CHANGE 
Feb. 1951 1954 from 1953 
127 —3 
133 —- 
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|__ 399 —— Appliances and Specialties Wholesalers 
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INDEX (above) 
Feb. 1954 Jan. 1954 Feb. 1953 Feb. 1952 
112 107 14] 116 
Inventories .. 142 136 153 151 


% CHANGE 


Feb. 1951 1954 from 1953 
163 —I3 
166 — 


SOURCE: Bureau of the Census. March-April projection is by this publication. Per cent change in sales is two 


months of 1954 from two months of 1953. 
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Business Index: REGIONAL ANALYSIS 





inventories 


ELECTRICAL GOODS WHOLESALERS a. ae 
FEBRUARY 1954 » From ae 


1953 1954 1953 





NEW ENGLAND 
Full-line . 4 + 6 
Wiring supplies and 6 
construction materials .. 


Appliances and specialties 





MIDDLE ATLANTIC 
Full-line 
Wiring supplies and 
construction materials .... 


Appliances and specialties 


EAST NORTH CENTRAL 


Full-line a 
Wiring supplies and 
construction materials 





Appliances and specialties 


WEST NORTH CENTRAL 





Full-line 
Wiring supplies and 


construction materials 


Appliances and specialties 


SOUTH ATLANTIC 


Full-line 
Wiring supplies and 
construction materials 





Appliances and specialties 


EAST SOUTH CENTRAL 


Full-line 
Wiring supplies and 
construction materials .... 





Appliances and specialties 


WEST SOUTH CENTRAL 


Full-line 
Wiring supplies and 
construction materials .... 





Appliances and specialties . 


MOUNTAIN 


Full-line 
Wiring supplies and 
construction materials 





Appliances and specialties 


PACIFIC 


Full-line 4 7 .. & 12 
Wiring supplies and 
construction materials 2 + 2 FHS 





Appliances and specialties . -+- 26 | 4 2 
*2 months 1954 from 2 months 1953 Source: Bureau of the Census 
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NON-SPARKING 


Plug striking against receptacle can’t cause a 
spark. Safety Time Delay prevents arcing even 
when improperly sealed. U. L. approved. Ex 


ceeds safety tests by a wide margin 


LIGHTWEIGHT 


Ruggedly constructed of Killark ALUMALLOY. 
Durable, smooth, highly resistant to constant, 


rough usage 


RUST & CORROSION PROOF 


Unaffected by various types of moisture, atmos- 


Pheric conditions. Built for lifetime wear 


Available in many sizes and styles to fit various bémes, 
Switches or pilot lightsdiMade in 75, 30, 60s@nd 100 amp. sizes, 


LAST WORD 


SAFETY FIRST 


for the electrical connection of 
portable equipment 











© EXPLOSION-PROOT LIGHT FIXTURES + SEALED BEAM FIXTURES 
&. Louis 13, Missouri 


2014 Chancellor St. 
SO 26th St. 

714 Harrison St. 

4130 First Avenve South 


826-27 Andrus 
600 Ww. torte 





give those bright young eyes 
a chance to stay bright with 


GUTH |SSCHOOL| LIGHTING 














... sight-saving, low-brightness. No glare 
and gloom to haunt the classroom... no 
torturing eye-strain. Easier lessons, healthier, 


happier students and teachers. 


Fluorescent or incandescent—economical in 


purchase, installation and maintenance. 


Write for details on Guth school lighting today. 


THE EDWIN F. GUTH CO. e ST. LOUIS 3, MO. 
j Pap FG: in Lighting hace Igor 
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Wholesale Price Index for 62 Electrical Products 





Product (1947-49—100) Moar. 1954 Feb. 1954 Mar. 1953 


Copper Wire, bare. Unit: pound 132.8 132.8 143.8 
Building Wire, type R. Unit: M feet .......... a 95.7 87.2 133.6 
Non-metallic Sheathed Cable. Unit: M feet 76.7 73.7 122.8 
Varnished Cambric Cable. Unit: M feet .... 145.4 145.4 148.1 
Flexible Cord, type SJ. Unit : M feet ... : 123.3 123.3 131.6 


Lighting Panelboard, fuse type. Unit: each ... 115.4 115.4 111.8 
Lighting Panelboard, circuit breaker type. Unit: each ane 122.4 122.4 118.4 
Safety Switch, 2 pole, type A, 250 volts. Unit: each 145.7 145.7 132.9 
Safety Switch, 3 pole, type C, 575 volts. Unit: each 140.2 140.2 133.0 
Air circuit breaker 250 volts. Unit: each .. 142.3 142.3 129.3 
Power Panel, fuse type, 250 volts. Unit: each 122.0 122.0 139.8 
Power Panel, circuit breaker type. Unit: each . 126.8 126.8 122.3 
Motor Control, a.c., 25-30 hp., 400-440 volts, combination starting switch. Unit: each 145.6 145.6 133.1 
Motor Control, a.c., 25-30 hp., 220 volts. Unit: each 137.4 137.4 131.4 
Motor Control, a.c., 50 hp., 440 volts. Unit: each 146.5 146.5 126.9 
Motor Control, a.c., 75 hp., 440 volts. Unit: each 138.1 138.1 131.8 
Motor Control, d.c., 10 hp., 239 volts. Unit: each 153.2 153.2 138.5 
Renewable Cartridge Fuse, 250 volts. Unit: each .. 110.4 110.4 110.4 
Non-renewable Cartridge Fuse, 600 volts. Unit: each gh 115.6 115.6 115.6 
Plug Fuse, 125 volts, non-renewable. Unit: each 101.1 101.1 101.1 


Motor, d.c., 1/6 hp., 115 volts. Unit: each ..... 141.4 141.4 136.3 
Motor, a.c., '/4 hp., 110-115 volts. Unit: each 111.8 111.8 108.5 
Motor, a.c., 2 hp., 220-440 volts. Unit: each .. 118.3 118.3 117.0 
Motor, a.c., polyphase, induction, 3 hp., open sleeve besring. Unit: each 122.7 122.7 121.6 
Motor, a.c., polyphase, induction, 3 hp., ball bearing. Unit: each .. 129.6 129.6 127.4 
Motor, a.c., polyphase, induction, 10 hp., open sleeve bearing. Unit: each 129.1 129.1 122.7 
Motor, a.c., polyphase, induction, 10 hp., ball bearing. Unit: each . 135.0 135.0 126.9 
Motor, d.c., 5 hp. Unit: each naan 140.1 140.1 135.9 


Fan, under 12 inches. Unit: 110.4 110.4 108.7 
Fan, propeller type, 24-30 in. wheel diameter, direct connected. Unit: each 143.6 143.6 135.0 


Drill, production line, '/4 in. Unit: each = Kisii 112.0 112.0 112.0 
Drill, production line, /2 in. Unit: each ....... 107.0 107.0 105.6 
Saw, production line, 6-8 in. Unit: each ..............-.... poet die ; 103.7 103.7 103.7 
Pliers, 6-in., long nose. Unit: each ; esas ila 164.1 164.1 150.0 


Lamp, 60-watt, 110, 115, 120 or 125 volts. Inside frosted. Unit: each .... : 136.9 136.9 117.9 


Distribution Transformer, 15 kva. Unit: each ee ee 130.5 130.5 121.3 
Distribution Transformer, 45-50 kva. Unit: each Sr ed ma 125.5 125.5 116.5 
Dry Type Transformer, 15 kva. Unit: each a ne ee 122.8 122.8 121.8 


Dry Cell Battery, flashlight, type D. Unit: oe ee ee 149.3 149.3 124.4 
Dry Cell Battery, portable radio "B" pack 67!/2 volts. Unit: each rape 115.1 115.1 104.4 
Dry Cell Battery, general purpose, No. 6 type I!/2 volts. Unit: each .... 140.1 140.1 124.9 


Voltmeter, portable type, 3!/2-6!/2 inches. 0-300 volts. Unit: each .......... 154.3 154.3 133.6 
Ammeter, portable type, 4-6!/2 inches. Unit: each Bids. 120.9 120.9 124.4 
Watt-meter, for instrument transformer, 110-150 volts. Unit: each ....... ies 135.0 135.0 117.6 


Toaster, automatic, “pop-up. Unit: each .. ... PR Ee was 106.8 106.8 103.2 
Iron, under 4 pounds. Unit: each ni 108.2 108.2 102.7 


Cooking range, standard size. Unit: each cove inh oe 105.1 105.1 100.7 
Washing Machine, non-automatic, wringer type. Unit: et ee 107.1 107.1 106.6 
Washing Machine, automatic. Unit: each i 104.1 104.1 105.4 
lroner, table model. Unit: each Lekeunias 115.6 115.6 118.7 
lroner, portable model. Unit: each Siting 100.5 100.5 100.4 
Vacuum Cleaner, upright. Unit: each abt 107.1 107.1 104.8 
Vacuum Cleaner, tank. Unit: each 108.9 110.5 109.9 
Refrigerator, capacity 7.4-9.4 cubic feet and over. Unit: each 106.1 106.1 105.2 
Home Freezer Chest, 8-12.4 cubic feet. Unit: each + eae 108.6 108.6 109.7 
Water Heater, 52 gallon storage tank, 230 volt a.c. Unit: eech ner 107.2 112.2 113.8 


Radio, table model. Unit: each - , 88.2 88.2 96.9 
Radio, console model, radio-phonograph combination. Unit: each ... aan 97.8 97.8 94.6 
Radio, portable model. Unit: each if chien een Pe 93.0 95.4 95.0 
Television, console model. Unit: s ; 73.6 73.6 75.2 
Radio-television-phonograph combination. Unit: each . 73.8 73.8 75.8 
Television, table model. Unit: each 76.5 75.7 


Source: Bureau of Labor Statistics 
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Cable Address ‘‘ADTRANS’”’ 


2950 N. WESTERN AVENUE, 
CHICAGO 18, ILLINOIS, U.S.A. 
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TIMES and TRENDS 





Electrical Wholesalers Need.... 


1. Better Definitions—Jobber, Broker, Whole- 
saler, Distributor—Is there a difference? It is un- 
likely that much can be accomplished in convinc- 
ing manufacturers that there is a difference unless 
the industry itself defines, understands and demon- 
strates what each of these operations offers in dis- 


tributing goods. 


2. Better Communication of their Functions— 


The most important sales job for wholesale dis- 
tributors is still to gain recognition for the important 
contribution they make in distributing products for 
industry. 


3. Sales Direction—It is becoming painfully 
obvious that the problems of distribution will not 
be solved by juggling marketing and merchandis- 
ing programs and organizations. The answers wil! 
be found in the scientific development of sales and 
distribution policies. The wholesale distributor con- 
tributes to the solution by demonstrating an intelli- 
gent and vigorous prosecution of modern methods 


of sales management. 


4. Better Products—The market that would buy 
anything at any price has been gone for some 
months. Distributors cannot defeat the problem of 
price selling and larger volume unless they can 
swing their efforts to selling quality at fair prices. 
New quality products designed to command a qual- 
ity price are as urgently needed as low-end modeis 
properly priced and presented as such. Wholesale 
distributors cannot continue to push minimum qual 


ity goods at maximum prices. 


5. Exchange of Ideas Within Wholesale Firms 
—In recent years, business firms have discovered 
that there is hidden gold in their own organizations. 
Solutions to problems, ideas for improving opera- 
tions, valuable training for future executives result 
when a company arranges conferences or discussions 


and encourages employe participation. 
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6. Training for Future Executives—The develop 
ment of potential executive management is just be- 
ginning to attract attention among wholesale firms. 
Wholesaling today is a complex and difficult busi 
ness. Its leaders require broad knowledge and spe 
cial training in order to cope with the problems 


Earlier and better training is essential. 


New Concept of Warehousing——Methods of 
receiving, handling, storing and shipping goods are 
inadequate today in view of the rapid strides made 
in developing both specialized and mass produc 
tion. Too many distribution dollars are leaking out 


through warehouse costs. 


8. Larger Part in National Programs—What 
better way is offered for distributors to demonstrate 
their ability and their importance to the electrical! 
industry than taking more leadership in industry 


wide campaigns. 


9. Eliminate Negative Selling—Too many sales 
reverses builds peddlers of gloom. Salesmen can 
sell better when they recognize the value of prod 
ucts. It is important that salesmen know their firm 


and its suppliers are backing them up 


10. A More Aggressive Attitude Toward Distri- 
bution Policies—Sound distributor policies among 
manufacturers are still a basic requirement in order 


for wholesalers to function efficiently and profitably 


Today, the entire distribution process is under fire 
from many sources because it has not kept pace with 
manufacturing achievement. We are confident that 
the techniques of distribution will develop to meet 


this challenge. 


ELECTRICAL WHOLESALING, in keeping with 
its pledge to aid the electrical wholesale distributor 
in every possible way, will address itself in more 
detail to the needs of the industry as outlined above 


in future issues 


a 


EDITOR 
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Anopheles Quadrimaculatus (“Annie”) 


Annie’s the female malaria mosquito. She 

bites. The male is harmless. Rather than 

strike a lady —ouch! —folks will buy G-E 

Yellow bulbs if your retailers display them 

big. And remember to point out that G-E 

Yellow bulbs don’t compete with regular 
\ bulb business. 


Malacosoma Disstria (or,”Hey, You!”) 
Despite the fancy moniker, he grew up 
in a tent, an ex-tent caterpillar moth. 
Didn’t like it. Wet, drafty. Prefers to 
hang around nice warm light bulbs (un- 
less they’re G-E Yellow bulbs). Be sure 
to push G-E Yellow bulbs in every call. 


Hydrosyche Bifida (alias, Caddisfly) 
Caddisflies include over 17 families. 
Mr. and Mrs. Hydrosyche like to come 
with all the little Hydrosyches to play 
around light bulbs. Rough on people's 
psyches. Rees them up by getting extra 
displays of General Electric Yellow bulbs 


in your accounts. 


BUGS MEAN 
BUSINESS: / 


Jiminy Crickets, 

it’s “Nemobius Fasciatus”! 
There’s nothing cheery about a cricket’s 
chirping around alight bulb. Still, swatting 
a Nemobius Fasciatus may seem unsport- 
ing. Try to get extra bi dis lays of Gen- 
eral Electric Yellow bulbs. at’s cricket. 
And profitable! 


4 months of extra business 
for you—with G-E Yellow bulbs 


Here’s one way to increase bulb volume during the next four 
months when people spend time outdoors on porches and in back- 
yards. Start promoting General Electric Yellow bulbs that don’t 
attract night flying bugs as regular bulbs do. 

No one likes getting stung, bitten and chewed by bugs that 
gather round regular light bulbs. So, once again this year, General 
Electric is promoting Yellow bulbs on television, with attention- 
getting magazine advertising and the colorful Yellow bulb 
display material. 


Agonoderus Lineola (“Beetlepuss”) 
The common ground beetle has uncommon 
ways. Putters around golf greens making 
little mounds to annoy putters. Mostly 
manages to be annoyin just by hanging 
around light bulbs! A sea Electric’s 
Yellow bulb promotion tees off June 3 on 


Let your dealers know that customers everywhere will be ask- 
Jane Froman’s TV Show. 


ing for those “G-E bulbs that help keep bugs away.” Get dealers 
to start planning their displays now. Most important, start selling 
today. You'll add important dollar volume 

to your summertime bulb sales. 


G-E PROMOTION STARTS JUNE 3 


Leafhopper (Draeculacephalia 
ollipes, for short) 
The name might fool you. He does bop, 
t 


JANE FROMAN 
but he also flies. And he loves the bri TV SHOW—JUNE 3 
lights . . . all except G-E Yellow b 
People are different. They go for General 
Electric Yellow bulbs in a way that means 
profits for you. 


FULL COLOR AD IN 
SATEVEPOST— JUNE 19 


GENERAL @@ ELECTRIC 
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GUEST EDITORIAL 





The Battle 
Of the Century 


By R. M. Johannesen 


President, National Assn. of Electrical Distributors 


The Battle of the Century is sales 
training, promotion and advertising 
versus the waste basket. 

A utility executive of the Midwest 
recently follows: “While 
major improvements have been made 
and 


wrote as 


in transporting, merchandising 
delivering appliances, the channel of 
from manager to 
retail salesmen does not appear to have 
improved in a manner consistent with 


information sales 


the need.” 
He cited this example: With 
permission of one of the larger elec- 


the 


trical dealers in his city, they opened 
the dealer's mail during a three-week 
period. They found he received over 
100 different items containing infor- 
mation of various types kinds. 
These did not include payments from 
customers or Customer correspondence 


and 


about appliances. It did not include 
invoices or other matters specifically 
related to this dealer's business. The 
dealer could not read these 400 pieces 
of mail; so, he went through the mate- 
rial daily—and pitched most of it into 
the wastebasket without even opening 
the envelopes! 

But in these 400 pieces of literature 
was a wealth of information that 
would help him expand his business 
and keep the manufacturers’ wheels 
turning. 

I think you will agree from your 
own experience that much of the sales 
training and sales promotion literature 
that comes your way goes exactly 
that dealer's went—into the 
waste basket. Of course, I am not 
attempting to deny that some of it 
belongs there, but there is much of 


where 
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value that could and should be used 


And as for trying to get enough of a 
retail sales clerk’s time to give him 
or her some personal sales training, 
that is a major undertaking, despite 
the obvious need for such a program 

Now if we can agree that this need 
for effective communication is great 
and that we should try to salvage some 
of the material that goes into the waste 
basket, just what can we do about it? 

Perhaps we need a program com 
parable to the training within industry 
program that was so effective during 
World War II in capsulizing informa- 
tion. Certainly the factory sales repre- 
sentative should know the complete 
story on his product, and probably the 
distributor's know 
almost as much. But as to the dealer, 


salesman should 
and more particularly the dealer's sales 
clerks, | think we need to train them 
briefly and quickly, using the principle 
of selling words and selling sentences, 
rather than a complete product story 
We need to put this idea over with 
more pictures and cartoons—and less 
words. 

In the electric housewares end of 
the business I’ve noticed some progress 
along this line in recent months, par- 
ticularly in the use of display cartons 
and cards that tell a brief sales story 
while displaying the product. This 
helps the customer as well as the sales 
person and is a big step in the right 
direction. 

If we can find ways to make this 
sales training and promotional mate- 
rial both readable as well as 
more usable, we may yet win that 
battle with the waste basket. The very 


more 


least we can accomplish is to make 
our training of new people easier and 
quicker and less expensive, which can 
be very important if the high turn 
over of sales personnel keeps going 
along as it is now 

And now, a few words about adver 
tising. Many people believe that the 
quality and effectiveness of advertising 
has been degenerating steadily, due 
to misrepresentations and half truths 


it will be 


considered heresy to say this, inasmuch 


and wild claims. I suppose 


as I live in the middle of the great 
cigarette manufacturing industry, but 
I consider the cigarette advertising a 
good example of what I’m driving at 
Even the kids make fun of it, so much 


of it must be into our mental 


basket I 


announcer 


going 


waste heard boy mimic a 


radio recently as follows 


It's absolutely the mildest cigarette 


you can smoke—no tobacco! 
there are a pile of ciga 


think like 


I don't care what they 


Of course, 
rettes sold, so maybe they 
the politician 
say about me just as long as they say 
something 

Retail 
has been so bad 
lack of confidence in deal 
That is probably 


advertising in many places 


that it has caused a 
noticeable 
ers by the public 
why Better Business Bureaus are be- 
coming increasingly popular, even in 
smaller Greensboro is now in 
the process of trying to get one started 

Here is a definite challenge to our 
advertising departments and agencies 


Let’s regain and hold public confidence 


Cities 


in our advertising claims, and in so 
doing we will help the entire industry 
and particularly our dealers 





THE SAME WIRE? 


IN LOOKS, YES. 
IN PERFORMANCE, NO. 
















































































Feel the slicker finish on AnacondA TW — the easiest 
fishing wire today. It costs not a penny extra. 


Most building wire may look alike . . . but there can be a whale 
of a difference in the way two wires handle. 

Here’s why we suggest you give ANACONDA Type TW a try: 

It has a new “slipper” compound—applied just before packaging. 
It’s smoother. You can fish this wire faster. You don’t need pulling 
compounds. And no matter how long the wire has been around, 
the “slipper” doesn’t lose its slickness. It won't harm insulation. 
AnaconDA Type TW is the answer to many tough rewiring jobs. 
With its new slick finish, it fishes more easily through 

rusty, partially clogged conduits. 

A sample will convince you. Ask your Anaconda Sales Office 

or distributor. Anaconda Wire & Cable Company, 

25 Broadway, New York 4, N. Y. 54450 


the right cable for the job 


WIRE AND CABLE 
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“Here’s why | buy my 


Parts are fully interchangeable for greater adapt- 
ability, faster delivery, easier installation and 
lower costs. Anaconda supplies both gasket and 
solder-sealed types . . . your stock problem is sim- 
plified, too! 


F-3 has higher tensile strength, lower creep rate, 
greater bursting strength, and higher resistance 
to bending fatigue and vibration. Specify F-3 
Lead Sleeve and be sure. —»nee. v. 5. Pat, om 64347 
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| buy my cable— at ANACONDA! 


“It simplifies ordering. It concentrates responsibility. 

It speeds up shipments. 

“And it assures me of cable accessories that are designed, engineered, 
made and tested by power-cable specialists.” 

Yes, it will pay you to check your needs against Anaconda’s 
complete line, including: 


Your cable-installation crews have everything they need for a specific 
joint. All the materials you need are always on the spot—never forgot- 
ten . . . never left behind—assures neat, lasting job. 


Write for free Cable Accessories Catalog to Anaconda 
Wire & Cable Company, 25 Broadway, New York 4, N.Y. 


where cable accessories are made by cable experts 





THE NEW 
CUTLER-HAMMER 
UNIT BREAKER 


Modern Low-Cost Circuit Protection 


The new Cutler-Hammer Unit Breaker—the Unit System 
Circuit Protector—has everything you want—low price, top 
convenience in stocking, in selecting proper circuit breaker 
capacities for a specific home or other buildings, rapid, easy 
installation and wall-switch snap-on, to restore service. 
The Cutler-Hammer Unit Breaker is 3 simple components. 
The case with bus bar assembly. The individual circuit 
breaker in 15, 20, 30, 40 and 50 amp. capacities that the con- 
tractor just picks out and pushes in. And the cover for flush 
or surface mounting. 6 case sizes handle any circuit com- 
bination from 1 to 32 circuits. There are many other features 
too—plus genuine Cutler-Hammer quality at new low prices. 
See this new Unit System Circuit Protector. Get the whole 
story including the new pocket size Handilog and selector 
charts. Don’t delay. Cash in. Contractors, see your authorized 
Cutler-Hammer distributor today. CUTLER-HAMMER, 
Inc., 1327 W. St. Paul Avenue, Milwaukee 1, Wisconsin. 


ae 


CUTLER-HAMMER 


UNIT BREAKER = 


Basically 3 Components 
The C-H Unit Breaker consists of case, 
individual circuit breakers, and cover. 
Easy to assemble, and install. 


; 
soos 


6 Cases—32 Circuits 
Only 6 case sizes handle all needs to 
32 circuits. Also raintight and special 
types available. 


= 


Rock Bottom Prices 
Plus These Features 
Ambient compensated. No pre-tripping 
in hot climates. Thermal magnetic pro- 
tection against heavy overloads and 
shorts. Compact, rugged, lasting, de- 
pendable. Quick make and break for 
long contact life. Famous C-H Quolity. 
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ELECTRICAL 


WHOLESALING 


Your Profile in Print 


ELECTRICAL WHOLESALING presents the findings of a nationwide 


survey that paints a clear picture of the typical electrical wholesaler's 


salesman. Here is an opportunity for you to find out first hand just how 


closely you stack up against this statistical portrait of your prototype 


OR the first time in the history of the elec- 
trical industry there is available right now a 
composite picture of the man on whose shoul- 

ders rests the future prosperity of this industry— 
the electrical wholesaler’s salesman 

Previous to this time, the picture of the average 

distributor has been 
based, not on fact, but on fancy and conjecture 
With 
life size and in clear focus. 

For the vital information it 

following pages, ELECTRICAL WHOLESALING has 
gone right to the source—to the distributor sales- 


salesman a hazy one and 


this issue, the picture is now complete, 


presents on the 


man himself. An exclusive survey was conducted 
on a national scale throughout the entire industry 
in which we asked salesmen to give valuable in- 
formation on their business and personal life 
From this original mailing, 18.4 per cent of the 
salesmen queried returned the completed survey 
questionnaire. This profile of the typical electrical 
wholesaler’s salesman has been sketched from 
these returns. 

As a salesman, you will no doubt be extremely 
interested to’see just how closely you stack up— 
both in your business and personal life—with the 
average electrical wholesaler’s salesman described 
here. 

As a distributor sales manager, you will be 
anxious to find out how the salesmen in your or- 
ganization line up with the findings of this report, 
especially with respect to their business habits. 

As a manufacturer, this is your first opportunity 
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to really size up and inspect this man who gets 
the bulk of your products from your assembly lines 
and into circulation 

There's information in this profile of value to 
everyone in the electrical industry because who, 
more than anyone else, plays such an important 
part in its growth and development? As was 
brought out forcefully in this survey, no one group 
wide 
That's 


revealing profile worthy of the whole industry's 


reaches more people in the cross section 


of the electrical industry why its a 
scrutiny 
We have found out for the first time such per 
tinent data as 
How this salesman is paid 
What is the range of his salary 
How 
How long he has been a salesman 
How 
How 
How 


ness. 


he feels about his present pay setup 
old he is 

he feels about business prospects 
many miles he travels a month on busi- 


Approximately how many calls he makes in 
the average sales day 

The answers to these questions and the pres- 
entation of many more interesting facts and fig- 
ures never before published serve to point up 
the one basic fact that the electrical wholesalers 
salesman is a man who can be relied upon to carry 
out to the best of his ability any responsibility 
given to him by his industry, his company or his 


community 


Statistical portrait starts on next page 


65 





Some Basic Facts on the Typical 


He has been in the electrical wholesaling business 


He has been a salesman in 
the electrical wholesaling business 


Since entering the electrical wholesaling 
business he has worked for 


He has been working at his present job 


He achieved his present position by 


His selling experience has been confined 


He is paid 


He feels this way about his present compensation setup: 


His earnings last year were in this range: 


The radius of his territory is 


He travels approximately these many 
miles per month on business: 


Compared to last year he is 


He makes approximately these many 
calls in the average sales day: 


He has a total of 


He feels this way about business prospects for this year: 


He feels this way about holding 
an executive position behind a desk: 





12.8 years 


9.5 years 


1.6 companies 


8.1 years 


coming up through the ranks 
(70.8% did) 


solely to electrical wholesaling 
(for the majority: 52.4° 


salary plus commission 
(48.4°, receive salary plus commis- 
sion; 26.8° 
22.8%, salary: 2.0 


straight commission: 


Cc ther) 


satisfied 
(71.0% are) 


$4,000-$6,999 

(2.85%, earned $2,500-$3,999; 47.6%, 
$4 000 -$6.999: 34.9%. $7.000- 
$9,999; 14.7%, over $10,000) 


97.5 miles 


(range: 5 miles - 500 mi 


1,716 miles 


travelling same or less this year 


8.1 calls 
(range: 3 calls - 12 cal 


92.4 accounts 

(they include 27.3 contractors, 25.7 
industrials, 22.4 dealers, | 1.1 com- 
mercials, 2.8 institutions, 3.1 munici 
palities, utilities, REA co-ops) 


optimistic 
(63.3% see an increase; 29.9%, a 
decrease; 6.8°/,, no change} 


wouldn't want it 
(59.1% feel that way) 
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Electrical Wholesaler's Salesman 


He prefers 


His age is 
He is 


He has 


His formal education includes having attended 


He served his country in 


He owns his 


The approximate value of his home is in this range: 


The size of the electrical service in his home is 


He owns 


The car he owns is a 


He smokes 


Despite the lung cancer-cigarette smoking controversy he 


When it comes to clubs and group activities he is 
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active sales work 
(80.5°% do} 


39.7 years 


married 
(97.2% are 


two children 


high school 
(95.8% attended high : 


\ 


attended college 


World War II 
(59.1% did 


own home 
(79.9%. de 


$10,000-$ 14,999 

(9.3! ywn homes worth $5,000 
$9,999; 51.8%, $10,000 - $14,999; 
22.1%, $15,000 - $19,999; 9.3%, 
$20,000 - $24,999: 2.5%, $25,000 
$29,999; 2.5%, $30,000 - $34,999 
over $35,000, 2.5° 


60 amps. 

(40.3% have 60-amp. service; 37.8%, 
have |00-amp. service; two have 200 
amp. service) 


one car 
(87.7%, do] 


1952 model 


cigarettes 
(74. x? do—an average of ? pack: 
a day) 


hasn't cut down his smoking 

(only 21.7%, have) 

a joiner 

(48.3% belong to fraternal orders; 
28.2% to church clubs; 25.6% to 
civic organizations; 22.1%, to veter 


ans’ organizations; 20.89% to profes- 


sional societies; 12.1°%/, to golf clubs; 
9.4% to country clubs; 11.4% to 
alumni associations; 4.8%, to political 
clubs; 14.8°% to others) 





Cultivating 
experience 


Ir., in 


the 


It means “getting in 
c estimator, 
electrical 


Harrison-Wright 


ntractor’s 
and 


offices 


on the ground floor” 
Jack Baer offers his 


job in 
engineer James Hunter, 


Co troubleshoots 


advice to 
of 


advance from plans, give answers t 
come up later, saves time, work Hunter 
Baer ful, says Baer’s help, service make price seem 


problems to 
headache 


grate- 


unimportant 


ontract 


it means “shirtsleeve teamwork” 
Background buildup to getting in on the ground floor is com 


piling the materials requirement 


list for 
r and hi 


them with inside man New 
presentation to the 
estimator. Baer 


Baer smooths out trouble 
checks 


who drafts 
usual items that take time t 


id 


gets plans early, 
68 


list 
dozens of un- 


not a take-off 
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Jack Baer 


Just What Is 
Old-Fashioned Selling? 


mon sense, earn-the-order at- 


MIND on se MORE than a com- 


to guide your sales 


old-fashioned 


titude 
efforts” — that’s 
selling means to Jack Baer, contractor 
sales specialist for Mill-Power Supply 
Co., Charlotte, N.C., and a veteran of 
i4 years in the electrical wholesaling 


what 


trade. 

In his early years on the road, Baer 
fashioned his own old-fashioned selling 
system. He educated himself, sold him- 
self, made his own decisions and 
gained or lost by them. “You didn't 
pick up the phone and ask the boss 
I or shouldn't I?’ in those 
days,” he declares. “It 
wagon. If you couldn't pull it, 
was too bad .. . Talk about separating 
There were no 


Should 
your red 
that 


was 


men from the boys? 
restrictions on what he could or should 
do for the customer, so he made his 
wn ground rules. 

selling 


Here's Baer’s kind of 


works today. Through a customer lead, 


how 


a bulletin from the Associated Gen- 
eral Contractors’ exchange, or a Dodge 
Report, the “Dean 
men learns of a new construction job 
He calls on contractor 
customer to get the plans and specs 
If the contractor hasn’t yet received 
them, Baer orders a set from the AGC 
to avoid delay in ordering standard 
materials plus unusual items his cus- 
tomer will need. 

Back at Mill-Power Supply's office, 
he teams with Newk Montgomery to 
thorough- 


of Charlotte sales- 


his electrical 


prepare a general—but 
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materials requirement list. This is not 
a take-off complete with discounts and 
other detailed information. It’s pri- 
marily an estimating guide—a safe- 
guard against unforseen troubles and 
delay. Here’s where Baer begins to 
earn his order, catching a 
dozen or more special items which 
must be advance. Other 


sxroblems crop up as the list is com- 
f 


usually 
ordered in 


piled from the plans; Baer has the 
answers. Perhaps some of the items 
can't they must be put 
together. Such trouble spots are ironed 


When the list 


and the facts are presented, Baer is 


be ordered; 
out well in advance 
“in on the ground floor 


usually 


Though he specializes in selling 


contractors, the “Dean” is sure that 
his methods can be applied as effec- 
tively to selling dealers and industrials 
“There's a lot of talk 
back to old-fashioned 
days,” he says. 


fast 


about getting 


selling these 
Everyone's looking for 
a hard book of 


there is none. You can’t print a state 


and rules—but 


of mind, but you can improve it to 


the point where you put yourself in 


——— About Jack Baer 


1914—Began riding the rattlers out 
ef Baltimore for Southern Electric 
Supply, carrying a cardboard suit- 
case and a will to meet and sell 
electrical contractors in the Caro- 
linas and Georgia. 

1921—Joined Carolina States Elec- 
tric Co. 

1931—Came to Mill-Power Supply 
—his third employer in 44 years. 


your Customers place and start earn 


ing the order instead of 
take it. You 


mind by knowing 


waiting to 


can reach this state of 


what not to do 
My three rules are 

e “Don’t stop learning. In this 
trade something new comes up every 


lay. Today thet » fentte-deown 
aay oday there is more finely-drawn 
factory information and field aid avail 
You ll find that 


glad to tell 


able than ever before 
customers are you what 
they know if you keep an open mind 
And don’t be afraid to pass back some 
of that know-how when you're earning 
builds confidence 


your orders. It 


nda gives 


you and your company 


a mame tor honesty 

e “Don’t always cultivate only 
the man who buys. There are other 
ways to get 


in on the ground floor. In 


doing business with contractors 
ample, you have to get in with t 
who do the estimatins 
takes time. But if you 
much as they do and 
freely, they save time, 
ble and they'll trust you 

e “Don’t avoid the finance and 
credit angles of selling. I know som« 
n salesmen knowing 


But if 


companies frown 
credit Standings a customer sud 
gets cut oft, the salesman stands 


Get 


denly 


worried about cus 


in a bad light 


tomers credit and 


finance. There's ni 


more genuine way to sell yourself 


your company S service 
Above all, remember that 
fashioned selling basically means earn 


ing—not taking—the order 





The Case for 
Realistic Market Research 


If we don't inject a lot of courageous realism into our marketing research soon, 
our present distribution system will find its profits leaking out beyond retrieval 


OURAGEOUS forward-look- 


ing realists recognize Certain Crit- 
and 


and 


ical increasingly hazardous 
factors in the marketing of high unit 
value consumer goods today, such as 
automobiles, television, major appli- 
ances and air conditioners 

1940, 


point” in most of these manufacturing 


Prior to the “break-even 
operations was about 65 per cent of 
capacity. Today, with the high-cost 
plant expansion, wage rate inflation 
and increasing tax burden which took 
place throughout the past 12 years, 
the break-even point is nearer to 85 
per cent of normal capacity operation 
Therefore, even a 10 per cent reces- 
sion from high-level operation is 
serious, and the manufacturer puts all 
kinds of pressure on his distributors 
and dealers to accept quotas and allo- 
cations which will assure continued 
high level operations 
e Road to Ruin- 
ance of quotas and allocations, in ex- 
cess of the ability of the market to 


absorb them currently at normal prices 


Forc ed accept- 


and through normal channels, leads to 
such destructive practices as diverting 
so-called “new cars” through “second- 
hand” car lots (many not even licensed 
to sell “new” cars) where the buyer 
himself without 


finds warranty 


tection and often stuck with a trouble- 


pro- 
some car. Television and appliances 
are transshipped, or moved through 
“discount” houses, purchasing depart- 
ments or employee stores of public 


A previous article by Mr. Nichois en- 
titled “An Adequate Gross Margin” ap- 


peared on pages 35-37 of the March issue 


70 


By Louis M. Nichols 


| 


utilities, and large industrials, or 


through large merchandisers by in 
lated trade-in allowances, and _profit- 
less key dealer “special” deals. 
During the Korean crisis when alloy 
sheet steels, aluminum and copper were 
under restrictions and in short supply 
for civilian consumer products, the 
manufacturers naturally chose to put 
the 


these materials into 


higher priced models in their lines. As 


scarce faw 
long as demand was in excess of sup 
ply and consumers were able and will- 
ing to buy this abnormally high pro- 
portion of these high priced models 
which were being produced, the situ- 
ation was not serious for distributors 
and dealers. But when the burden of 
taxes, high cost of living and actual 
of prospective unemployment made 
the consumers price conscious and they 
sensed the existence of swollen inven- 
overproduction and possible 
“bargains,” the situation 


tories, 
liquidation 
changed rapidly. 

e Too Late— The 
ever, was not quickly or willingly 


change, how- 
recognized by most manufacturers, and 
the shift in their production schedules 
away from the over-priced models 
(below their top price bracket which 
was still selling to those always willing 
to buy in that class) was not made 
in time to avoid serious over-produc- 
tion in relation to demand. Low priced 
models were “stripped,” unattractive 
and produced in very limited quanti- 
ties except when pushed out in a run 
to keep the factory busy in the latter 
part of 1953. Either there was no 
realistic current marketing research or 


it was disregarded 
The 
mitments for 


excuses given were that com- 


compone nt parts were 


outstanding for these models and the 
scheduled production for the year 
But 


even the early 1954 production sched- 


therefore had to be completed 


ules were not adjusted to the shift in 
demand. Overpriced models (automo- 
biles, for instance) were loaded with 
overpriced extras, and dealers were ex- 
pected to sell them so equipped. In 
major appliances the prices were out 
of relation to the features offered 

e Pressure Play — When it devel- 
oped that the production had not been 
in accord with the demand, the late 
1953 overproduction was forced upon 
distributors and dealers, who had to 
take quantities of models that were 
not moving well in order to get in- 
adequate models that 
were in good demand. When in some 
cases banks would not renew marginal 
inventory loans in full, distributors and 


quantities of 


dealers were forced to liquidate over- 
priced overstock models in order to 
meet their current payables, including 
payroll 

Production the first 
half of 1954, in many cases, have not 


schedules for 


yet been adjusted to a realistic basis, 
and some distributors and dealers are 
choosing to surrender the franchise 
and go out of business rather than to 
see their net worth, built up by years 
of hard work, be dissipated by con- 
tinued liquidations and possible deficit 
operation. If they were reassured that 
future production would be based on 


realistic, unbiased and effective current 
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market analysis, after consultation with 
representative distributors and dealers, 
their attitude toward the future might 
change to courageous cooperation. 

e The Pitfalls—For marketing re- 
search to be realistic, unbiased and 
effective, certain fallacious approaches 
or policies must be avoided: 

e It must be current, not out-dated 

conditions change rapidly 

e It must not depend wholly on 
sources that may be biased, such as an 
advertising agency. This also raises the 
question of whether marketing re- 
search should be under a marketing 
manager—or should be a general exe- 
cutive staff job. It should not depend 
upon salesmen’s reports because their 
view of future markets is limited and 
colored by personal reflections. 

e It should not be based largely on 
past sales records which do not reflect 
potentials, nor changes in demand, nor 
new markets 

No marketing research is realistic 
unless the researchers or field survey 
nen come into intimate contact with 
sellers, purchasers, and users—that is, 
with wholesale distributors, 
and their customers, since markets are 
only people. 

In any approach to effective market 
ing research, a manufacturer must 


dealers, 


e Define the marketing problems 
of his business 

e Assemble the 
market, present 


facts as to size of 


and potential, and 
channels to use in reaching it 

e Interpret and present the facts 
and put them to use in such a way 
as to be profitable to him, his distribu 
tors and dealers; otherwise the dis- 
tribution structure will not be cooper 
ative, enthusiastic or effective 

Rigid quantitative statistical surveys, 
particularly if used merely for the im- 
inflated 


quotas, can be damaging to the morale 


position of and unrealistic 
of the manufacturer's sales representa- 
tives, his distributors and dealers 
e Important Answers—Comprehen- 
sive marketing reasearch must answer 
the following questions as to the manu- 
facturer’s product for which the for 
ward planning is being done 

1. What is the 


Consumers 


present market? 


(individuals); users (in- 
fabricators 
(making it a part of their product) 

2. What is the near-future market 
—quantitatively—and how can it be 
created and expanded? (For example, 
year-’round home air conditioning, in- 
cluding heat pumps, versus present 


dustrials, utilities, etc. ); 


unit summer air conditioning ) 
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3. What is the manufacturer's pre 
sent share of the market for this prod 
uct? Is this in line with his share of 
other products; if not, why? How fast 
can he increase his share without pro 
voking protective price cutting and 
inadequate gross margin by competi 
tors? 

1. If his share is inadequate, is it 
because he is not giving the ultimate 
buyer what he wants? (Witness the 
Model T, 


chain 


and the hard white table 


restaurants, the belt driven re 
frigerator and washing machines ) 

5. Are the price brackets right and 
competitive in relation to the features 


of the various models? ( Witness the 


debacle in the higher-priced models 


middle bracket of television 


and refrigerators recently ) 


in the 


6. What is the seasonal pattern of 


sale at different levels—manufacturer, 


wholesaler and retailer; how can this 


be leveled off and shifted, to avoid 


conflicting peaks as to sales promo 


tion and to allow an economical pro 


duction schedule? 


Through what channels does the 
Z 


product presently move; can more 


logical channels be cultivated by con 
sideration of related products or serv 
ice in other fields? (For example, floor 


polishers with wax; electric water 


heaters and electric ranges with low 


electric current rates; water heaters 
} 


dishwashers garbage disposers anda 


automatic washers with plumbing 
materials; tungar rectifiers with aut 
motive garage equipment; flashlights 
and electric tools with hardware: ele« 
jewelry, etc 


field ror sale 


tric clocks with 
Pe) Is the 
ot a 


the high income 


principal 
necessarily in 
( Look at he 


renement 


high-priced unit 
group 
television antennas in the 
districts along the railroad tracks, of 
the Lincolns in Harlem, bought jointly 
by four young factory workers. ) 

9. How far can the multiple units 
per home be economically 


clocks, clock 


game room refrigerators, supplemen 


pushed? 


( Electric radios, radios 
tary heating and cooling units, etc. ) 
10. What 


of the product? How much can this 


is the normal life in use 


be shortened by 
proved models, without creating an 


trade-in” on im 


uneconomic situation on repeated re 


sales of “trade-ins”? 

11. Are too many models, styles and 
colors being produced to allow econ 
omical production runs; or are they 
sO numerous as to make the distribu 
dealers’ buying choice im 


tors’ and 


possibly difficult, resulting in over 


inflated inventories and _ liquidation 


losses on slow movers and “duds 


12. How 


can be 


much additional volume 


gained by how much price 


cost and mat 


keting expense per unit be correspond 


reduction, and can the 


ingly reduced? Are the packaged 


quantities right for distributors and 


dealers, and quantity price differen 
tials justifiable and not so wide as to 
nduce chiseling? 


14. Are 


servicing facilities such 


the quality, warranty and 


as to produce 


consumer and user satisfaction; or d« 


they, in not being so, largely nullify 
expensive prestige advertising? 
All these 


marketing research on 


e Broad and Deep vital 


questions in 


line of produc an be answered with 


reliability and finality only by broad 
field surveys, not only with and 
through a thoroughly representative 
listribution 


geographically and 


of wholesale 
by 
bing deeper into the 
tri kitchens and 


ing rooms and electrical 


he consumers homes 


ro be 


ns of typical us 


ction models need 


of continu 


ous OT r10n nm col llars 


ind hot 
kitches clothes in 
washers, radio and television with the 
voltage and 


like ly tm be 


this should be done 


types of over-and und 
neighborhood interference 
encountered All o 
prejudiced wit 

and dealers 


manufacturers 


ipie reat 
e Stuff Price—G 


r Carly ind 


ns Of 


successive new models 


otf radio, television, automatic washers 


think of the cos 


such, in 


nd dishwashers and 

retrieval, or attempts at 
serious “epidemi lefects. In most 
these liscovered I 


cases were 


even worse, not geously ack 


nowledged and ied, in time 
ite for tne 
me wast 
listriputor 
ompe nsated for 


unde I 


irayvecoous in 


unbiased n ting research, much of 


such damaging waste in marketing ¢ 


pense should be 1vé ided 


will find 


ructure 


beyond retrie\ 





wor ovER FOR A 


TEX 


arn 
a) 


CHECK UP 


SALESMAN CLARENCE CROW, of Electrica! Supply 
long enough tc 


Corp., Dallas, stops his car 


ties > 


aes 


look alertness is one 


over a potential time switch market 
reason why 


r 


This kind 


his 


firm 


Selling Lots of Time Switches 


By George Ganzenmuller 


HEN it comes to selling time 
switches—or many other prod- 
ucts, for that matter—Electrical 
Supply Corp., of Dallas, Texas, has few 
1952, 


manufac turer s 


this firm moved more 
line of time 
distributor in 


peers. In 
ot 
switches than any other 


one 


the country 

The bonus check received that year 
by Electrical Supply Corp. offers fur- 
ther proof of its time switch selling 
pre-eminence. This bonus—a 4-digit 
one—was four times greater than the 
amount received by the manufacturer's 
No 
states 
every year for the past five years. 
Market — What makes 
record possible? A number of factors. 
For one, Electrical Supply Corp. is 
-a dynamic, 


2 distributor in five southwestern 
And the bonuses have increased 


e The this 


headquartered in Dallas 
It is already 
the South- 


modern, fast-growing city 
the distribution center of 
west and is now rapidly industrializing. 
As such, Dallas is the focal point of a 
receptive, ready market for the auto- 
matic control idea 

Methods — But 


switch 


im- 
portant as market 


are the methods employed by 


e The just. as 
the time 


itself 
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Electrical Supply Corp. in selling it. 
These include: 

e Making certain, in the first place, 
that the salesmen can sell the line. If 
the salesmen like the products, it’s 
Electrical Supply Corp.’s cue to take 
them on. 
time switch line 


That was the case with the 


e Supporting the salesmen with 
enough catalog and direct mail sales 
helps. Electrical Supply Corp.'s series 
of pocket-sized catalogs, printed on its 
own -offset press, are sought by com- 
petitors as well as customers. 

e Providing enough of an incentive 
that a salesman will give a product 
plenty of attention. The company 
generally has a “spiff’ going on all 
the time. During one 60-day period 
when a spiff was put on time switches, 
one salesman extra $369; 
another, $287; a third, $84; and the 
of substantial 


amounts 


earned an 


rest them received 


e Maintaining a large enough in- 
ventory of time switches to meet any 
and all needs from warehouse stocks. 

These methods make possible the 
job. 
676 


doing of a more creative selling 
Take, for example, the selling of 


refrigerator defrosting controls one 
morning by an Electrical Supply Corp 
salesman and the manufacturer's agent 
Such the prime 


movers behind market development 


methods also are 


activities. An example of this is the 
pioneering by the firm’s salesmen of 
a new market—the soft drink vending 
machine—for the refrigerator defrost- 
ing control. 

e The Mfr’s. Agent 


another big factor in this distributor's 


- There is still 


time switch selling success. It is Jack 
McAdams, of the Geo. E. Anderson 
Co., southwestern sales agent for the 
Paragon Electric Co. He instructed 
the firm’s salesmen about the line in 
their sales meetings and teamed up 
with them in the field 

Cliff Robinson, president of 
Electrical Supply Corp., says, “A 
factory man like Jack McAdams can 
We don’t 
want anybody to try to run our busi- 
a helpful 


VICE 
top 


crank up his distributors 


ness, but we don’t mind 
push in the right direction 

For a picture presentation of some 
more aspects of this distributing firm’s 
time switch selling operation, see the 


two following pages 
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To Electrical Contractors 


Electrical Supply Corp. salesman Clarence Crow (left 
presents the advantages of the latest model in hi 
company’s line of time switches to George Walker 
of Dallas Electric Co. Walker's firm, a good-sized 
electrical contracting operation, installs 40-50 time 
switches a year, mostly for controlling lighting for 
store windows and outdoor advertising signs. Although 
he sells a full line of electrical supplies, Crow man 
ages to give some special attention to time switches 
He recognizes the potential market that exists for 
them and spends time developing it 


qro Air Conditioning Contractors 


T co | 
1om Lain, Sale manag 


points ut the feature 
trolling air conditionir 
of J e H ippe Inc 
Jack McAdams, a 

wm Co... uthwestern 
manutacturer 

ale and service 
tems—a big bu 
averages 84°F 
concern, Joe Hoppe 
and commercial! 
that latter firm 
defrosting switche 


idea of selling ther 


To Soft Drink Bottlersp 


Operation of a beverag ler time switch is ex 
plained by Tom Cain to A. B. Green, head vending 
machine serviceman at a Coca-Cola bottling plant in 
Dallas. Originally, there was no defrosting contr 
specifically made for such vending machines. But 
Electrical Supply Corp. salesmen, nevertheless, went 
yut and sold the home refrigerator-type unit to ven- 
dors, who then broke down the switch and made it 
a part f the machine's electrical system. In ar 
attempt to capitalize on this market, Cain made 
presentation to a group of Dr Pepper plant managers 
They were so completely sold on the idea that 
unfortunately for Cain——they decided to have controls 
incorporated in machines during construction. But 
Cain’s big pitch did produce quite a few sales of 
witches for older Dr. Pepper machine 


qro Electrical Dealers 


R. R. Smith, Electrical Supply Cory alesmar and 
agent Jack McAdan am uf Lee Woodhan 
center manager tT th uSé lepartment T 
A. Harris &G Co., a lead ry Dalle lepartment store 
n handling 1 Jer r d t J r Wood 
{ , 


nam starte« 


Continued 
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Selling Lots of Time Switches (cont.) 





It Takes Continual Display and Demonstration 





~ PARAGON 


QUALITY TIME SWITCHES 


"s 


eee = “os ™ 
{ . * 
* — 











At the Sales Counter 


J. B. Mason (left), of Frauman Electric Co., came to Elec- then took him over to a time 
trical Supply Corp. to buy a time switch for a store window the sales counter. There he gave Masi 
lighting display. Counterman Paul Benat sold him one and. . the other models in his firm line 


oard near 
ri indow n n 


witche 


In the Field 


Team of R. R. Smith (left 


se 
de 
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and Jack McAdams demonstrates instructed sales people individually. Here, Smith 
lling points of refrigerator defrosting contro! to houseware wiches in 
pt. sales personnel of A. Harris G Co. They also 


sand 
a short course on how to sell an electric trivet 


which Electrical Supply Corp. also distribute to dealer 
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*% “SHOW-HOUSE?’” features 0) 977754 


in the May Ist issue of 


lnspiration-Lighting 
by MOEZz4z 


THE FIRST AND ONLY LIGHTING LINE 

TO BE FEATURED IN A FULL COLOR 

DOUBLE PAGE SPREAD IN THE POST 
“SHOW-HOUSE”" 








“SHOW-HOUSE;’ the authoritative home plan- 
ning section of the Saturday Evening Post will 
‘feature and recommend Inspiration-Lighting by 
Moe Light in a double page, full color spread in 
its May Ist edition. 


Send the coupon for “Your Home and 
Inspiration-Lighting”’...c 52 page book 
lavishly illustrated in full color. Technical 
data, specifications, suggested solutions, 
pictures of the whole line, beautiful room 
settings...everything to help you sell 
is included in this powerful selling tool. 


ON, 


MO ‘MOE LIGHT, Fort Atkinson, Wis 
(DIVISION OF THOMAS INDUSTRIES INC.) 
Plants at Fort Atkinson and Sheb Wisconsi 
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Inside and Out... 
it's MOE LIGHT 


These ore examples of interior 
ona exterior Inspiration 
Lighting” as featured in the 
“Show-House” ad. 


Hundreds...even thousands of your prospects 
will read this ad—many will send for the “Show- 
House” plans. Each plan specifies /nspiration- 
Lighting by Moe Light exclusively. 

No other advertisement exceeds the readership 
of the “Show-House” ads among the 10,105,793 
Post readers. This is your golden opportunity to 
profit by a really outstanding lighting promotion! 


*(e combination of g 1, localized end eccent lighting) 








MOE LIGHT, Dept. et-s 
Fort Atkinson, Wisconsin 


I am enclosing $1.90 for yovr new book “Your 
Home and Inspiration-Lighting.”’ If I am not com- 
pletely satisfied, I can return it to Moe Light 
within 10 days and receive a full refund. 

Name 

Address 


City 





HOW IT WORK 


Demonstrating multi-purpose power tool’s versatility, distributor salesman Everett Ingram instructs King 


Hardware store sales personnel on use as a vertical drill press. Ingram stresses demo as big convincer 


Pioneering a New Market for 


Electrical Wholesalers, Inc., of Atlanta, Ga., has been doing just that for 


three successful years. Result: a big share of booming do-it-yourself trade 


HREE years ago, Electrical Whole- 

salers, Inc., of Atlanta, Ga. hesi- 

tantly took on a new product—a 
single, multi-purpose power tool called 
Shopsmith. Today this tool is one of 
the hottest items this full-line electrical 
distributor handles. 

Then, the problems seemed legion; 
now, they are one—hiring one man 
to concentrate exclusively on display, 
advertising, and demonstrations for the 
tool. When this is done, says Vice 
President and Appliance Sales Man- 
ager Otis M. Jackson, the firm can 
easily sustain twice as many power tool 
now—62 of the 


accounts as it has 
largest hardware, automotive supply 
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and appliance dealers in the state of 
Georgia. 

The market Electrical Wholesalers, 
Inc., has pioneered is as different as 
the tool itself. Introduced in 1947, the 
Shopsmith was the first practical, com- 
plete, do-it-yourself workshop in one 
compact tool. The operating idea was 
compatibility and non-duplication of 
four basic parts: a spindle, a 34 hp. 
motor, a table, and strong frame. 
Though a single unit, it could be used 
as a saw, sander, lathe, vertical drill 
press, or horizontal drill. 

e Man’s Appliance—Tailored to the 
do-it-yourself market, this tool was dif- 
ferent—and its merchandising had to 


be different. It wasn't another 
power tool: it was a “man’s” appliance. 
imaginative, creative 


that 


just 


It needed the 
promotion and 
only an electrical distributor with ap- 
pliance selling experience could pro- 
vide. As if to confirm the idea, the 
first big problem was a stubborn ini- 


merchandising 


tial skepticism among the larger out- 
lets selling power tools. Hardware deal- 
ers were especially doubtful. They said 
the tool's was too radical— 
wouldn't 
wouldn't sell 

As appliance sales manager at the 


time, Jackson missionaried in all of 


conce pt 


work and _ consequently 


Georgia's principal cities and met the 
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WHAT IT CAN D 


polished wooden bow! and lamp 


Salesman Ingram offers finished proof for store manager 


base are few samples for 


TS HE 


de ee 


we 
~ 


CESSORi ES cis 


Simpson’: 


dealer 


A Revolutionary Power Tool 


problem head-on. Travelling with the 


manufacturer's field man and his own 
firm's field service manager, he'd call 
each dealer in advance and put their 
pitch on a trial demonstration basis 
The dealer was told he'd be getting 
two or three tools a day or two before 
their visit. If the dealer wasn’t con- 
vinced after the demonstration, they'd 
take the shipment back to Atlanta- 

at no cost. If satisfied, he was fran- 
chised as exclusive dealer. Electrical 
Wholesalers, Inc., had to 
take one of the tools back and there 


is no service problem. 


never has 
While these large dealers were be- 
ing convinced, the distributor's appli- 
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By George D. Farley 


ance salesmen were thoroughly trained 
in merchandising the power tool. They 
learned about the product and its mov- 
ing forces: good display, proper dem- 
onstration and local advertising 
backed by national consumer magazine 
ads. Out in the field they soon found 
that the power tool fit smoothly into 
their regular appliance selling routine, 
especially to appliance dealers who 
might otherwise have been lost in the 
big power tool business 

e Practical Lessons—Selling the di 
it-yourself man’s appliance was over- 
whelmingly successful from the begin- 
much to _ be 
Wholesalers 


ning, but there was 


learned, and Electrical 


kept an 


Their 


salesmen ind management 


mind. It paid off theory 


open f 
they found out a lot 
more in the actual selling of the tool 


To illustrate, Jackson 


was sound DpDut 
cites a per 


sonal experience indicative of what 


the salesmen learned on a larg ale 
He visited a large hardware store that 
had sold the tool for several months 


At lunch hour 


gathered around as 


with remarkabl 
j 


good-sized crow 


© SUCCOSS 
the store iemonstrated 
lacks« n Sil out one man 
looked particularly interested. The 
asked a I 

ne Cons 


several 





Pioneering A New Market (cont.) 





Hardware Stores Are the Hottest Outlets 


walked out of the store. Later, after 
the crowd drifted away, Jackson asked 
the manager why he hadn't capitalized 
on the man’s interest and closed the 
sale 

The store manager smiled and ex- 
plained. “Mr. Jackson, that’s not the 
way we sell this item. That man and 
of others come in to watch 
demonstration for 


dozens 
the lunch-hour 
several days. They ask questions; we 
give them detailed answers. They think 
and they decide. Maybe tomorrow or 
next week that man will ask just how 
much the tool is. Then we've got him 
—he’s already sold himself. And he'll 
take all the accessories—I'll guarantee 
that.” Jackson shook his head in won- 
der and mentally added a new twist 
to his company’s sales training pro- 
gram. Many other practical ideas from 
territory salesmen influenced the pro- 
gram which has never been considered 
complete or closed in the three years, 
incidentally. 

e Surging Sales— When Electrical 
Wholesalers, Inc., began its large scale 
campaign, it had a basic exclusive 
Georgia distributorship plus the com- 
plete support of the manufacturer's 
advertising, display, promotion and 
factory representatives. Once the appli- 
ance salesmen were trained, the need 
for extensive missionary work began 
to fade. Territory men spearheaded the 
drive to build a solid state-wide market 
for the revolutionary item. They called 
on the principal power tool dealer in 
hardware 


each municipality usually 


stores Appliance stores were encour- 
aged to take on the tool after its 
“man’s appliance” characteristics were 
pointed out. Each signed outlet was 
franchised as exclusive dealer for the 
town—a potent selling point that sales- 
men played up 

But demonstration was the big con- 
vincer. In the initial display set-up 


and presentation, the salesman was 
aided by the field service manager and 
the manufacturer's representative. This 
team trained dealer personnel on the 
tool's operation, how to show it, how 
Retail 


sales people were trained in a working 
demonstration 


to use it and how to sell it best 
and an effective 60- 
second capsule demonstration without 
the juice on. This capsule pitch is a 
quick changing of the tool’s applica- 
tion from saw to sander to lathe to 
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horizontal drill to vertical drill press 
within 60 seconds. The price of sepa- 
rate machines for each job — from 
$400-$600—was hammered home as 
another solid selling point. After a 
time the salesmen could prove that over 
60 per cent of the tool’s owners pur- 
chased all accessories within a twelve 
month period after buying the tool 
itself, for a final average profit of more 
than a hundred dollars per unit. 

e Press, Radio Ads — Promotion- 
wise, the new dealer was urged to 
participate in a concentrated 50-50 


advertising effort with Electrical 


Otis M. jackson 
Creative merchandising is vital to selling 
the power tool to the do-it-yourself trade 
It's a man’s appliance—a hot item in a 
surging market.”’ 


Wholesalers, Inc. The 
Magna Engineering Corp., 
national consumer promotion and pro- 


manufacturer, 
carried the 


vided mats for the dealer’s use. Locally 
the campaign ran from mid-September 
to mid-December—the effective 
had The 
big dealer ad ran usually in Thursday's 
On other days, small spot, 


most 
season, research discovered 
papers 
dealer name-product ads kept the mes- 
sage before the public. Radio station- 
break regular 
length em- 


announcements and 


commercials were also 
ployed to best advantage. 
Display-wise, Electrical Wholesalers, 
Inc., offered the dealer display illustra- 
tion, consumer-directed folders to be 
handed out at fairs, home shows and 
in the store, and a large, rather ex- 
pensive product story booklet to be 
given to good prospects. A silent sales- 
man accessory board was placed on the 
counter next to the floor model of the 
It acted as self-selling display 


order maker for the 


tool 


and a natural 


distributor's salesman later on. On his 
calls the salesman invariably found 
sold off the board and 
this natural selling 


accessories 
capitalized on 
point. 
e Night Demos Best—As it later de- 
veloped, night demonstrations proved 
a highly effective catalyst to sales. 
Through radio and newspaper ads, 
men—and women—were invited to 
the dealer’s store for a practical dem- 
onstration done by the distributor's 
salesman. Originally scheduled to begin 
at 7:30 and last an hour, these sessions 
usually broke up at 10 or 11 p.m. The 
result: a dozen beautifully finished 
wood bowls, lamp bases, etc., plus red- 
hot interest that dealers quickly chan- 
nelled into sales 

Cautiously feeling its way in the 
beginning, Electrical Wholesalers’ mer- 
chandising program picked up smooth 
speed quickly and has barrelled along 
ever since. On April Ist of this year, 
the manufacturer brought out a new 
model of the tool. This time the dis- 
tributor wasn’t hesitant. Plans for pro- 
moting, advertising, and aggressively 
selling the tool were in operation 
several months before the release date 
Dealers were given two months before 
April lst to sell what stock they had, 
with some humorous results. Many of 
the dealers called to ask if there wasn't 
some way to get more of the old model 

they were out of stock before a 
month 
e Looking Ahead—Future plans for 


was yvgone 


expansion of the distributor's selling 
program hinge on one man—a special- 
ist who will do nothing but concen 
trate on display, check on dealer 
advertising and training, especially on 
demonstration. Up to now, the field 
service manager has tried to do this, 
but his other similar duties with the 
other major appliance selling programs 
will not permit 


Our 


item, give merchandising advice, and 


territory men can sell this 
program advertising and promotion, 
but and technical 
angles really need a specialist,” says 
Jackson The manufacturer's repre- 
sentatives have helped us greatly, but 
expanding the market we created is 
our job. We have a hot product that’s 
getting hotter as the do-it-yourself idea 


And we aim to 


the demonstration 


grows in popularity 


grow with it 
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always specify [cy] e.m.t. 


NIKOH...the finest name in electrical 
metallic tubing 





rsalesr 





See us in Booth 142, N.A.E.D. Show June 6-10, 
Atlantic City, New Jersey : illustrated brochure 


NIKOH TUBE COMPANY 


5000 S. WHIPPLE ST. * CHICAGO 32, ILL. * GROVEHILL 6-6500 
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No strain in b 


WHY 
YOUNGSTOWN BUCKEYE 
CONDUIT IS BETTER 


Youngstown is the one 
manufacturer who makes 
rigid steel conduit from 
ore to finished product. 
This enables Youngs- 
town to control the com- 
plete manufacturing pro- 
cess—your insurance 
that each length of 
“Buckeye” is made of 
top-grade steel. 


@Any electrician recognizes 
Youngstown rigid steel con- 
duit the moment he starts to 
bend it. He'll tell you that 
Buckeye is easier and faster 
to bend than any other kind 
This means you save hours of 
labor with Youngstown Buck- 
eye Conduit. 


THE YOUNGSTOWN SHEET AND TUBE COMPANY sion ity ina Voloy Stee 


General Offices: Youngstown, Ohio - Export Office: 500 Fifth Avenue, New York 36, N. Y. 
SHEETS - STRIP - PLATES - STANDARD PIPE - LINE PIPE - OTL COUNTRY TUBULAR GOODS - CONDUIT 
AND EMT - MECHANICAL TUBING - COLD FINISHED BARS - HOT ROLLED BARS - BAR SHAPES - WIRE - 
HOT ROLLED RODS - COKE TIN PLATE - ELECTROLYTIC TIN PLATE - RAILROAD TRACK SPIKES 
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This huddle* is one of hundreds that is aimed at a whopping. . . 


Sales Goal: 


14,000 Air Conditioners 


Marlin Associates, of Dallas, Texas, is one manufacturer's leading room air con- 
ditioner distributor. Here are the elements that make up its 1954 sales program 


ALES of room air conditioners have 
a habit of skyrocketing each year 
at Marlin Associates, electrical dis- 
tributing firm of Dallas, Texas. 
The company thought it was doing 
a big job the first year when it sold 
500 units. But it raised its sights 
and selling effort each following 
year. Then last year Marlin Associates 
planned for sales of 8,000 air con- 
ditioners. And the firm was out of 
l-ton units selling 


one-third of the 


*Glen Manning (center) sales manager of 
Marlin Associates, Dallas, shows Seymour 
Meyer and Archie Cobb, partners in Avalon 
Radio & Appliance Co., how to use the 
room cooling load calculation sheet his firm 
furnishes for air conditioner sales 
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season and out of 34-ton units three 
This year it is shooting for 
-140 


or expressed another way, 


times. 
sales of 14,000 air conditioners 
carloads 
a volume at dealer cost of nearly $4 
million. 

Of 


its side one 


has 


Marlin 


factor 


Ass Ciates 
that 


course, 
on dis- 


tributor selling air conditioners in the 


any 


Southwest has—the weather. It’s really 
hot. The mean temperature in Dallas 
during July and August is 84° F. (for 
comparison’s sake, it’s only 73° F. in 
New York City). Then, 
Dallas-Ft. Worth area is the hub of a 
wealthy, fast-growing market. 

¢ Promotional Program — To thes« 
Marlin I 


nas 


too, the 


success factors, Associates 


added a third vital ingredient—an in 
aginative, consistent promotional pro 
gram. It integrates the manufacturer's 
plans and policies into a campaign 
local situation. This pro 


gram is made up of 


fitted to the 
the following 
elements 

e An idvertising cam 
includes use of 4 IV Sta 
39 billboards, 
200 side displays on Dallas and Ft 
Worth buses, plus | 


general 
advertising. There also are radio, tele- 


early bird 
paign that 
tions, 4 radio stations, 


newspapel 


vision and newspaper advertising avail 
able to the dealer for use in his name, 
a direct mail campaign and telephone 
directory advertising 


e A floor plan that enables q 





NEWSPAPER ADVERTISING—This ad (only partly shown) was written by Glenn 


Manning, sales manager of Marlin Associates 


Sunday, March 28, 1954 She Ballas Morning News Part I—17 


IMPORTANT FACTS 
YOU SHOULD KNOW 


about 


ROOM AIR CONDITIONERS! 


Are you one of the many people who are confused about which is the best buy of the large 
number of room air conditioners now on the market? 








Are you skeptical because of wild claims, fast talk and unpredictable promises made by some 
dealers, distribut and facturers of room air conditioners? 





Do you have a fear that to buy certain brands is dangerous because some of the many manu- 
facturers will be out of business in a year or two and leave you with a unit that is unserviceable and 
obsolete? 


If you are the least bit confused about a choice to make . . . READ THESE FACTS ON THE 
ROOM AIR CONDITIONER BUSINESS and you will be better prepared to select a room air conditioner 
that you can depend on to give you the maximum in year aller year service 


i. BE CAREFUL! The room air conditioner business has been flooded by manu- 
facturers—both large and small—in the quest of quick money to be made in this 

new, fast moving appliance industry. Approximately 120 brands are on the market 

today. Some manufacturers are in the business to stay, while many only 

make money quick then get out .. . leaving you holding me 

TO STAND BEHIND IT! You'll remember the same thing happened in the automobile 

and television industries. Many makes entered the market ct { 

fell by the wayside with only today’s reputable manufacturers 

years. 





2. DON'T GET CAUGHT IN A TRAP! Texcs ‘is the nation’s leading ar condi- 
tioner market. Our summers are long, hot and humid . . . and various individuals, 
sales organizations and unscrupulous dealers are anxious to take advantage of con- 
ditions and cash-in on the market. They want your money—but they are not interested 
in the future of the unit they sell you. Various con on and buy up 
cheap off-brands and obsolete models that were unsalable in other markets. They try to 
pass this low-cost, un-backed merchandise on to you with fast talk and cul-price adver- 
tising—then get out of the business. 


BE SURE YOU DEAL WITH DEPENDABILITY! Investigate the m 

turer behind the unit before you buy any room air conditioner. Dete 
really manufactures the unit and if he wil! be in business year citer y 
up his sale to you. You are entitled to the fu 
turer and it is only as good as manufa ibu 4 
unit. A five-year warranty on the refriger n system means v ittle if the manu- 
facturer, distributer, or dealer is out of bu ss after this year or next. So many cre 
“getting into the act” in the air conditioner field. . . you should wonder how many will 
be in business three years from now. 


4, COMPARE! You should not buy an air condinoner based 

size. Buy on the basis of COOLING CAPACITY! All mam 
as to horse power and BTU output. Compare the BTU rat 
pay for cooling power to give you maximum comfort du 


GET THE FACTS! Check these features of a room air condit ' 

Does it VENTILATE? Does it EXHAUST STALE AIR? Does it have REDUCED COOL- 
ING FOR NIGHT USE? Does it DEHUMIDIFY? Does it FILTER AIR COMING INTO 
YOUR HOME? Does it HEAT for winter use? DOES IT GIVE MAXIMUM COOLING! 


6. SERVICE 1S MOST IMPORTANT! You cre entitled to prompt, ellicient serv- 

ice on your unit. . . because allmechanical devices are subject to occasional servic- 
ing. Investigate the servicing facilities provided with the installation of your unit, lest 
you find yourself without the agreed service . . . or suffering from heat three or four days 





while waiting for service during the peak of the season 





, OBSOLESCENCE DOES NOT PAY! Be sure you buy a 1954 model . . . but de- 

termine how long the manufacturer has been in business. IT WILL PAY YOU TO 
BUY FROM A MANUFACTURER BACKED BY YEARS OF EXPERIENCE. . . with an estab- 
lished reputation 


8. BEWARE OF UNKNOWN BRANDS! Determine if the unit is made by a de- 
pendable manufacturer. . . or if it is an assembled job under a private label for a 
sales organization whose warranty may or may not be good next year or the next 


4 YOU HAD BETTER INVESTIGATE! Determine if the guarantee is backed 
af by a dealer, distributor, or factory organization with proper facilities locally to 
handle all service troubles. ..or do they merely offer a used unit in exchange for 





your new unit 


10. IF YOU HAVE MADE UP YOUR MIND TO BUY A BRAND NAME ROOM AIR CON- 
DITIONER—REGARDLESS OF WHOSE BRAND IT IS—DO NOT BE SOLD OFF 
YOUR CHOICE! 


up, tell them what facts to look for before buying a room air conditioner. 
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It was designed to wake the public 


Guyenies 


NO BULGE ¥ 





OUTDOOR ADVERTISING — Billboards 
play an important part in Marlin Assoc- 
iates’ air conditioner merchandising pro- 


fied dealers to start stocking and 
selling (“only $10 reserves your unit” ) 
new model room air conditioners in 
January at a fraction of the units’ cost 
to them at the time 

e A sales training meeting with 
each dealer in advance of the selling 
season. These meetings, conducted 
after store hours by Marlin salesmen 
and executives, include “breaking 
down” an air conditioner for a dealer 
and his sales people and showing them 
what the component parts do. Dealers 
are also taught how to figure a room 
cooling load so that they can quickly 
calculate the heat load for any given 
room, then determine how much cool- 
ing the customer needs to get the com- 
fort he wants 

e A call on each dealer in metro- 
politan areas at least once a week 
during the selling season (January 1- 
July 15 for the distributor, extending 
through August 15 for the dealer) and 
a call once every two weeks on dealers 
in the rest of the territory. On these 
calls, Marlin salesmen check the stores 
to see that displays are dusted, neat 
and attractive, and that pick-up litera- 
ture is available for customers 


e A one-year free service policy, 
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COMPARY inc 





AABORATORY TESTS* 


rove MITCH 


ELL 


Rates Highest in 





I ig Te Sr TEA MOL 


gram. There are 39 of the outdoor signs 


Here, Sales Manager Maning (left) 


COOLING POWER 


WERE. vill 


in the Dallas-Ft. Worth area 


and representives of the Pike Ad 


vertising Co. lo ver a new billboard just erected in Dalla 


followed by a four-year refrigerant sys- 


tem warranty. What this service policy 
means is that a consumers room air 
conditioner, providing it's a ‘54 model, 
will be repaired on a no-charge basis 
for a period of one year after the date 
When a local dealer 


authorized 


of installation 
calls the 
depx yt 


factory service 
(located next door to Marlin 
a truck is 


pick up his customer's faulty unit. If 


Associates ) , dispatched to 
the dealer is located out in the terri- 
tory, he ships the chassis freight collect 
to the depot. It is immediately re- 
paired and delivered or shipped pre- 
paid to the dealer. All parts, labor 
and service are furnished at no cost 
to the dealer or customer 

e A protection plan that aims to 
prevent any loss dealer might incur 
by having to carry over air conditioners 
at the end of the season. For every 
unit Mitchell manufactures this year, 
it is depositing $3 in an escrow fund. 
On September 15, 
will be made to determine how many 


an inventory audit 


units are in dealers’ and distributors’ 
stocks. The total number of units 
will be divided into the total amount 
of the escrow fund to determine the 
amount to be rebated on each unit. On 
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October 15, 1954, each dealer will be 
mailed a check to cover any carry-over 
stock Based on past records, it is 
estimated that the amount of the rebate 
should average $30-$60 per unit 

e Catch "Em Both Ways 


its room air conditioner promotional 


To ¢ ap 


effort, Marlin Associates is planning to 
erect a spectacular advertising display 
above its building front on the North 
Central Expressway leading into down 
town Dallas. The display will include 
an illuminated 10-ft. by 30-ft. sign and 
a pylon 67 feet high, which, when it 
explodes into light, will produce 
one million candle-power. The cost 
$38,000. Who will see 


pants of 68,000 cars that pass the Mar- 


The occu- 
lin building daily, with only a 3 per 
cent variation between inbound and 
outbound traffic. 

Armed with his sort of a program, 
Marlin Associates’ sales manager, Glen 
Manning, is confident he'll make his 
14,000-unit goal—in spite of the fact 
that Dallas is a dumping ground for 
room air conditioners. The only thing 
he grits his teeth about is that he'll 
be doing 75 per cent of his immense 
air conditioner volume in only three 


frantic months 





Marlin Associates 
In Houston 
Aims at Contractors 


SELLING root ir conditioners 
exclusively through electrical con 
tractors—thats the 
Marlin 


T exas 


program ol! 


Associates ot Houston 


electric 
lief that th lectrical contractor is 
the est ialified specialist for 
hitting I wrect unit 
room 
and carrying 
ods of installation 
District Manager Charles Metz 


Distribution throug! 


alified 
nits properly and to install then 
Heretofore, many serv 


+1 reciulred } 
ive resulted because ofl 


properly 
1 
these two points being handled 
improperly 
Under our new program, we 
believe the ultimate consumer will 
benefit since he will have only once 
telephone number to call in the 
event of trouble In so many 
cases roorn iif conditioners ire 
purchased from retail outlet 
which tarms out the service, which 
in turn tarms out the electrical 
work Therefore, when trouble 
occurs, the consumer has three 
individuals with whom to deal 
rather than the one 
fied in these three fields 


Marlin Associ 


newspaper and 1 1dlO ¢ 


who is quali 


ates is planning 
idvertising 
program based on the message 
Safety Through Adequate Wiring 
with Air Conditioning from Your 
Electrical Contractor The news 
paper ads will be personalized 
with names and photographs of 
individual electrical contractors 
Each ad will call to the public's 
attention the potential threat of 
fire that lies in so-called “bootleg 
wiring And the contractors 
fleets of trucks will Carry signs 
identifying them as authorized air 
conditioning outlets 

Twenty Houston electrical con 
tractors have been selected to 
handle the units. They and their 
organizations have been trained 
in the sale, installation and wiring 
of Remington room air condi 


tioners 





By Lester E. Barrett 





Chairman, Plan Committee 
National Adequate Wiring Bureau 


Can We Insure Our Future 


N the year 1925, we called this elec- 
trical industry an infant industry 
great future. It was a lean 
year for us then if we measure it by 


with 


present standards 
There were only 1312 million wired 
homes in America. The average annual 
consumption of electric current was 
130 kwh. per customer. Among other 
things, there were approximately 10 
million irons, 5 million vacuum clean- 
washers in use in 


ers and 3 million 


American homes. Even with this un- 
impressive picture, the future held the 
key to greatness 

Today is the future of 1925. We 
now have over 42 million wired homes 
and an annual current consumption 
per customer of a whopping 2345 kwh. 
Among other things, we have over 37 
million refrigerators, over 10 million 
water heaters 


ranges, over 5 million 


and dozens more appliances never 


dreamed of by the early day pioneers 
e No More Dreams?—In the 
and kilowatt 


year 
1954, with production 
consumption at an all-time high, must 
we now call a halt to further dreams 
of greater things to come? Must we 
now call the electrical industry a great 
and grownup industry whose future 
may, for lack of a wire, be all behind 
it? Must we turn of 
events and point to the modern ayppli- 


face the ironic 


ance as the factor that both helped 
build and helped tear down the struc- 
ture of the industry? 

an alarmist by nature or a 
pessimist by trade, but I do like to 
think of myself and my colleagues as 


I'm not 


realists. So as one realist to another, 
can you truthfully say that you see 
anything but trouble ahead for us if 


we continue to disregard this creeping 


84 


menace in our midst—inadequate wir- 
ing? 
True, 
in production capacity these past eight 
years since the end of World War II 
We've also got a greater sales know- 
how. We've got an organization to go 


we've made gigantic strides 


out and seil these things. We've got a 
research department in many instances 
out trying to find new things to pro- 
duce and sell 

But we're having 
ing to sell this market because of pres- 


rough time try- 


ent wiring conditions. We've still got 
20 million that 
quately wired right now for what we 


homes are not ade- 
produced in 1946 
e A Growing Menace—There’s evi- 
dence of this growing menace of in- 
adequate wiring in the fact that out of 
every 100 air conditioners sold to a 
public that has accepted overwhelm- 
ingly this modern appliance, 15 were 
returned to the dealer because the cus- 
tomers’ wiring systems couldn't stand 
the load 

There’s other 
200,000 


evidence in 


recorded calls for 
were received by 


the fact 
that over 
circuit deficiency 
Consolidated Edison in the past year. 
The New York utility had to answer 
that many calls at an estimated cost of 
better than a million dollars. That'll 
make you think. And that’s only on the 
island of Manhattan alone. Multiply 
that condition by a hundred, by many 
hundreds of similar markets all over 
the country and you have some idea of 
what we're going to be up against in 
the future. 

If market conditions exist 
the same deplorable way as they are 
now, then what's going to happen in 
the future? How much can we produce 


then in 


—can we afford to produce? We all 
know one thing. If we don’t do some- 
thing about it now, to insure that our 
market is adequately wired to take 
contemplated 


we're just not going to have increased 


increased production, 
production 

e Crystal Balling—I'll give you an 
inkling of what’s going to happen in 
the future if things remain as they are 
We'll have glutted warehouses 
all the best in 


today 
full 

appliances and equipment, and a mar- 
ket that will still be clamoring that its 
take the in- 


to the brim with 


Capacities are too low t 
creased burden imposed upon them by 
these new devices 

We'll have a brand new generation 
of tireless zealots imploring renewed 
activity on the part of the whole in- 
dustry for adequate wiring—or some 
such phrase if this one goes out of 
vogue or disfavor. 

We'll have a brand 


of pious breast bearers publicly stress- 


new ge neration 


ing the need for industry cooperation, 


privately endorsing a defeatist attitude, 
sitting on hands that should be busy 


pointing out ripe fields for future mar- 

ket possibilities in the industry. 
We'll have all this—and 

even worse—we'll still have inadequate 


what's 


wiring. 
e Auto Analogy—Every 
had occasion to talk about adequate 


time I've 
wiring to interested groups in the in- 
dustry I always cite the automobile 
industry as an example of an industry 
that once had a problem similar to 
ours and licked it by concerted effort 

byword, “Pull 
Mud.” The auto 


with its nationwide 
America Out of the 
industry sold this idea to the auto con 


suming public so well that this same 
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The assertion is made here that if we don't do some- 


thing now to insure that our market will be adequately 


wired to take contemplated increased production, 


we're just not going to realize this potential. In the 


year 1954, with production and kilowatt consumption 


at an all-time high, must we now call a halt to further 


dreams of greater things to come. In other words... 


without Adequate Wiring Now? 


public became salesmen for the idea 
themselves. They sold the idea to each 
other and then turned around and paid 
the bill for the new roads. 

The public pulled America out of 
the mud and the auto industry can 
produce—as it did last year—6 mil- 
lion cars without fear of this produc- 
tion backing up into its own assembly 
plants. Can you imagine the automo- 
bile industry of today, with its high 
production capacity, its top-notch dis- 
tribution system and sales know-how 
selling its tremendous production to 
even a “car hungry” market if America 
had the mud roads of 1918? 

Seems implausible. But that’s the 
kind of situation we have right now 
in the electrical industry. We have a 
production never before realized and 
never before attained, so modern and 
sleek and neat that it commands con- 
sumer attention and acceptance—yet— 
the arteries that must feed this equip- 
ment are, for the most part, rife with 
anemia. The electrical industry today 
is facing a “1918 mud road situation 
with a 1954 production. And it can- 
not hope to have the production peaks 
it visualizes in the near future—and 
even in the next few years—if it per- 
sists in taking a let-George-do-it atti- 
tude on adequate wiring today 

This is an industry problem we've 
got to face right now; not tomorrow 
or some other time when we're not too 
busy. We'll have to face it with resig- 
nation of a job that must be com- 
pleted successfully or not started at all 
It's got to be a long-range program 
with all-industry participation. We 
can't afford to plan for 1970 in 1970. 
If we want to celebrate the future of 
1954, we'll have to plan for it today. 
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e “Do Something” Movement—lIn 


1954 we have a larger number of 


whole-hearted supporters of a “do 


something” program than ever before 
We have the National Adequate Wir 


ing Bureau and a national program 


which it sponsors. We have organized 
local bureaus which are supporting the 


national program and making it work 


at the grass roots level. We have new 


people from all branches of the in 
} 


dustry joining the ranks everyday and 


organizing where there has been ni 


organization before. All this is good 


But it is not enough 

The solution to our problem can be 
accomplished only by collective action 
with everyone participating. By every- 
mean and labor, 


one |] management 


companies as well as individuals, office 


workers, salesmen, factory workers 


big bosses” and office boys 

Taking just one section of this great 
industry, let's examine what it can do 
to promote adequate wiring. I refer t 
the electrical distributor because, as 
you can imagine, I have more than 
passing interest in his business. 

The electrical distributor is a very 
key man in this program and he has 
to demonstrate through his own activi- 
ties that he is sold on the idea and the 
ideals of the adequate wiring program 
I don’t think that we as a group should 
take a back seat to anyone in the in 
dustry in promoting this program 
After all, the distributor is the one 
man who is the contact man with the 


contractor who, in turn, is the contact 


man with the end user. Simply by 


demonstrating his enthusiasm perhaps 


he could get a little of his personal 


fire and brimstone to burn both ways 


in the trade channel—down to the 


the utility power 


| | t 
pliers anda int 


plants and to others connected even 


remotely with the industry 

e Distributor Contribution Ray 
West Michigan 
Benton Harbor, 


fine contribution 


Jefirs, president of 
Flectric Supply ¢ 
PI 


Mich nas 


industry 


made 


o the with his staging of an 


idequate wiring meeting at his head 


show his customers what 


quarters t 
wiring Can mean 


EW -Feb 


uthfully be called 


l 
the evil of inadequate 
their business 


He can ti 


pioneer in this sort of 


n terms of 
4, p. 40 

promotion 
first 


A pioneer! because t was the 


meeting of its kind to be prepared 


and staged by a distributor. Ray used 


every piece published literature 


idequat¢ wiring 


fast 


available on th 


movement and built them into a 


moving script.that went over big with 
his audience 


Where there 


way ol! 


was nothing available 


in the reference materials for 


meeting of this kind, there is now 


very successful presentation upon 


which distributors all over the country 
can base their promotions. The Bureau 
think in terms 


can well begin to 


of maybe 80 such meetings presided 


very 


over by distributors as a result of this 


one distributor-inspired accomplish 


ment 
That's only one way in which dis 
tributors can assert themselves in this 


program B t the amazing thing about 


ill this is the fact that once you plant 

the seed and get number of people 

thinking about adequate wiring, you 
‘ 


pet them all team and 


Other dis 


mento! 


on the same 
all pulling the same way 
numerous to 
158) 


tributors, too 


(Continued on page 
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Co N T ROL Of luminaire oulpat is accamnplished using turndamental properties of hight: 


TRANSMISSION of Light 
(n varying percentages 
ditteront materials teks 
their use for shielding or 
| Git 4US1179. 
titi 


tive yuere 

REFRACTION, or end REFLECTION of /Aghr 
of Light plays.an jeporten? & a9 p> nad ; ~4 Wakes pe 7 tay) % direct 
part in the desig of lenses | 30-99%\| | 75- 95%|155-70%| “ ov%pur of the furmnarre 
and prismatic surfaces Used = accurately and ar tigh eF- 


Wn MdttUra{ires. ' ’ ’ q ’ , y 1 ’ VIEICIIIES. 


SHIELDING Of light source from airect DISTRIBU 10N CURVE 
vision by means of louvers reduces Glareand +S Supplre or €ach /urmmitiaire  f 


eye fatigue. Inariuvacturer Jo show /nvteris1ly 
1 of igh? (7) any 
. AUrecrior, 77€@as- 
Lamps; 90° red (n Card/e- 
POW Cr 
Onky right hand 
Lortrot? of Curve 
, 8 “tally shown, 
55° since /éft Farid 
Portion /s (dent 
" y Cal. 

These /amps are : 
Shielded Po 45° pol sadhnony omic 
4S 1200 CP, 
Wrectly berreathy 

ad 4ixtare. 


LUMINAIRES are classitied according fe fhe relative amount of hight transmitted 
up or down. Following are examples of each class with typical distribution curves: 
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Pinpoints the Information You Need on... 





Lighting Fixtures 


By J. F. McPartland 
and W. J. Novak 


RIMARILY, every lighting fixture is 
device. A 


proper word to describe what we 


a control luminaire, the 
usually call a lighting fixture, must take 
bulk” light as produced by a bare lamp 
and control its use in making vision pos 
sible. An understanding of light charac 
light 


teristics and the fundamentals of 


control is essential to effective applica 


tion of luminaires 


Light Contrci 


The purpose of ail lighting is to make 
vision possible. As a result, the quality of 
any lighting application is directly pro 
portional to the degree to which the 
lighting satisfies the requirements of the 
human eye. These requirements are indi- 
cated by four factors in vision 

1. Size—The closer, larger object is 


more easily than the distant or 
smaller object 
2. Brightness 


on an object, the 


seen 


The higher the light 
intensity greater its 
brightness and the more easily it is seen 

3. Contrast- 


in brightness or color between an object 


The greater the contrast 


and its background, the easier it is to see 
the object 

4. Time The 
higher the lighting level on an object, 
the less time required to accurately “see 


Seeing requires time 


the object; and vice versa 
Of these factors, only brightness and 
related to the 


contrast are control job 


which a luminaire must do. These fac 
effects 
of small size and limited seeing time. All 


of the factors are related to 


tors, however, can minimize the 


luminaire 
selection. 

Light control as provided by different 
types of luminaires is much like the con- 
trol of water spray due to different set- 
tings of the nozzle on a garden hose 
Just as the water from the hose may be 
sprayed in a hard blast or a widespread 
mist, the “bulk” lumens from a lamp 
may be focused in a high intensity beam 
by one luminaire or diffused in many 
directions by another. The essential idea 
is that the luminaire will give some form 
of direction to the travel of light 

Although specific control tasks vary 
with different types of luminaires, there 
are certain characteristics 
all luminaires provide: 


which almost 
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e A luminaire should “spray” a maxi 
mum amount of lumens on the immedi 


ate visual task. The more lumens on the 


work, the higher the 
which is just lumens-per-square-ftoot 
e A kee} 


(glare) out of the eyes. Glare in the 


luminaire should lumens 
eyes cripples vision 

e A luminaire should provid 
trolled diffusion of light 

How luminaires eftect control of light 
output is, of course, a function of their 
construction. A luminaire tor incandes 


cent or gaseous discharge lamps ma 


have one or more aluminum, porcelain 
or baked white enamel interior reflecting 
surfaces which redirect various portions 
of the 


baffles may be 


lamp lumen output. Louvers or 
used to diffuse the light 
shield the bare lamp and eliminate objec 
tionable surface brightness of the unit 
A wide range of diffusing glass and plas 
lighting control 


tic and lenses are in 


common use for shielding and control 


Luminaire Selection 


Selection of the best type of luminaire 
for a particular lighting installation is 
part of the over-all design and depends 
upon all of the factors in the design 
Whether the 


incandescent, 


light source to be used is 
fluorescent or mercur 


vapor; whethcr the area to be lighted is 
interior, exterior, commercial, industrial 
or residential; what the size and shape 
what the economy of the 


situation happens to be 


of the area are 


these are all 


} 


considerations which have been made 


and resolved before selection of the 
luminaire 

Typical design factors, as they relat 
to luminaire selection, are 

e Light Distribution Uniformity 
of lighting level throughout an area is 
important in many installations wher 
visual tasks are continuous and rigorous 
In such cases, the width of light spread 
by various luminaires must be related to 
the number of units to be used, the 
height and _ the 


units. Of 


mounting Spacing be 


tween course, where design 
calls for accent lighting of czrtain local 
areas and specific light coverage in a 
vertical plane, the problem of luminair« 
selection is quickly narrowed to those 
units which have the required distribu 
tion pattern 

e Light Quality—lIn any 
tion, the required quality of lighting will 
usually limit the number of 


trom 


installa 


luminaire 


types which selection must be 


foot-candle level, 


rect Ziare 
be preferre 
the 
iumina ac it above 
A gain 


IS Side pancis Ma 


heig t the 
the rmai viewing 
luminaire with lumin 
called for to reduce ghtness cor 

between the rroun 
Che size and 

lighted great! 

requ 

of visual comfort 
Diffusion 


which diffusion of the 


e Light 
lesirable is still another 
ire For 


tasks, in ofhices and school: 


suitable lumina 


where highly reflecting 
maximum diftus 
Such di 

spacing a 

luminaires 


naires or 


lighting 


Luminaire Construction 


Luminaires, for oO ncandescent an 


gaseous discharge availebl 


in a Wide al 
appearances characteristics 


check« 1 are 


e Efficiency per 


which should alwa 


ntage 
lamp lumen which the 
puts to work neral the 
amount 
available 
the efhici« 
and 108s ¢ 
lations abdsolutel 
ing characteristics which 
mciency due to control 
e Physical construction of a 
should 


na rY r 
ana compact 


for which 


tenance 
be consid 

e Electrical quality 
iS USUALIY attested fo | 
label. First-class wir 
sockets DOXES, SPlice 
elements, etc., are 
trouble-free operation 

e Appearance of a 
be suited to the 1ecorative é 
tectural themes of an interior. Of c 
the importance of this will vary from one 
interior to the 


next and is not a on 


sideration at all in 


industrial locations 


Next Month: Air Conditioners 
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Ernest H. Dittmar (opposite), whose recollec- 
tions on Thomas A. Edison and his company 
appear on these pages, was born in New York 
City on July 7, 1865. His first contact with 
Edison was in 1878 when, at the age of 14, 
he entered into the employ of the original 
Edison Company as an office boy. His career 
with Edison took him from one plant to an- 
other in the growing Edison chain. His asso- 
ciation with the Edison Company lasted until 
he was 52. 

At 89 years of age today, Mr. Dittmar still 
retains the memories of his acquaintance with 
the great inventor. Now residing in the Ma- 
sonic Home, Burlington, N. J., he no longer 
is engaged actively in the electrical industry 
although, as he puts it, “I can still work on 
plans and specifications with the best of 
them.” 
many friends of yester-year, most of whom 


He no longer has contact with his 


have either died or dropped out of sight. He 
no longer is a man of wealth with a big home 
and servants, his only worldly possessions 


being the few mementos of bygone days 
placed neatly in an old-fashioned chest in the 
15 x 10 room he now calls home. He no 
longer has the health that has seen him 
through a long and boisterous career al- 
though he still smokes a pipe (“Do I smoke? 


97° 


Does a fish swim?”’’) and likes to take an oceca- 
sional “hooker.” 

The only things left are his memories and 
the possession of a clear mind, a quick wit 
knack 
memories live and breathe today. 

This is Ernest Dittmar’s story as taken from 


and an uneanny of making those 


a tape-recorded interview with him in his 
room at the Masonic Home. It is told in his 
own words, not in time sequence, but as a 
collection of random thoughts on his life in 
the Edison Company. Parts of it have been 
edited only for the sake of clarity. 

Throughout, it is basically the thoughts of 
a man whose memory of Edison is so strong 
that it withstands even the passing of three- 
quarters of a century of time. 





EFORE I start | 
understand one thing. This is an 
old man talking and an old man’s 
memory for exact dates and addresses 
of places and first names of people he 
knew sometimes plays tricks on him. 
But that’s only on those few things. 


want you to 


On all other recollections I've got a 
darn good memory. 

Like I remember as if it were yester- 
day the time I first came to work for 
Tommy Edison. I wouldn't dare call 
him Tommy then because I was only 
14 at the time. Edison, he was a grown 
man then, with a wife and family. 

When I started to work for him I 
was a runner, or an office boy. I used 
to run errands back and forth from 
the Edison Company's office at 65 
Fifth Ave., in New York City, to the 
different plants Edison was operating 
at that time. I was really listed as a 
mechanic but I wasn’t rated as such. 


Reminiscences of 


Edison's Office Boy 


Brooklyn shop on Bridge Street. Very 


There wasn’t much in it, but what 
the heck, by the standards at that time 
I had a good job. 

We didn’t have any unions then. 
We had to work ten hours a day from 
seven to six. On Saturdays they gave 
us a break. We only had to work nine 
hours. And it was hard work, too. 
When I first started with Edison I got 
$6 a week. Once in a while, after Edi- 
son would see me around the shop get- 
ting in his way, he’d look at me and 
say, “Dittmar, if we make out good on 
this project (he was always working on 
some project) I'll give you a raise. I 
guess you need one anyway.” I'd get 
the raise, maybe about one or two 
dollars a week more. When I reached 
the age of 19 I was a full-fledged man 
—I was making two dollars a day. I 
tell you, those were the days! 

Most of my career Was spent work- 
ing for Edison in New York or at the 


seldom I Menlo Park or 
Orange. The only time I remember 
working at Menlo Park was when they 
were experimenting on the exhaust 
pump. When I left Edison I worked 
in the 107th Street station. At that 
time I was a journeyman splicer. 


* *. + 


went to 


I always remember Edison as a quiet 
man who didn’t say much. He was al- 
ways what we called in those days in 
dreamland — always dreaming about 
another patent or another project that 
was Close to him at that time. He was 
enthusiastic, always keeping his hands 
and his mind busy doing something or 
other. 

Even in his sleep. He spent many a 
night in his shop catching sleep only 
when there wasn’t anything else doing. 
He'd have his cook there and he’d eat 
and sleep there while working on his 
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Reminiscences (cont.) 





“I'm the only man alive from my old crowd in the Edison Co.” 


experiments. He slept at the shop, I 
think, so that he could watch his work. 
He'd wake up in the middle of the 
night sometimes with an idea he got 
during his sleep or while he was doz- 
ing off. 

That's how he was. He'd get his 
mind to thinking about something and 
it never left him even while he slept. 
He was a genius. And always figuring 
out ways of making life easier for 
everyone. They used to say in those 
days: Edison gets the glory, someone 
else gets the money. I don’t think he'd 
be satisfied to have it any other way. 

o * * 

Of all the inventions by Edison, 
none was more startling or greater 
than his incandescent lamp. I was in 
New York at that time. I can still re- 
member that time in 1879 when he 
made the first discovery of the lamp 
burning for more than 40 hours. Every- 
one was asking, “How long has it been 
burning now? Any more news from 
Menlo Park?” When they found out 
that the lamp burned for the length 
it did, the whole place was in an up- 
roar. That's the time that Edison said 
that if he could burn it for 
he could burn it for 100. 


10 hours, 


I bet there was just as much excite- 
ment in Menlo Park at that time as 
there was when we first turned on the 
power in the Pearl Street station in 


New York. Someone made the remark 


that we should go out and celebrate. 
So, with the money we had, we all 
piled down to a place called “Lim- 
burger John’s” on the corner of Fulton 
and Pearl. There were about six of us. 
Limburger John had a basement where 
he served big parties. The six of us 
each had two big limburger sand- 
wiches and a couple schooners of beer. 
Believe me, it was good. No wonder 
the Edison powerhouse ran better after 
that. It must have been the limburger 
we ate. 
When | 
Pearl Street there was a man by the 
name of Phillips who had the wire and 
cable shop up on the third floor. It was 
about the time that started 
making the first telephone cable—250 
pair. We made them in 20 foot lengths 
and shipped them out through a hole 
in the wall near the third floor. The 
first telephone cable was laid in New 
York between 


was with Edison over at 


Edison 


14th and 23rd Streets. 
It was laid underground in lead pipe. 
Myself and another fellow did the 
splicing of this underground cable 
He's dead now. They're all dead— 
everyone I knew when | worked with 
Edison. I think I'm the only man alive 
from my old 
Company. 


crowd in the Edison 


. * * 


When the old Pearl Street Station 
began operation—that was the time of 


the jumbo generator—we had an aver- 


Workers in the Edison Electrical Tube Co. at Bridge Street, Brooklyn, around the 
early 1880's. Ernest Dittmar is standing in the front row holding telegraph key. 


age of about 35-40 lamps on the cir- 
cuit at that time. And we didn’t have 
any The 
could charge for the lighting was to 


meters then only way we 
go to a customer and take his word for 
it that his lamps were going to burn 
for so many hours and we marked it 
on a little tag that used to be along- 
side the lamp. The 
then get a bill for the number of hours 


customer would 


he said he'd burn the lamps. Then 
when the meters came out they were 
made with a little battery and a little 
bit of a The 


through the meter and it registered 


motor current ran 
Sometimes that wasn't accurate either 
for billing the customers. All they had 
to do was take out the battery. When 
they did that they'd have the current 
but it That 


when it really was in its infancy 
* * > 


wouldn't register was 


Sometimes Edison is only remem- 
bered for his incandescent lamp and 
people forget that he was the inventor 
of a great many things that people 
take for granted today. Take the phon- 
ograph. Edison's phonograph was in 
use some 25 years before shorthand 
and secretaries then did the same thing 
transcribing notes 


as they do now 


over the phonograph. It was a little 


different then. They used to have a big 
listen to; they have 


ear phone to now 


modern eaf 


* 


those 


But that first phonograph. I'll never 
forget the time I had to give demon- 
strations of it at the Globe Museum 


Street. We 


any mechanical drives, no electric mo- 


near Houston didn’t have 


tors and no automatic feeds at that 


time. I had to turn the crank by hand 
to make it work. All you could listen 


to, in between the squeaks and 
squawks, was the man on the phono- 
graph saying—with his voice going up 


and down in the tinny way a record 
sounds today when it isn’t revolving 
properly: “Made by the 
pany of New York.” It 


interesting at all, and |] 


Edison Com- 
wasn't very 
was tired of 
But the 
people listening to it for the first time 
thought it was really something. They 
were all saying after the demonstra- 
(Continued on page 148) 


hearing the darn thing play 
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WAG HLOODS 


to back you during 


LIGHT'S 


DIAMOND 


ee@0e@¢ 8 ¢.0 2020808 8 8 8 8:8 


JUBILEE 


Regular medium 
base lamp holder for 
sealed beam par 38 
R-30 and R-40 
lamps. 


A special Jubilee catalog 
of sealed beam floodlights 
and accessories! 


A great prize campaign 
to give you a chance to 
win hundreds of dollars 
worth of valuable gifts! 


AND NOW... Aluma-fih... 


a sensational new line of sealed beam 


fixtures and accessories in 
glossy aluminum plate! 


a highly 





Adapter wiring box, 
complete with side 
cover plate, gasket 
and one close-up 
plug. For use with 
1 to 4 iamp holders. 


Utility medium base 
lamp holder for 
sealed beam PAR 38 
lamps. 





Mogul base lamp- 
holder for sealed 
beam R-40, 300 w 
and 500 w lamps. 





Wall mounting junc- 
tion box, complete 
with wood screws 
and sealer. For use 
with 2 lamp holders. 





Cover plate 5” » 
3%". Complete 
with gasket and two 
screws for mounting 
on a GEM or FS box 








Round Box—4 holes rf 
tapped 2" NPS , 
complete with cover 

plate gasket and 1 

close-up plug. For 

use with 1 to 3 

lamp holders. Garden Spike unit, com- 
plete with 6 ft. SIT 
cord and plug. 


VV AUPAY a Le 


38 North Second Ave 


Mount Vernon, New York 
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6 ft. SJT cord and plug 
complete with spike and 


A 





Cover plate. 4s" | 
diameter. For use 
with single lamp 
holder on wall or 
#B box. May be 
used as flange. 





Personalized attention given-lighting layouts 


on request. Write for the light's 
Diamond Jubilee Catalog. 














PRIZE CAMPAIGN 
Dae AUPAY BD EXD 


If you sell outdoor floodlighting equipment... 


WE WANT TO GIVE YOU a beautiful MACGREGOR “Jimmy Demaret 


ry 17 


Pacemaker golf set complete with carrying case, a Benrus ‘‘Dale tell-tale lols 
watch, a Le Coultre ‘‘Duchess’’ ladies’ 17 jewel gold f 
a Fiberglas Wonder Fishing Rod and that’s nx 
Magni Flood has for you...there are luggage sets, Steam | 
Electric Fans, Silverware, Glassware, Electric Shaver 
Swimming Pools and just about everyt 
rizes for just selling Magn 


everybody wins something 


oleh lok Melale Male) olelo ph mlel ol -1e1] 


THE DAY YOU ENTER THE CAMPAIGN YOU WIN A PRIZE 


Write today and see how easy if is... 


VA UPAY 0 ROD 


38 North Second Ave. 
Mount Vernon, New York 


ae 
a 


F-88882. ~2: 
@re.- 


OU. Bites. 
“*Paentaearae 
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THE NEW YORK STATE THROUGHWAY! 


... by outstanding architects who found that Magni Flood PAR and R 


sealed beam fixtures are unchallenged for efficiency and maintenance! 


MAGNI FLOOD lights the way 


for millions 


-all the way from New York City to 
Buffalo! 


MAGNI FLOOD leads the way iv the industry 


with the 


latest and finest in top-quality, top-performing outdoor lighting 
equipment! 


MAGNI FLOOD points the way o profi 


because outstanding 
contractors know — and insist upon 


the superior performance of Magni 
Flood’s outdoor sealed beam fixtures! 


And Magni Flood here expresses pleasure in having had the privilege of work- 
ing with these leading concerns to make the new throughway the most con- 


venient, modern and handsome super-highway that could be created . . 


Architects: Construction Engineer: Electrical Contractor: 
Eggers and Higgins 


New York, N. Y. 





Maddigan-Hyland Jeb Electrical Co. 
Long Island City, N. Y. Park Ridge, N. J. 


Wholesalers: 
General Electric Supply Co. 


Swift Electrical Supply Co. 
Newark, N. J. 


Union City, N. J. 


38 North Second Avenue, Mt. Vernon, New York 
Distributed in Canada By: MAGNI FLOOD (Canada) LTD 
Personalized attention 
given—lighting layouts 
on request. 


This advertisement is currently appearing in QUALIFIED CONTRACTOR 


See us at the N.A.E.D. convention in Atlantic City — Conference Booth +244 


108 Adelaide St. W 


, Toronto, Ca 
Write for the light’s 
Diamond Jubilee Catalog 
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SUPERIOR SERVICE. The Roebling Wire and HIGH QUALITY . . . PRICED FOR SALES. 
Cable line is complete . . . meets every require- Roebling manufacturing standards and quality 
ment. Strategically-located warehouses assure control insure the best—priced competitively to 


prompt deliveries. boost sales. 














CONSTANT ADVERTISING BUILDS DE- ROEBLING ENGINEERS WORK FOR YOU 
MAND. Full page advertisements, in color, ... their technical assistance is available when- 
reach all your prospects, every month. ever needed to help sales. 


ans Sree 


Ask us about Roebling distribution in your territory 
JOHN A. ROEBLING’S SONS CORPORATION 


Trenton 2, New Jersey 


A subsidiary of The Colorado Fuel and Iron Corporation 
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ELECTRICAL CONDUIT 


PERMANENT 
EASILY INSTALLED 
LIQUID-TIGHT 
FLEXIBLE 
APPROVED 


SEALTITE 

(TYPE U.A.) is 

upproved by 
erwriters’ 


{ 
Laboratori 
f 


SEALTITE 
ELECTRICAL CONDUIT 
PROTECTS WIRING 


against oil, grease, water, dirt, chemicals, 
corrosive fumes, salt spray, weather 


seattite* is a flexible and liquid-tight electrical conduit. It gives 
maximum protection to your wiring when it must connect 
moving parts, absorb vibration, follow machine contours. flex 
into U-bends, be easily maintained o1 be safeguarded between 


misaligned ports. 


It is being used successfully in wet locations, in tunnels, 
power plants, steel mills, canneries, chemical industries and in 


many outdoor applications. SEALTITE comes in two types 


TYPE U. A.—UL-approved. Made with 


ground and tough outer 





NOM. __ INSIDE DIA OUTSIDE DIA. APPROX. INSIDE "EST. WEIGHT 
1.D (Inches) (Inches) BEND DIA. per hundred ft 
7 Min. Max (Inches) (Pounds) 


(Inches) Min. Max. Min. 


484 ~ 504 690 71 - 30.0 


622 642 
20 840 

1.041 1.066 

1.380 4) 


TYPEE.F.} (Esme Fi 


standards 
NOM 
1.D (Inches) 
(Inches) Min. 
485 


BUY SEALTITE in easy-to-handle coils 


INSIDE DIA. 


820 84 


6 
1.3 
1664 


xible 

et by 

“OUTSIDE DIA 
(Inches) 


Min. Max 
6901 


62U b4 


@ WO Oi 
wn 


> 
; >> 
OORWNWOD 


36.6 
48.2 


a7 7 


1165 


pme 
+Pat 


~ APPROX. INSIDE EST 


nt oe 
Applied I 


WEIGHT 


BEND DIA per hundred ft 
(Inches) (Pounds) 


the n 


cut without waste. Liquid-tight connec- 


tors tor use with SEALTITI 


are available. 


Write for Bulletin UA-531. The American 
Brass Company, American Metal Hos 
Branch, Waterbury 20; Conn 


*Trade M 


; ¢ 
SIE ALTE flexible, liquid-tight electrical conduit an ANACONDA ™ product 


OUTDOORS 


MISAL 


IGNMENT 





the new LOW COST fluorescent luminaire with 


UPWARD 
COMPONENT | 


TRIM MODERN 
APPEARANCE 


LODESTAR 


TRANSLUCENT 
4-FOOT MODELS: PLASTIC SIDES 
Available in 2 or 4 lamp lu- 
minaires, in a complete choice 


of all lamp types. 


8-FOOT MODELS: 
Available in 2 or 4 lamp lu- 
minaires, in a complete choice 
of all lamp types. 








“General Diffuse’’ 
type luminaires; ap- 
proximately half the 
light goes up to be re- 
flected from ceiling 
ond upper walls for 
comfortable, glare- 
free, uniform lighting. 


Semi-translucent side 
panels provide low 
brightness contrast, 
creating modern, 
streamlined appear- 
ance. Plastic sides and 
louver form one easy- 
to-handle unit. 


> =>" 


Sturdy, concealed 
spring-loaded louver 
latch instantly releases 
or engages all-steel 
louver by snap-in ac 
tion. Releases with 
slight pressure of 
fingers 


MITCHELL engineering achieves remark- 
able standards of abundant, glare-free 
illumination in the ““LODESTAR’”’ Lumi- 
naires. Important lighting advantages are 
attained by the substantial upward com- 
ponent which provides a “general diffuse”’ 
lighting effect. Semi-translucent side pan- 
els provide pleasing low brightness con- 
trast. The superior louver design delivers 
properly shielded illumination to the work- 
ing area. Smooth styling, unusually low 


maintenance factor and surprisingly low 





cost make the new MITCHELL ““LODESTAR”’ 
Luminaires outstanding values in com- 
mercial fluorescent lighting. 





Two jack chains suspend entire New Rapid-Start units offer an 
louver and V-spine assembly from unusual advantage: “No starters 
fixture body, making relamping to replace.” Installation of Rapid- 
easy and substantially reducing Start luminaires slashes mainte- 
maintenance costs. This feature nance cost by eliminating starter 
saves time and money. replacement expense. 


Mitchell Manufacturing Company, Dept. 1-E 
2525 N. Clybourn Ave., Chicago 14, Illinois 


Send full data on MITCHELL “Lodestar™ Lumingires 


where quality counts—SPECIFY MITCHELL 


MITCHELL MANUFACTURING COMPANY 
2525 N. Clybourn Ave., Chicago 14, Illinois 
In Canada: Mitchell Mfg. Co., Ltd., 19 Waterman Ave., Toronto 
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WEATHERPROOF 








POWER ROOF VENTILATORS 


Easiest of all to install wire and service 





Whether you want to provide a pre-determined 
air volume for positive ventilation of 

tall apartments, office buildings, hotels 

or large sprawling plant areas, you can always 
count on ILG Power Roof Ventilators to 

deliver quick, sure, dependable air exhaust in 
any weather. The “PRV” unit, illustrated above, 
is a direct-drive centrifugal fan type ventilator, 
ideal for exhaust from vertical flues 

in multi-story buildings or from duct systems. 
Available in 10 sizes for every need 

The Self-Cooled Motor type ventilator, below, 
has weatherproof steel penthouse with 

easy access to fan. Automatic Shutter protects fan 
and building interior—avoids overloading 

from wind pressure. Both types are amazingly 
easy to install, wire and service. 

Nothing to get out of order—no lubrication 
required. Specify I1LG—and be sure! 


ILG ELECTRIC VENTILATING CO. 














A MESSAGE TO AMERICAN INDUSTRY e@ FIRST OF A SPECIAL SERIES 





FINANCIAL AID TO HIGHER EDUCATION 


Our Colleges and Universities 
Face Grave Financial Problems 


For the past decade the nation’s colleges 
and universities have been caught in a 
destructive financial squeeze. It is partic- 
ularly destructive for the independent, 
privately endowed institutions. Unless ex- 
traordinary measures are taken to relieve 
this squeeze, it promises to become pro- 
gressively worse. To let it do that is to 
court a national disaster. 


This is the first of two editorials devoted to 
the financial plight of our colleges and univer- 
sities. This first editorial deals with the charac- 
ter of the problem, present and potentia!. The 
second will indicate some things that need to 
be done about it, and particularly what Ameri- 
can business might do. 


Enrollment Soars, Income Lags 


In broad outline, the financial problem that 
afflicts our colleges and universities is simple. 
The demand for their services has increased 
rapidly, and promises to keep on increasing 
even more rapidly. At the same time, their fi- 
nancial capacity to provide these services has 
lagged behind, primarily because of price in- 
flation. 


Between 1940 and 1950, college and univer- 


sity enrollment increased from approximately 
1 million to 23 million—about 75 per cent. 
Over the same period, the educational income 
of these institutions, measured in terms of its 
actual purchasing power, increased only about 
64 per cent. Thus, at the end of the decade, our 
colleges and universities as a group had, on the 
average, about 6 per cent less to spend pet 
student than they had at the beginning. Mean- 
while, the rapid advance of science and tech- 
nology had made a good college or university 
course a much more expensive operation than 
it was in 1940. Since 1950, the latest date fo: 
which comprehensive figures are available, the 
financial squeeze on our colleges and universi- 
ties has intensified, largely because of anothe: 
wave of price inflation touched off by the Ko- 
rean War. 


Among the colleges and universities, the 
independent, privately endowed institu- 
tions are particularly hard pressed. In 
terms of actual purchasing power, the indepen- 
dent liberal arts colleges are now spending at 
least 20 per cent less per student than they spent 
in 1940. Public institutions of higher learning, 
supported out of tax revenues, have managed 
to increase slightly their expenditure per stu- 
dent. Otherwise, the financial squeeze on higher 
education as a whole would be even more severe. 





Why Independent Colleges Are 
Hit Hardest 


The principal reason why the independent 
colleges and universities are so hard up is the 
shrinkage in their income from endowments. 
These endowments, created in other days by 
gifts of generous benefactors to help pay the 
expenses of higher education, have been hit hard 
from two directions. During the war and post- 
war years, the tax collector took so large a part 
of the incomes and estates of wealthy people 
that this source of endowments has been greatly 
reduced. Over the same period price inflation 
cut in half the purchasing power of the income 
derived from existing endowments. In 1940 in- 
come from endowments provided 26 per cent 
of the total income of the independent colleges 
and universities. By 1950 it provided only 14 
per cent. The figure is still lower today. 


The financial plight of the independent 
colleges and universities is directly re- 
flected in the salary status of their teaching 
staffs. In mid-1952 a national survey showed 
that, after adjustment for the increased cost of 
living, the salaries of those holding full profes- 
sorial rank in these institutions were 12 per cent 
lower than they were in 1941-42. Junior teach- 
ers, with the rank of instructor, fared somewhat 
better. In terms of actual purchasing power, 
their salaries declined only 2 per cent over the 
12-year period, largely because there is more 
direct competition for their services from indus- 
try. Over the same period, the real wages of 
industrial workers increased 55 per cent. 


Time Will Not Provide a Cure 


The plight of the colleges and universi- 
ties, which is shared in some degree by 
all parts of our educational system, is not 
one that can be left to time for a cure. On 
the contrary, the financial problems of our in- 
stitutions of higher learning will be intensified 
in the years ahead by the pressure of rapidly 
increasing enrollments. Present prospects indi- 





cate that during the next decade college and 
university enrollment will increase by about 
one-third, or from 23 million to over 3 million. 
The problem of increased enrollments will be- 
come particularly acute toward the end of this 
decade when the babies born during the great 
surge of population in World War II are ready 
to enter college. 


Such an increase in population as that now 
in prospect can be a tremendous asset to the 
nation. It is still a truth, even though it is worn 
a bit thin by frequent repetition at commence- 
ment exercises, that a nation has no resource 
more valuable than the education of its people. 
And the better the education, the more valuable 
the asset. 


But to realize this, our colleges and uni- 
versities must have the financial strength 
to handle the increased enrollments that 
face them in the years ahead. This means 
that we must relieve our independent col- 
leges and universities, in particular, from 
the financial squeeze in which they are 
now caught and make them full partners 
in the economic well-being of the nation. 
Some of the means by which American business 


might help achieve this will be discussed in a 


second editorial. 





This message is one of a series prepared by the 
McGraw-Hill Department of Economics to help 
increase public knowledge and understanding 
of important nationwide developments that are 
of particular concern to the business and pro- 
fessional community served by our industrial 
and technical publications. 

Permission is freely extended to newspapers, 
groups or individuals to quote or reprint all or 
parts of the text. 


PRESIDENT 


McGRAW-HILL PUBLISHING COMPANY, INC. 





















LONTROLLED 
UGHTVING 
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break contacts. Forced rotation causes the 





rc tO move continually over contact sur 
faces to distribute the heat. Moreover, the 
magnetic field tends to quench the arc by 
either lengthening or confining it. Result 
contact tips never require filing, dressing 
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performance and longer contact life with 
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— i 7 CLARK Type “CY” Starters offer many other advantages 
- wel Bas Steel arc chambers are non-carbonizing — The solid top 
[ construction limits ionized gases between wiring terminals 


Cabinets are designed to provide ample wiring space for 

— \ easy installation. No tools are required to inspect con 

. aa = r tacts. All contacts as well as other components which may 
F require service are quickly and easily accessible for 


inspection, removal and replacement 


al 
THE CLARK © CONTROLLER CO. dl 


ENGINEERED ELECTRICAL CONTROL 1146 EAST 152nd STREET, CLEVELAND 10, OHIO side for 
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combinations 


awatlable tee Lege, com imaliand and, Creed ted 
TO MEET YOUR REQUIREMENTS 


SIZES: 0,1, 2 and 3. Sizes 2 and 3 employ the new “CY” arc interrupting principle 
> 2 


coe eae ———— BASIC Across-The-Line STARTER- } 


Water-tight NEMA Type 7 
NEMA Type 5 Explosion Resisting 
Dust-tight for hazardous gas 

— 














NEMA Type ! 
Genera! Purpose 


Open view — showing 
accessibility and 
generous wiring space 














NEMA Type 9? 
Explosion Resisting 
for hazardous dust 





COMBINATION _| 
STARTERS 


are available for every 
application within their 
horsepower limits 


NEMA Type 1A 
Semi-Dust-tight 


4 





Bulletin 6018 Combination Bulletin 6020 Combination 
1 1 AC Magnetic Storter, with AC Magnetic Storter with 

NEMA Type Fusible Disconnect Switch Air Circuit Breaker 
General Purpose 





NEMA : | Pie ) : NEMA i NEMA 


Type 4 ] Type 5 Type 7 for } Type 9 for 
Water-tight 3 3 } Dust-tight q hazardous hozardous 
b : gos j dust 
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THE CLARK CONTROLLER COMPANY : 

1146 EAST 152nd STREET ¢ CLEVELAND 10, OHIO 


Please send me 8-page descriptive literature on Clark Type “CY” Starters 





NAME 

COMPANY 

TYPE OF BUSINESS 
ADDRESS 

CITY AND STATE 














TABLE 1 


(Millions of Dollars) 


Planned 
1954 


Actual * 
1953 


How Business Plans Capital Expenditures 


r—Preliminary Plans — 
1955 1956 1957 





Machinery 

Electrical Machinery 

Automobiles 

Transport Equipment 
(including aircraft) 


Chemicals 

Petroleum 

Textiles 

Other Manufacturing 
ALL MANUFACTURING 


Railroads 
Electric & Gas Utilities*** 
Other Transportation 

and Communications 


ALL INDUSTRY 





$1,139 
869 
553 
1,290 
143 


865 
1,379 
2,983 

317 
2,764 

12,302 
1,102 
1,010 
4,366 


2,719 


* United States Department of Commerce 
** McGraw-Hill Department of Economics 
*** Electrical World, American Gas Association 





Industry plans to continue to spend... 


$ 831 $ 866 $ 82 
748 682 686 

359 348 310 
1,045 85] 710 
80 24 20 


607 
1,476 
2,625 

334 
2,368 
9,956 

661 

970 
3,536 


690 
1,216 
2,804 

34] 
2,311 

10,425 
1,003 


64] 
1,342 
2,744 

329 
2,268 

10,095 

672 

990 
3,536 


1,921 
17,214 


1,904 


Big Money for Plant Expansion 


The dollars that manufacturing industries intend to pour into new 


plants and equipment over the next four years may give you a clue 


as to your own sales to industrial customers during that period 


ANUFACTURING industries ex- 
Mee to spend $12.3 billion for 

new plants and equipment in 
1954, about the same amount as in 
1953. (See Table 1) This finding and 
the ones that follow are based on re- 
plies to the seventh annual McGraw- 
Hill Survey of Business’ Plans for New 
Plants and Equipment. 

Petroleum, food, machinery, electric- 
al machinery and automobile com- 
panies plan to spend more than in 
1953. Auto makers plan the largest 
increase—29 per cent. The chemical, 
steel, textile and transportation equip- 
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ment industries plan to spend less for 
new plants and equipment than they 
did last year, as do the majority of 
other manufacturing industries. 

The high level of capital expendi- 
tures now planned by manufacturers 
represents a shift in plans since last 
fall. At that time, manufacturers who 
cooperated in a preliminary McGraw- 
Hill survey of investment plans re- 
ported that their expenditures would 
decline by 8 per cent in 1954. Since 
that time almost every major manu- 
facturing industry has increased its 
plans. 


This shift is most striking in the 
automobile and 
Replies to the 


case of machinery, 
petroleum companies 
survey also show that it is in general 
the large companies that are planning 
to spend more for plants and equip 
ment this year. Smaller companies, by 
and large, plan to cut their expendi 
tures 

Most of the manufacturing industry 


that 


groups increased their capital 
spending in 1953 are planning to in- 
crease it again in 1954. The chemical 
industry is an 


exception. Chemical 


companies raised their spending for 
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TABLE 2 


How Manufacturing Industry is Expanding Capacity 
Index of Industrial Capacity (1939 = 100) 


Planned Capacity —Per Cent Increase 
1952 1953 1954 1957 1952-53 1953-54 1954-57 
140 147 150 153 5 2 
304 325 338 368 7 9 
400 452 493 562 13 14 
196 202 210 221 
423 495 530 546 


Jan. 
1946* 
112 
154 
175 
104 
243 


1950_1951 
126 = 130 
236 «271 
325 354 
153. 170 
288 328 


1948 
115 
200 
280 
130 
250 





Machinery 

Electrical Machinery . . 
Automobiles 

Transport Equipment. . 


(including aircraft) 

117 
172 
123 


Chemicals 

Petroleum Refining... 
Other Manufacturing... 109 
ALL MANUFACTURING 131 


* All other data as of end of year. 





172 
421 
216 
162 
227 


162 
393 
208 
157 
218 


143 
293 
178 
133 
175 


152 
322 
185 
141 
187 


157 
357 
194 
148 
204 


135 
250 
160 
120 
156 


514 
225 


247 


184 


178 








Big Money for Plant Expansion (cont.) 





Industry's plans are 


new plants and equipment in 1953 
but plan to cut it this year. The in- 
dustries grouped under “other manu- 
facturing” also increased spending in 
1953 but plan to cut it this year. All 
the other manufacturing industry 
groups that plan lower capital spend- 
ing in 1954 also reduced their spend- 
ing in 1953. 

Among non-manufacturing indus- 
tries, mining companies and electric 
utilities are planning to increase 
capital spending in 1954; but railroads, 
airlines and utilities plan to spend 
less. Total expenditures planned by 
all industry are $21.5 billion, about 4 
per cent less than the amount actually 
invested in 1953. This total does not 
include expenditures by trade, finance, 
service and construction industry that 
are included in the estimates of capital 
spending published by the Department 
of Commerce. 

e Preliminary Plans— Over the 
longer run, 1955-1957, industry al- 
ready has preliminary plans to spend 
an average of $17.5 billion a year for 
new plants and equipment. Actual 
expenditures may be substantially 
higher than the current estimates for 
these years if plans are revised as they 
have been in the past. Experience indi- 
cates that businessmen usually under- 
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geared to rising sales over long run 


estimate their capital expenditures for 
periods longer than one year. 

While investment plans for future 

years may be altered, they are never- 
theless a significant guide to industry's 
intentions. Two manufacturing indus- 
tries—chemicals and textiles—already 
have plans to spend more for new 
plants and equipment in 1957 than 
they expect to spend this year. Rail- 
roads and petroleum refiners also plan 
capital spending in 1957 at levels that 
are relatively close to those expected 
in 1954. 
e Capacity: Still Rising—Manufac- 
turing industry plans to increase its 
productive capacity by 4 per cent in 
1954, and another 9 per cent by the 
end of 1957. This rate of expansion 
is considerably below that recorded in 
recent years. Manufacturing capacity 
increased by 7 per cent in 1953, and 
9 per cent in 1952. (See Table 2) 

Chemical and electrical machinery 
companies plan the largest increase in 
capacity in 1954-1957. Transportation 
equipment companies, including air- 
craft, expect to expand substantially 
in 1954, but at a slower rate in 1955- 
1957. Only three major industries— 
steel, petroleum refining and transpor- 
tation equipment—now plan to ex- 
pand capacity during 1954-1957 at a 


rate markedly slower than the average 
for all manufacturing. 

Companies that are expanding capa- 
city rapidly are mostly those with new 
products for consumers—like electric 
appliances—or new types of machinery 
for civilian industry. Chemicals are 
continuing their long-term growth. 

In contrast, that 

grew fastest during the defense build- 
up in 1951-1953 are now cutting their 
annual additions to capacity. The steel 
industry, which just about completed 
a big expansion program in 1953, 
expects to grow at only one-quarter the 
rate for all manufacturing industry in 
the next few years. Aircraft companies 
expect a relatively small increase in 
capacity from the end of 1954 through 
1957. 
e Faith in the Future—Why is busi- 
ness still expanding rapidly and spend- 
ing heavily for new plants and equip- 
ment in the face of declining sales? 
In the past, large cuts in capital ex- 
penditures have usually followed sales 
declines. 

One reason for industry's continued 
plans for heavy investment in new 
plants and equipment seems to be that 
businessmen are looking beyond the 
current let-down in sales to new 
growth in the future. Manufacturers, 


some industries 
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TABLE 3 


Expansion vs Modernization 


Percent 





sion 


1953 


zation 


1 — 1954 


sion zation. sion 


5 1955-57 — 
Expan- Moderni- Expan- Moderni- Expan- Moderni- Planned Spending mum 
zation 


TABLE 4 


Range of Capital Spending 
Under Changing Conditions 
(Millions of Dollars) 


Planned 
Average Mini- 


Maxi- 
mum 


1954 1955-57 1954-57 





48% 
Machinery... . aes La 
Electrical Machinery... 60 
Automobiles . v= ae 
Transport Equipment... 57 

(including aircraft) 

2 ee ee 
 . ow e.g 5 «6.4\ Fe 
DEER cicgesecss € 
PEievbssesees 
Other Manufacturing ... 45 
ALL MANUFACTURING 48 





52% 16% 84% 14% 
45 53 47 45 55 
40 61 39 38 62 
65 36 64 21 79 
43 24 76 8 92 


59 37 63 30 70 
30 66 34 67 33 
54 47 53 36 64 
90 10 90 7 93 
55 42 58 47 53 
52 43 57 39 61 


86% 


839 $ 
705 


$ 1,139 $ 
869 


434$ 1,560 
397. 954 
553 339 210 48) 
1,290 869 542 1,187 
143 4] 30 124 


417 
758 
1,939 


865 
1,379 
2,983 

317 
2,764 

12,302 


646 
1,345 
2,724 

334 
2,315 

10, 157 


1,236 
1,784 
2,953 

245 567 
1,542 3,591 
6,514 14,437 








as a group, report that they expect 
sales to decline by about 2 per cent 
in 1954. But they expect sales to pick 
up in later years. By 1957, the average 
manufacturing company anticipates 
that its sales will be up by 12 per cent 
over the 1953 level. 

Actually, some industries expect to 
buck the trend and show higher sales 
in 1954. Food, petroleum, chemical 
and electrical machinery companies all 
expect increased sales this year. And 
it is interesting to note that these are 
without exception the companies that 
expect the largest growth in sales over 
the longer pull to 1957. With the ex- 
ception of petroleum, they are also 
among the companies that plan the 
largest long-run increases in Capacity. 
e Faith in Themselves — Perhaps 
even more important in plans for ex- 
panding capacity is the aim of indivi- 
dual companies to increase their share 
of the market. In industry after indus- 
try, companies report that their sales 
will expand much faster between 1953 
and 1957 than will the sales of their 
competitors. Manufacturers, as a group, 
think that industry sales will increase 
by 4 per cent between 1953 and 1957. 
But they expect sales of their own 
firms to grow fully three times as fast, 
on the average. 

This prospect of sharper competi- 
tion shows most clearly in the plans 
of non-electrical machinery makers. 
Individual machinery companies think 
that their own sales will increase five 
times as much, on the average, as the 
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sales of their industry. Textile com- 
panies think that they can push their 
sales up three times as fast as the tex- 
tile industry as a whole. Except for 
the steel industry, companies in every 
major field of manufacturing think 
that they will get ahead of their com- 
petition in the next four years. Even 
it} the transportation equipment in- 
dustry, where sales are expected to 
decline, individual firms report that 
their own sales will fall considerably 
less than sales of the industry. 
Comparison of these expectations 
with the results of last year's McGraw- 
Hill that individual 


firms plan to meet their sales goals 


survey shows 
by competing harder, despite less opti- 
mism about industry prospects. Last 
year, businessmen reported that they 
expected total sales by manufacturing 
industry to grow by 10 per cent be- 
tween 1952 and 1956. They expected 
their own company sales to grow by 
13 per cent—about one-third faster 
But now they plan to beat their indus- 
tries’ sales growth by three to one. 

e Competition—That more intense 
competition is in the offing is also 
indicated by the division of capital 
spending plans between expansion and 
replacement and modernization. While 
substantial additions to capacity are 
still being planned for 1954-1957, 
business is putting greater emphasis 
than in recent years on modernizing 
or replacing older plants. Replacement 
and modernization means cost cutting 
—an essential for many companies that 


want to prosper in the competitive 
period they see ahead 

Last year, manufacturing companies 
used 48 per cent of their capital ex 
penditures for expansion, 52 per cent 
for replacement 


This year, they expect the share for 


and modernization 
modernization to rise to 57 per cent 
Under present plans, this share is ex 
pected to reach 61 per cent of capital 
expenditures in the 1955-1957 period 
(See Table 3) 

As might be 
shift shows up in 
slowing their rate of expansion, espe 


expected, the greatest 
industries that ar 


cially steel and transportation equip 
ment. The chemical industry, on the 
other hand, plans to use about the 
same percentage of its capital expendi 
tures for expansion in 1955-1957 as 
it will this year. Cement companies 


actually plan to increase the share 
going to expansion in 1955-1957, but 
most manufacturing industries expect 
to shift replacement 


modernization. 


toward and 


the object of most 
and 


Cutting costs 


expenditures for replacement 
modernization—frequently means cut 
ting labor costs. Companies were asked 
to estimate how much their employ 
ment would change between 1953 and 
the end of 1957. Many of them were 
unable to answer this question. Burt, 
of those that did, a number clearly 
expect substantial labor 


costs over the next four years. Com- 


Savings in 


panies in the chemical industry, for 


(Continued on page 154) 





WINDOW TYPEROOM AIR 


Vo, Ye and 1 Ton uni 
Dramatically new! 
Designed for year ‘round comfort. 


FRIGID offers this popular priced, 
profit making line with features 
demanded. Modern Styling; Dehu- 
midifier; 2 Speed Da-Nite Cooling; 
Exhausts Stale Air . . . Intake fresh, 
cool outside air; Double Size Filter 
for greater health protection; U.L. 
and C.S.A. Approved; and a 5 Year 
Warranty. 





A mere flick of the {iigidial 
for desired temperature 


Now! that added boost to your profit! E loctho-Conttol 


ELECTRICALLY REVERSIBLE 


WINDOW FANS 


IT’S NEW! IT’S DIFFERENT! 


Exclusive Push Bottom control...no more pulling 
or tugging ... just push buttons for complete auto- 
matic control. Handsomely designed to harmonize 
with any decor... Just push a button for refresh- 
ing outdoor air to fill the room or for exhausting 
stale air. 6 quiet speeds...3 Speeds Exhaust, 
3 Speeds Intake. Fully guaranteed. 
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FRIGID means quality, styling and guaranteed perform- 
ance ...and priced right to give you more profits in '54. 
It’s FRIGID for Home and Industry + Reversible Window Fans 
Jobbers:— : Blowers * Shutters * Exhaust Fans 
Send ee? 
for 


fk 
new ——_. ¢ 
1954 


~~ AS 
Ilustrated Sf — A, ZYy =. _ y a 
catalog 3 q | S SI - ‘ \ ae PNG 


* Hassock Fans + Attic Fans 
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FRIGID INCORPORATED ~- 128 Thirty-second Street + Brooklyn 32, N.Y. 
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IT’S EASIER TO SELL 
ABOLITE *‘Sisicns 


Heat, generated by the lamp, in the Abolite reflector, 











creates an air-flow that automatically circulates around 


the lamp and thru the slotted neck. 


e Lamp necks stay cooler to provide maxi- 
mum lamp life 


Air-borne dust and dirt are expelled thru 
the vents 


—=<= 
Ls 


Lamps and reflector stay cleaner, longer pa 
. . . . . . . . HMF 1000 . 
e Maximum lighting efficiency is maintained High Mounting SS 


Reflector 


Cleaning and lamp replacements are mini- 


mized Slotted neck construction can be supplied in the following 


Vertical vent design provides 7% more up- types of Abolite reflectors accommodating 200 watt lamps 


light 


and over: 

@ RLM Standard Dome @ High Mounting Mercury Vapor 
@ Shallow Dome @ Low Mounting Mercury Vapor 
Lighting engineers and all who are responsible . > Os ae 

for good industrial lighting will quickly rec- 

ognize the advantages of Abolite slotted-neck ABOLITE ADVERTISING HELPS YOU SELL 
reflector design, an original Abolite idea that Abolite lighting reflectors are advertised in 
assures longer lamp life, increased lighting leading architectural, electrical contracting 
efficiency and less maintenance. W hat’s more, and business publications. This promotion 
electrical installation men will appreciate the reaches all your customers and prospects. 
practical construction and wiring features that When you sell Abolite, you sell the leading 
make Abolite reflectors easier to install. line, and a name that’s known. 





ABOLITE NOW OFFERS “ALL-WHITE” FINISH AT NO ADDITIONAL COST 


In addition to the standard green-and-white finish, all Abolite reflectors are 
now available in the new Abolite “ALL-WHITE” outside and inside tita- 
nium white, vitreous fired, lifetime porcelain enamel. It’s glass-smooth, keeps 
cleaner longer, modern and attractive in appearance. 











ABOLITE me JONES METAL PRODUCTS co. 


ose “Gg Ave wg oI ARTLO]. WEST LAFAYETTE OHIO 
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38 
operating ideas 


that can work for you 


Here's a roundup of practical methods 
that are speeding service and cutting 
costs for wholesalers across the nation 


RE you on the lookout for ideas to improve your 

warehousing and office operations? Then look 

through the following nine pages. They contain 
pictures and descriptions of 38 successful operating ideas 
that electrical distributors have built into their ware- 
houses and offices. 

These ideas run the gamut of warehousing tricks, mate 
rials handling techniques, order handling methods, com- 
s and product display devices. Many 
g; others 
represent the outlay of quite a bit of mor All con- 
tribute toward cutting costs, speeding service and selling 
more goods. They were photographed by ELECTRICAI 
WHOLESALING editors during recent trips around the 


munications faciliti 
are the rough “we did it ourselves” sort of thi 


country 

This is the third of three special sections presented 
recently on plant layouts and operating ideas. The first 
two: “Outstanding One-floor Operations (EW—Nov. ‘53, 
p. 72) and “Outstanding Multi-story Operations ” (EW- 
March '54, p. 52) 


CORD SHELF contains three-tiered reel racks where all 
portable cord is kept by Tennessee Valley Electric Supply 
Co., Memphis. Gravity-mounted reels are easy to reach, re 


move. Tags tell size, feet, poundage of wire in row 


MOUNTING REELS on a vertica saving wall rack is 
an easy job for fork lift truck 
Tennessee Valley Electric Supply C 


frame is bolted through wall, anchore 


space 
yperator in warehouse of 
Memphis. Metal rack 


j utside 


PIVOT DOLLY used by counterman Dave Kain enables him 

to handle huge cable reels with ease in wire cutting room of 
Garfield Electrical Supply Co., White Plains, N. Y. Cast steel 
scoop rests on ball-bearing wheels 


. Anh ¢ % 
F ‘- 
3 ‘te 
' X i, 
ed a 
~ 7 ‘ 


2 








eI” 


le nS 


fae 


FLOOR MARKERS, another Tennessee Valley Electric idea, 
eliminate errors in cutting extra-long cable orders. Painted 

large diameter cabie that can't be 
Allowance can be made easily 


measures are used for 


measured by machine freely 


LAMP DISPLAY board contains more than a hundred lamps 

of one line in city counter showroom of Raub Supply Co., 
Lancaster, Pa. Company had many obsolete sockets, decided to 
make use of them. Tags contain list price, type. 











*.@& 
HORSESHOE-SHAPED cable storage area at Hollywood 
Wholesale Electric Co., Hollywood, Calif., allows free ac- 

cess, working space. Motor- 

back-forth, up 


verhead | 


t move r 


any direction Gown, sideway take any reel 





SLANTED RACK can hold up to 6( 

and labor for Efengee Electrical Supply C 
used for making short cuts (odd short cut 
Wood beam 


cable reels, saves time 
Chicago. It i 
nm hand are hung 


yn board at left rear) support weight 


LIGHTING CONTROL in fixture-showroom 
tric Supply Co., Inc., Birmingham, Ala., is 
low voltage unit operating 220 outlets 


f Wells Elec 
pecially designed 
Crystal 
singly; valance and others, three at once 


fixtures ac 


a 





MOVABLE DISPLAY BOARDS are lined up near sales 


counter of Standard Electric Supply Co., Milwaukee. There 
were nine 4x4-ft. boards and three 2x4-ft. boards when this 
picture é taken; more were to be added. Both sides are used 
jucts of 26 manufacturers. Boards add up 

f display space for company 
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12 PHOTO MONTAGE of buildings with lighting 
jobs sold by Marlin Associates, of Dallas, 
erves as conversation-starter and dramatic backdrop 

behind desk of Vice President W. A. Rogers. 


15 LIGHTING FIXTURE DISPLAYS at Graham-Reynolds 

Electric Co. consist of fixtures chain-suspended—for 
easy changing——from three ‘dropped ceilings.’’ Each group of 
fixtures is controlled from a separate switch. 





10 CONDUIT MARKER tells counterman 

C. Schlener how many feet are left at 
H. N. Crowder, |r., Co., Bethlehem, Pa. Small 
Pipe has less space between chain 





] OFF-WALL RACK solved conduit prob- 

lem of Electric Supply Co., Des Moines 
Both sides of building had sagged from pipe 
weight. T-arms now hold conduit six inches 
away from walls. These metal racks are sunk 
into the concrete floor Conduit sizes are 
painted on T-arm 


16 RECESSED FILE CABINETS save valuable space in 

LaSalle Electric Supply, LaSalle, III. Sliding panel 
closets atop cabinets, also flush to wall, store excess files 
such as recent office invoices. 
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BRANAW 2 


EYNOLDS ELECTRIC Co 


clr Lc Suppd £4 


11 OUTSIDE CONDUIT SHED of Graham-Reynolds Electric Co., | 
opens on spacious parking area and makes possible quick 
and unloading of company, customer trucks 











14 EXTRA-HEAVY RACK is used for extra-heavy conduit 14 STRONG REINFORCEMENT 
a at Tennessee Valley Electric Supply Co., of Memphis (14a) are anchor brace 

Tenn. Jointed storage frame was specially built for this dis main braces extend thr 
tributing firm, which does a big utility business ecured by exterior bolt 


plate 
pia 


ugn a 


18 DIRECT MAIL ROOM at West Michi- 
gan Electric Supply Co., Benton Har 
bor, houses multigraph, addressograph, post- 
age meter, ditto machine, folding machine; 

moves 15,000 pieces of mail a month 


1 OFFSET PRESS, operated by Horace Her- 

ron, is used with varitype setup by Elec- 
trical Supply Corp., of Dallas, for printing cata- 
logs and direct mail pieces. 


2 
i \] “% 
“ “4 


ot 
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1 TELAUTOGRAPH'  TELESCRIBER, 

like that used in hotels and depart- 
ment stores, is put to good use by Davis 
Electrical Supply Co., Buffalo, N. Y. 
Counterman sends written order on ma- 
chine, which is located next to counter. 
The message is... 


then duplicated on telescriber re- 
ceiver in shipping room of second floor 
warehouse. Girl in charge of warehouse 
checks order against inventory files and 
prepares it for shipping. She keeps day’s 
telescriber messages for written record. 


? ADDRESS STAMPS for REA offices in Tenn., Miss. and ? DIRECT TELEGRAPHY is possible with Western Union 


Ala. saves unnecessary typing of bills, shipment labels Desk-Fax used by Goodman Electric Supply Co., Nor- 
at Tennessee Valley Electric Supply Co., Memphis. Stamps folk, Va. Machine receives and sends, saves travel to city WU 
on board are only half of total used—more than 300. office and has cut phone bill substantially 
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20 ELECTRONIC IN-OUT REGISTER 
at General Electric Supply C 
Newark, N. J., puts the jot f locating 


personne! at this vast ( ft 





plant always at fingertips 
leaves office receptionist 


switch to hour of return 





iS Connected t lec nic indicat 
panel atop telephone ypperators switct 
board. When call comes in, operator pres: 
es button above salesman’s nameplate 
and light flashes that he’s left office, w 


return at hour indicated on pane! 


? DOUBLE CHECK on large industrials’ and contractors’ ? PRICE-SHEET COLLATOR at Mil!-Power Supply Co., in 


phone orders is this Dictaphone recorder used by J. Fred 
Christie, president of Centralite Supply Co., Newport News, 
Va. It eliminates error, saves time, can be used by anyone 


Charlotte, N. C., makes organizing and binding simple 
Pedal-operated machine ejects one page of each group in ni 
merical sequence for stapling. Result page price list 


} 
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? ORDER ASSEMBLY SHELF for 
open stock at Wells Electric Suo 

ply Co., Birmingham, Ala., allow 

counter man Harold Brigham to coileci 
small item order quickly w:thout break 

age from dropping. Designed by T. H 
Wells, pres'dent, the shelves are 4 
feet wide at bas 2 feet wide across 
top. Setback is | foot deep 


3 WILL CALL SHELVES, adjacent 
to will call window, are slanted 
for quick identification of orders to be 
picked up at Hyland Electrical Supply 
Co., Chicago. Numbers (on top) cor- 
respond with last digit on invoice 
Package is placed on shelf below cor- 
rect number, also speeding identifica- 
tion of order for waiting customer 


26 LETTERED SIGNS, fastened to ver- 

tical shelving supports, identify 
products on shelves behind counter at 
Electrical Supply Corp., Dallas, Tex. Pur- 
pose is to encourage customers to browse, 


serve themselve 


? ROTARY BINS are used in one 

section of city counter bin area at 
Gereral Electric Supply C 
Revolving bins allow for stocks of small, 
multi-size items to be easily identified 
and accessible. Rotary bins save space, 
hold more stocks than conventional! bins 


Newark, N. |! 


31 LADDERS in aisles at Standard 

Electric Supply Co., Milwaukee, are 
fastened to crossbars. Easy movement is 
made possible by wheels at end of cross- 
bar (arrows), which run on track, and 
wheels on foot of ladder. Ladder also can 
be moved sideways on cros:bar to reach 
shelves on either side. Weight of man on 
ladder acts as brake 


« 














? OPEN BINS sht) enc 
age contractor inspection at 
Tennessee Va y Electric Supply 
C ) Memph r ; n Many cu 
tomers maintair wn large stock 
preter to browse and Duy 
nm advance Triangular elbow rack 
left ave pace, help merchar 


1IS€ stock. 


SERVE * 
YOURSELF 


Nor 


29 SELF-SERVICE SHOWCASE invites browsing contractor to help himself in city counter 

showroom of National Electric Supply Co., McKeesport, Pa. Small bread-and-butter item 
beef up orders as contractors wait for larger items to be assembled. Two such bins are used and 
firm may add more because of idea's success 


sure safe non-totter 
Electrical Supply Corp., Dallas, hold quantities of tape stacking of extra-heavy pole line wire at Tennessee 


and compound for customers to help themselves Valley Electric Supply. There are 22 galvanized iron frame: 


32 SELF-SERVICE SHELVES, set on one end of counter at 3 TILT RACKS are used to in 


rod 
5 ee 
a 
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3 EIGHT-FT. HIGH SHELF for cat- 

alogs is located in main sales room 
of Tarnow Electric Supply Co., Detroit 
Width of case is 12 feet. 


3 SALES LITERATURE RACK greets customer’s eyes when he enters 

front door on way to sales counter or office at ReQua Electrical 
Supply Co., Rochester, N. Y. The result: more literature is being picked 
up by customers than ever before. Here, Sales Manager Bill Barclay, who 
originated idea, hands booklet to contractor customer 


3 TRUCK AND TROLLEY for his 70- 

Ib. catalog is way Joe Leas, of Cuny 
& Guerber, Jersey City, N. J., beats cata- 
log bulkiness problem 


3 CUSTOMER PARKING AREA at Phillips & Edwards Electric Corp., 

San Francisco, is located inside building. Ramp (arrow) leads up 
to it. Pick-up trucks can pull up right in front of sales counter (from 
which this picture was taken). Company feels that the growth of its 
pick-up business is partly due to advantages of this setup 


114 





3 BANK-LIKE WINDOWS in Graham-Reynolds 
Electric Co. building, Los Angeles, slide open 
Metal tabs indentify windows as ‘‘purchasing,”’ 
der clerk,”’ etc. Setup assures quick 
customers, less confusion in office 


““or- 
service for 
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Receptacles, 
Plugs and 
Switches 











Angle Type Plugs 
ond Receptacles 


—first line of defense 
against weather, water 


and industrial hazards! 


R&S receptacles, plugs, 
connectors and switches are available in an 
endless variety of weatherproof, waterproof 
and explosion-proof types, sizes and 

Ea assembly combinations—the most complete 
= ip-ot fircings ever made to meet every 


4 on ‘. A . . 
sttial: operating requirement. 


ised & Stoll quality adds maximum 


gpermianéncy and protection to your wiring 


Receptactes andi? 


plahs. The finest in materials, rugged 
construction, precision manufacture and 


exclusive design features, combine to 


Explosion-Proof 
Push Button Stations 
and Heavy Duty 
Tumbler Switches 


assure ease of installation, reliable operation, 


Sntertoched Switch low maintenance and long service life. 
Receptacles and Plugs 


Write Uterature concerning items in which you have a specific interest. 
y p 


W/ RUSSELL & STOLL COMPANY, INC. + 125 BARCLAY STREET, NEW YORK 7, N.Y. 


RUSSELL & STOLL 
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Never before a SALES 
ELECTRICAL 


...helps you get more business from accounts 


YOUR SALES OPPORTUNITY Right today there’s dealer 
business that can be had without adding a single new 
account. That's because your present customers prob- 
ably have far undervalued electrical supplies as a 
source of steady, profitable income — and as a pro- 
ducer of steady, repeat store traffic. This new Mono- 
watt sales program is designed to help you get and 
handle this business on a profitable basis. 


THIS COMPLETE SALES PROGRAM means increased 
business because it carries a line-selling story right 


down to the retail counter . . . and sells merchandise 


to the final user. For the dealer, it takes most of the 
guesswork and much of the work out of merchandis- 
ing and selling. For YOU, it offers a single, complete 
line of demanded merchandise . . . ONE line that’s 


easy to inventory, easy to sell. 


HOW IT WORKS Featured are a unique set of point- 
of-sale displays. Last year, in thousands of high traffic 
stores these cards increased sales sharply when sales 
on other, similar lines were decreasing. For you, the 
whole program will develop steady extra income ... 
regular profits. 











PROGRAM like this for 
UPPLIES! 


you are already selling 


HERE ARE THE DETAILS: 


This program brings the full force of the Monowatt seven point 
line selling idea right down to the retail counter. 


1. Continuing improvement in product design and product per- 
formance. Several products of improved design are featured on the 
product plaques. You'll find many staple items of improved design and 
improved performance in the Monowatt line. 





2. New ideas in products. Quick Clamp plugs and taps, Monolock 
switches and outlets that clamp-wire without exposed terminal screws, 
and the auto spot light are examples of Monowatt new product ideas. 
All are featured on the product plaques. eee” 


- New ideas in merchandising methods. The product display plaques 
themselves are innovational in merchandising. 


4. Sales ratings. The Monowatt dealer catalog rates all items according to 
their retail sales importance . . . helping you and your customers de- 
termine what to buy, what to feature, and how much to stock. 





Self-selling packaging. Of the items featured on the plaques, five 
* 9 P ging 
have won national awards for packaging. All have proved they do a 
good selling job on retail counters. 


6. Sales helps. The sales helps included in this Monowatt sales program 
have been tested and proved for sales results. All Monowatt sales helps 
are easy to use, and are proved for effectiveness before they are included 
in any sales program. 


National advertising. Six of the items included on the product display 
plaques have been advertised in either POST or LIFE. 


HERE’‘S HOW YOU CAN USE THIS PROGRAM 


This sales plan helps put distributing and retailing of electrical 
supplies on a basis that is far more profitable than ever before. 
Both you and your customers stand to do more and make more 
on electrical supplies. 

For stores that want to do a real job on electrical supplies, no 
other line offers so many advantages. For stores that want and 
need relief from low margins, the Monowatt plan offers che 
greatest help and guidance for getting highest turn-over and 


profit without risk. 
Get started now. 
If you are not now making use of this 
program to sell more Monowatt devices, 
get in touch with your Monowatt repre- 
i, sentative. He has the facts. 


WIRING DEVICE DEPARTMENT * GENERAL ELECTRIC COMPANY © PROVIDENCE 7, ®. ft. 
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for Profits...not Problems... 


7 i, LABOR SAVERS! 


; FIRST ADJUSTABLE 

* m BAR HANGER with 

Jiffy ock ” { ALL THE FEATURES 
ADJUSTABLE .~---: 


, BAR S; : . 
| HANGER i ONLY 2 SIZES NEEDED TO 


FIT MOST INSTALLATIONS 
Adjustable range 12” to 18” and 18" to 26” 


AVAILABLE WITH STUDLESS LOCK FOR WALL WORK 


USE ANY DEPTH BOX WHERE YOU WANT IT... 
REGARDLESS OF SPACING OR STUDDING SIZES 


_ No Notches—No Nuts— No Bolts 5, Saves Trouble—Stays Firmly in 
—No Screws Place 


, Saves Labor—Just a Flip of the Flip- 


per tasks 00 in duce 6, Designed for Maximum Strength 


- Nail Starters for Easy Setting— 7. Can be Used on Old Work too— 
Holes for Quick Nailing 


- Double the Stock at Half the Cost 


SELL THE NEW -Jiffy POWER SAW UNIT COMPLETE 


Uses Special Heavy Duty Power Unit... 


i i i i i nables you to 

Vip through wood, shect metal, hewy- metal nails pipe plaster, plastic, | JIFFY POWER SAW KIT NO. 94 
P 8 : y , » Pipe, P , ’ 1 JIFFY Saw Attachment 

and many other materials. 





1 High Speed Heavy Duty Drill 
Cuts Wood with No Starting Hole ® Cuts with No side Torque or Spin 10 Assorted Saw Blades 


1 Grease Gun For... 
“ONE SHOT” Lubrication 
1 One Pound Can of Grease 


Balanced, Easy Handling Design— @ Completely replaceable High Speed 
Bearing 








Built to Stand up under constant @ One Shot Lubrication for easy 


Heavy-Duty industrial use maintenance SEE US AT THE N.A.E.D. 
WRITE FOR NEW COMPLETE JIFFY CATALOG TODAY CONVENTION—BOOTH No. 123 


Thee Js If¥j Line 


Pr | rouse 
ClydeWint 


MONEY 
2323 W. 18TH STREET - CHICAGO 8, ILL. 
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REDUCES prop 
CUTS POWER 


LOSSES 


INCREASI 


ee 
lugin 
BUSDUCT 


WITH EITHER COPPER OR ALUMINUM CONDUCTORS 


Recommend this safe, dependable system of 
power distribution to all your customers who 
want maximum efficiency and economy of plant 
operation. They will find it one of the best 
investments they ever made in the future of 
their business. 


@ POWERPLUGIN Busduct has been de- 
signed specifically to give greater flexibility and 
efficiency to all plant operations by making 
power available where and when it is needed. 
It also reduces voltage loss to a minimum by 
eliminating long lead-ins, cuts maintenance 
costs and provides other savings. Too, it is 100 
percent salvageable. 


Approved by the Underwriters’ Laboratories, 
Inc., for label service, € Powerplugin is made 
in standard 10 foot lengths with a plug-in 
outlet every foot of the way or alternately on 
two sides. It enables machines to be re-located 


Features of & 


@® Powerplugin is made of 16 gauge steel 
with attractive pearl gray enamel finish. In- 
sulators are one piece glazed porcelain with steel 
channel supports riveted into position. 


Flush type, hinged cover plug-in openings, 
simplified, adjustable, two screw type fasteners 


BOX 357, MAIN P. O. 
ST. LOUIS, MISSOURI 


or regrouped without disrupting production, 
thus facilitating plant operation. 


Another feature is that it can be arranged to 
fit almost any electrical requirement. Sections 
can be run horizontal or vertical, at floor level 
or overhead. 


Capacities of ( Powerplugin are 250 to 1,000 
amps (1,200 and 1,500 amps also available), 600 
volts AC or less with Klampswitchfuz, Shutl- 
brak or Circuit Breaker plugin units for 200 
amps or less. 


For the company planning a new plant or 
modernization of an existing plant, €( Power- 
plugin is a ‘“‘natural.’’ Recommend it to your 
customers. For additional information about 
this more efficient, flexible system of power 
distribution, see your nearest (# representative, 
listed in Sweet’s, or contact your @ distribu- 
tors. Or write for Bulletin No. 720. 


Powerplugin 

for plug-in units,.two sliding type mounting 
brackets per section for hanging as desired, 
electro-silver plated contact surfaces at joints 
with two or four brass jam bolts with phosphor 
bronze cup washers in elongated fastening holes 
are other features. Either Copper or Aluminum 
Conductors available. 


Srarnk Adam 


Electric Co. 


Makers of: BUSDUCT e PANELBOARDS e SWITCHBOARDS e@ SERVICE EQUIPMENT @ SAFETY SWITCHES @ LOAD CENTERS @ QUIKHETER 
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qe 


852-0 


B%elite Pull Receptacle. 
Combination 344” — 4” 
Three piece —Shadehold- 
er Groove. Open double 
terminals for continuous 
wiring. 250W— 250V 


202-0 


Bakelite Keyless outlet 
box receptacle. Combina 
tion 3%4”—4”. Flush back 
— Open double termina!: 
for continuous wiring 
Shadeholder Groove 
660W — 250V 


and see for yourself. Order Circle F . . 


Porcélain Keyless outlet 
box receptacle. Open ter- 
minals. Flush back with 
Shadeholder Groove. 660 
watts-250 volts. Supplied 
with drain holes to meet 
R.E.A. specifications. For 
31%” or 4” box. 


Trapped by high Prices? 


... ty Circle Ff 


Snap! . . . There’s another fellow trapped by high costs! Easy to avoid. 
Just order Circle F! No high prices there — Just top quality Guaranteed 
Wiring Devices at an easy-on-the-pocket price. Send for our catalog No. 18 


Porcelain Pull Recepra- 
cle. Convenience outlet in 
base and Shadeholder 
Groove. 250 wartts-250 
volts. For 314” or 4” box. 
Available with pendant 
or insulator. 


. and save! 


Circle F Mig. Co. 


TRENTON 4, N. J. 


Eis. % 
| g 
} ras 
da \|__ (( } 
\_/ 


Saving You More Since 1904 es 
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Let’s be 
frank! 











# The one match test — Yes, the flame of just one 
match will set some thermoplastic bushings afire. Not 
so with Union bushings— there will be no flame after 


the match is out. 





3. Free starting threads — Not round and pliable as 
in some thermoplastic bushings we have seen. Union 
bushing threads are sharp as die cut steel and spin easily 


into place, no matter how rough the conduit threads. 


WHERE STRENGTH COUNTS 


BE SURE YOU 


-~ 
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Are you getting what you expect 
from the Insulating Conduit Bushings 
you are using? 


4 IMPORTANT TESTS? 











ys The heat test— Rough on those thermoplastic 
bushings which at 140° F. 


allowing as little as 3/2 pounds pressure to pull them out 


or higher lose their strength 


of shape and thus cause serious hazards. But Union bush- 


ings can take heat to 450° F. and still remain rigid. 





4. Convenient lugs — Make it possible to tighten or 
loosen Union bushings under the most cramped conditions 
using only a screwdriver as a tool. Compare this feature 
with any thermoplastic bushing that has no lugs and seizes 


so tightly it must be removed with a pipe wrench, 


THE CANVAS 


irg, West Virginia 
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entrance to ground 


ALL THREE 


engineered for easy selling 


BY 


... packed with user advantages to 
bring you repeat orders: 


DUAL-GRIP ENTRANCE HEADS 


Built-in connector clamp saves contractors 
time and money. No special fittings needed 
for EMT ...no threads to cut on rigid 
conduit. Complete range of sizes: 44”, 34 
i. 114”, 14’, ral 


) 
NEW ENTRANCE ELBOWS 

... With the same built-in quality that has made 
Weaver heads and ground clamps profitable items 
for wholesalers. Now you can sell a complete 
Weaver Service Entrance Line! 


SURE-SAFETY GROUND CLAMPS 
The only complete line of bronze clamps 

for 4” to 4” pipe. Swinging tops for 

quick installation. 

STOCK YOUR SHELVES WITH SALES 

... Sell the complete Weaver Service Entrance 
Line—the head, the elbow, the ground clamp. 


” 


Samples are available for demonstration. 
No charge, of course. Write today ... and 
specify exact items desired. 


2110 HOWARD ST. ST. LOUIS 6, MO 
CEntral 1- 0881 
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where reliability is the first requirement. . . 


® 
it’s Prt Conduit 


for Manhattan’s new Beekman- 


Downtown 

The new, modern Beekman-Downtown Hospital, located on New York’s 
East Side, was especially designed to serve the unusual variety of medical 
needs found in this type of neighborhood. This 514-million-dollar hospital . 
is equipped with an extensive out-patient department for accidents and Hospital 
emergency work, large charity wards and beautifully equipped private 
rooms—plus especially attractive quarters for interns, nurses and other 
staff members. 

The many and unusual electrical requirements of a hospital call for the 
very finest electrical installations. That’s why Spang Conduit was chosen 
to protect the wiring throughout the building. Spang Conduit is quality- 
controlled from raw material to finished product. This means Spang 
Conduit is easier to work with . . . easier to cut, bend and thread... . 
providing an economical, time-saving installation. 

And where reliability is so important, a Spang installation can be 
counted on to give years of satisfactory and dependable service. Ask any 
architect or contractor. They’ll tell you the same thing. 

Specify Spang for your next job. Take your choice of Spang Hot-Dipped 
Galvanized, Spang Black Enamel or -the new Spangleam EMT. Your 
distributor carries the complete Spang line. 


4, 


Owner: Beekman-Downtown Hospital, 
New York City 

Architect-Engineer: Lorimer & Rose, 
New York City 

structural Engineers: Roberts & Schoefer 
Company, New York City 

Mechanical Engineers: Karsunky, Weller 
and Gooch, Washington, D.C. 

General Contractor: Cauldwell- Wingate 
Company, New York City 

Electrical Subcontractor: Plymouth Electric 
Company, New York City 

Spang Distributor: J. A. Edwards and 
Company, New York City 


g 
o 
Z 


si SPANG-CHALFANT 
GPANG Tas See ee 
CONDUIT WO GATEWAY CENTER, Pi 
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1. @ BB So big, in fact, that our 


junction box manufacturing facilities are located in a new 
35,000 square foot plant. Here, in a modern building, 
are men, equipment and space to fabricate a com- 
plete line of surface and flush-mounting 

junction boxes for every application 

and requirement. A large stock is 

maintained at all times for 

speedy delivery. Your 0. Z. 

distributor is now in a 

better position than ever 

to fill your needs. 


Modern equipment for fabricating junction boxes in this 
O. Z. box pliant means greater efficiency for us .. . better 
service for you. 


Greatly increased stock assures a constant supply of 
standard junction boxes and speedy processing of your 
orders. 


ELECTRICAL MANUFACTURING CO., INC. 


262 BOND ST. « BROOKLYN 17, N. Y. 


CAST IRON BOXES + SOLDERLESS CONNECTORS 
CABLE TERMINATORS * GROUNDING DEVICES 
POWER CONNECTORS + CONDUIT FITTINGS 
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FOR TOP SALES, AMPLEX 
brings you today’s 
complete, most popular 
specialty lighting line 


roves superior to all 

' ; AMPLEX SPOTS AND FLOODS 
similar units in ae , 
flexibility, in adaptability og he 

in styling, in finish 

And Swivelites have 

positive, finger-touch 

positioning... ventilated 

Vorerel Bie) @lotmlevetel oe 

bulb life. Write us 


today for full informatior 


AMPLEX 


AMPLEX STREET LIGHTING 
& TRAFFIC SIGNAL LAMPS 


Widely used by n 
tres and public u 
to withstand sf 
Fic naintair 
output. Complete includes Weather 


proof Street Lighting Lamps 


AMPLEX HI-BAY REFLECTOR LAMPS 


New R-57 Hi-Bay long-life 
lamps with pure silver sealed 


\ beom retiector never need 
X-/ cleaning. Also full line of di 





rect, concentrator ond indirect reflector 


lamps 


AMPLEX “HI-HAT"’ RECESSED FIXTURES 


mm Designed for recessed mount 
| ing Amplex Hi-Hat units 


FF rr ond Swivelites are an ideal 


Cm > combination. “Hi-Hats’ have 


plaster rings for concealed anchoring 
and support. Available with louver or 


open bottom 


Other Amplex products are: Incendes 
cent, Fluorescent, Sealed-Beam Reflec 
tor, Infra-Red, Rough Service, Mercury 
Vapor Lamps; Photoflash Bulbs; Dis 
play Lighting Accessories 


Be sure to visit us at the 
N.A.E.D. Convention .. . Booth 5, 
Convention Hall, Atlantic City, 

June 6-10. 


WRITE FOR FULL FACTS. AMPLEX CORPORATION, DEPT. A-5S. 111 WATER ST., BROOKLYN 1, N. Y. 
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INCH-MARKING . . . an exclusive 
sales feature that teams up with the 
ELECTRUNITE Bender for easier 
fabrication and installation*. 


INSIDE KNURLING .. . another 
ELECTRUNITE exclusive*. By actual 
tests makes wire-pulling easier. 

*In sizes 2", %" and 1”. 


METAL TUBE PLASTIC ARMOR 


A NEW ITEM TO SELL . . . a door- 
opener for your salesmen . . . longer- 
lasting ELECTRUNITE “Dekoron®- 
Coated” E.M.T. and Conduit for 


*In sizes 2", %" and 1”, 
severe-corrosion locations ...an 
ELECTRUNITE exclusive. 








Visit Our Booth No. 343, 
NAED Convention, Atlantic 
City, in June. 














ACCEPTANCE ... first in preference 
by brand name in unbiased surveys 
- an ELECTRUNITE 

feature. 


BENDING INSTRUCTIONS... 
for your customers’ convenience 
- an ELECTRUNITE extra. 




















up your sales with these 


ELECTRICAL 


Republic “Inch-Marked" “72sc Exclusives 


Here are five things to talk about. Five big selling points that 
help bring customers to you for Republic Electrical Metallic Tubing, 
as well as their other electrical items. 


We have more help, too. Folders, catalog inserts, ads, bending 
instructions for the Republic bender. Call your Republic Sales 
Office and get this material working for you. 


REPUBLIC STEEL CORPORATION 


Steel and Tubes Division 
215 East 131st Street, Cleveland 8, Ohio 


GENERAL OFFICES ° CLEVELAND 1, OHIO 
Export Department: Chrysler Building, New York 17, New York 


REPUBLIC 
ELECTRUNITE E.M.T. 
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NEW MURRAY "PJ LINE 
CUTS COSTS...SAVES TIME! 


MURRAY FUSIBLE PJ" LINE OF SIX 


The attractive, low-cost PJ line is designed to help 
you handle increased loads on home, farm and 
commercial jobs with a minimum of equipment. With 
only six basic panels you get full-line versatility for 
almost any combination of light, appliance and power 
circuits. Minimum-stock line also means easier 
ordering and stocking for you. 


This 60-amp fusible equipment comes with 3 or 4 pull- 
outs and 4, 6 or 8 branch circuits, in series or parallel 
Handles almost any load combination. Panels have dead 
front construction, are finished in attractive baked-on 
grey Melamine. Famous Murray quality throughout 


Putting up PJ panels is clean, fast work with 
installation time cut to the bone. There are plenty of 
clean-cut, easy-to-remove KO’s just where you want 
them. Plenty of knuckle room, too. And no wire 
fumbling — you’ll find high quality solderless connect- 
ors on all terminals conveniently located. Surface 
hook-on cover saves extra time. 


In every way, Murray PJ panels are ideal for low-cost in- 
stallations. Your Murray wholesaler has them now. Lay in 


a supply today and be ready for any job that comes along. 
Everything: Main, Lighting & Appliance, and Power 
circuits—complete in one compact box. Everything goes 
up at one time. Note special sealable compartment con- For complete details and wiring 
taining one pullout—ideal for separate rate off-peak diagrams, ask your wholesaler 
water heating. Barrier removable when not required for Bulletin 231, or send the 
coupon in. 


coupon 


Murray Manufacturing Corporation, 1250 Atlantic Avenue, Bkiyn. 16, N.Y. 


Gentlemen: Please send me Bulletin 231 on the new Murray PJ series of distribution 
panels. 





1250 Atlantic Ave., Brooklyn 16, N. Y. 

Service Entrance & Meter Equipment + Fully 

Magnetic Circuit Breakers * Switches (Types A, 

C & D) * Current Limiting Reactors + Crows’ ie 
Nest Aerial Ladders — <a «= ‘ 


COMPANY 





. NAME 


ADORESS 
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YOULL MAKE MONEY 


And Satisfy All Your Customers 
witH ACME ELECTRIC 


TRANSFORMERS 








STEPDOWN TRANSFORMERS 


Designed to permit operation of standard 115 
volt, 50/60 cycle electrical equipment or appli- 
ances from a 200/240 volt source of supply. 
Available in sizes from 85 watts to 2000 watts. 
Write for Bulletin 179. 








Everywhere today, industrial and commercial building 
are using more and more transformers to provide better 
service from electrical equipment and to fulfill a multi- 
tude of special applications. Acme Electric has kept pace 
with the growing demand by designing and producing 
the widest possible variety of transformer types and 
sizes . . . each one right for the job. Sales possibilities 
for Acme Electric transformers are practically unlimited. 
Acme Electric transformers have an outstanding, proven 
record of dependability, performance and long life. To 
increase your transformer business and insure the com- 
plete satisfaction of all your customers, know and sell! 
the Acme Electric line. 

In addition to the popular lines of transformers shown, 
we also manufacture transformers for a wide variety of 
electronic applications, machine tool contro! transformers, 
warp-stop transformers, dry-disc type battery chargers, 
isolating transformers, voltage regulating transformers, 
insulation breakdown testers and safety transformers. 


AIR COOLED DRY TYPE TRANSFORMERS 


industrial type in sizes from 1/10 KVA to 225 
KVA, single phase and from 3 KVA to 500 KVA, 
three phase. All standard primary voltages 600 
and below. Supplied in class A ond B insulation 
designs. Write for Bulletin AC185. 








OIL BURNER IGNITION 
TRANSFORMERS 
Heavy duty design for dependable performance. 


Available in a variety of mounting designs to 
meet most installations. Write for Bulletin 17187. 


LUMINOUS TUBE TRANSFORMERS 


Available in a complete range of capacities and 
voltages in designs suitable for neon signs and 
cold cathode lighting installations. Bulletin 198. 


COLD CATHODE BALLASTS 


CONSTANT LIGHT OUTPUT BALLASTS — Counter- 
act line voltage fluctuation; compensating watt 
increase aut tically intains maximum light 
output of aging lamps. Write for Bulletin CCB193. 
VARIABLE LIGHT OUTPUT BALLASTS—when used 
with Acme Electric Voltrol, permits adjustment 
of lighting level over a range from 30 to 100%. 
May be regulated to dim lighting up to 70%. 
Write for Bulletin CCB191. 











BOOST & BUCK TRANSFORMERS 
Correct low voltage conditions, maintains top 
operating efficiency of air-conditioning compo- 
nents. Provides 230 volt secondary from 208 
volt single phase source. Bulletin BB199. 


Aeme ail 


ac. 








BELL RINGING, 
CHIME SIGNALING TRANSFORMERS 


Designed and built for performance —not price. 
These inexpensive transformers are built with 
the same quality materials as large air cooled 
power transformers. Bulletin K184. 








VOLTAGE ADJUSTORS 


For the manual regulation of a high or low 
voltage condition to the normal voltage required 
by the electrically operated equipment. Avail- 
able in sizes from 150 watts to 10 KVA. Write 
for Bulletin VA180. 





ACME ELECTRIC CORPORATION 


Main Plant: 


675 Water Street ¢ Cuba, N. Y. 


West Coast Engineering Laboratories: 1375 W. Jefferson Bivd., Los Angeles, Cal. 
In Canada: ACME ELECTRIC CORP. LTD. © 50 North Line Rd. © Torento, Ont. 
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| LAMP CORDS 
HEATER CORDS 
PORTABLE CORDS 
POWER CABLES 
FIXTURE WIRES 
APPLIANCE WIRING 


THERMOSTAT WIRE 


a= 


a Lh 


we bYy ROYAL... a 


x you can't sell better. 


ROYAL ELECTRIC COMPANY, Inc. 
PAWTUCKET @ RHODE ISLAND 


Manufacturers of WIRE * CORD SETS * FUSES 
WIRING DEVICES * DECORATIVE CHRISTMAS LIGHTING 
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LARGER SURFACES 
for the WRENCHES ~ a good-sized 
HEX Top and Bottom 


SWE 


The men who use connectors appreciate the Connectors, Terminals, Grounding Clamps, and 
better design of the Penn-Union - - especially many more fittings . . . every one thoroughly 
when they have to make a splice in close dependable, mechanically and electrically. Pre- 
quarters, or any unhandy location. ferred by leading users, who have found that 
Better Design is a feature of the entire Penn- “Penn-Union" on a fitting is their best 

Union line, which includes Tees and Taps, Straight guarantee of unfailing service. 


Sold ty Leading Wholesalers 
PENN-UNION ELECTRIC CORPORATION, Erie, Pa. 


Canada: Dominion Cutout Company, Ltd., 250 Richmond St. West, Toronto 
%e Complete Lac of Couductor Fittings 
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Here are your answers to 2 IMPORTANT QUESTIONS 


about Industrial Lighting Units 
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WHY are 


RLM Specifications 
Important to me? 


RLM Specifications fur- 
nish you with basic, 
nationally-accepted 
minimum standards of 
efficiency, design, performance and quality in 
industrial lighting equipment. This latest-edition 
52-page RLM Specifications Book puts all 21 
RLM Specifications at your fingertips, complete 
with coefficient of utilization tables and candle- 
power distribution curves. In addition, there 
are four pages of reasons why RLM Specifica- 
tions are important to everyone who buys, sells 
or specifies industrial lighting equipment. Send 
for your COMPLIMENTARY copy of the RLM 
Specifications Book ...there is no obligation! 











ANSWER: 


— 





WHO makes 


RLM-Labeled Units 








| want to Specify? 





As shown by this chart, 
which is also included 
with the RLM Specifica- 
tions Book, there are 29 
different manufacturers who make rum-labeled 
lighting equipment. Each rtm Unit must con- 
form to the minimum performance and quality 
standards required by rLM Specifications. How- 
ever, every manufacturer is free to incorporate 
his own special features, construction refine- 
ments and operating advancements — such as 
sockets, control equipment, wiring, etc. Send 
for your FREE RLM Book for more details. 
RLM Standards Institute, Suite 817, 326 West 
Madison Street, Chicago 6, Illinois. 


ANSWER: 


AM: STANDARD SeINSTITUTE 


A AE OLR ALD OR NRE CG IE ACE ES EEN IIIT eo a RRR 
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Actually, there are 75 different 
types and sizes of RLM-labeled 
Lighting Units. Each red dot 
on this chart indicates that the 
manufacturer makes at least 
1 or more sizes covered by the 
particular rim Specification. 


Key to Spec. Nos.: 
INCANDESCENT UNITS: 


. Dome (100-1000w 
. Deep Bow! (100-1000w 
Sym. Angle (100-1000w 
High Bay (500, 1000w 
Porcelain Enameied 
18. Glasstee! Diffuser 
200-1 iw) 
40. High Bay Aluminum 
500, 1000w) 
FLUORESCENT UNITS: 
Closed-End Reflectors: 
5. 2-40w lamps, 48° 
6. 3-40w lamps, 48" 
7. 2-85w lamps, 60” 
22. 2-40w w/shield, 48” 
Open-End Reflectors: 
2-40w lamps, 48° 
3-40w lamps, 48° 
2-85w lamps, 60° 
. 2-40w w/shield, 48° 
8. 2-58w, 72° 
ex 
, 96" 
, 96° 


Semi-Direct Units: 


Chart as of Jan. 1, 1954 











New Sylvania IC Fluorescent Fixtures meet highest standards 
of new Thomas Jefferson Junior High School, Clairton, Penna. 





N planning this handsome new junior high school, educational ap, 
thorities, architects, and lighting engineers agreed that the néw 
Sylvania IC Low-Brightness Fluorescent Fixtures with 42° crosswise 
shielding met their strict requirements for uniform light distribution, 
quick easy installation, low maintenance, and attractive appearance. 


On the subject of installation and good business, 

Mr. George W. Hiles, the Electrical Contractor for 

this job, wrote: “We are glad we used Sylvania Fix- 

Notice the soft, well-diffused light provided by these tures on this job. We saved ourselves a lot of time 
Sylvania IC Low-Brightness Fluorescent Fixtures in because they are so easy to install. One day, using 


these modern classroom installations. Architect: Joseph aif ti i é a ie 
Hoover, Hoover Building, Pittsburgh, Penna. Electrical 8 men, we installed 114 fixtures. Another good fea- ; 


e ’ °_9 ° . ; 
Eagiacer: Blweed S Towers, investment Golldine, ture is Sylvania’s guarantee that covers their fix- . 
Pittsburgh, Penna. tures and lamps during the period we service the 
over-all job. The way we figure it, we’re ahead of . 


competition every time we use Sylvania fixtures.” 
Let us give you full information concerning the 
many advantages of Sylvania’s new line of IC Flu- 


orescent Fixtures. For illustrated folder simply ad- George W. Hiles 


dress Sylvania, Dept. 4X-2705, today. Hiles & Lightholder Co. 
Electrical Contractors 
Canonsburg, Penna. 


SYLVAMA 


Sylvania Electric Products Inc., 1740 Broadway, New York 19, N. Y. 





In Canada: Sylvania Electric (Canada) Ltd., University Tower Bldg., St. Catherine Street, Montreal, P Q 


RADIO ELECTRONICS TELEVISION 
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three tapes 


--- one quality 


FRICTION 
( & ( % | 5 iL [ od [ [ Get the most “coverage” for 
your money with tape thot goes 


further . . . say Gold Seal. 


«cat Ub Clx 
~ op Sal 
ccll RUBBER Ms 


<_< 
Get the splicing compound = 
that sticks fost, speeds the job... 
say Gold Seol. 


PLASTIC Get Gold Seal quality in 
plastic electrical tape. Highly elastic, it “flows” on 
to cover any surface snugly. Neat, thin wrapping 
gives all needed dielectric on most jobs. Sticks on — 
stays on — resists sunlight and weather — defies 
water, oil, solvents. Single 60 ft. rolls, cellophane 
protected, are packed in round metal cans. “Tape-saver” 


20 ft. rolls, sized to meet average job needs and ~g 


“swing” easy in tight places, are packed in 10-roll Es ® 
\ 1¢ 
A L® QA\Y Erecte 





Handy Pack containers. Sample free on request. 
Jenkins Bros., Rubber Division, 100 Park Ave., New York 17. 


- wit! 
1% rous we" * 
20 #r. 1o” 


JENKINS 





~ 
FRiporrort co" 
FRICTION * RUBBER * PLASTIC 
Also Diamond Seal Friction and Rubber 
Tapes made to ASTM Specifications. 


Products of Jenkins Bros. — mokers of 
famous Jenkins Valves. 
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PROTECTS Apartment and Home from 
.-» UNWANTED CALLERS iD 














BEAUTY and PROTECTION 
for EVERY APARTMENT 
and HOME 


More than just a handsome, melodious, 
double tone door chime . . . SNAPIT Vu-All 
incorporates a remarkable development in 
optical engineering that allows the resident 
to easily see who is calling without fear of 
being seen. The resident simply looks 
through the magic-like wide angle lens to 
see who is at the door. 


The $NAPIT Vu-All features a handsome 
brass colored front piece with a name plate 
holder and luminous push button, as well 
as a decorator styled chime case. Easy in- 
stallation, no batteries or wiring needed. 


Vu-All opens a market of thousands of 
apartment house residents and home owners 
who want the beauty and protection that 
VU-ALL has to offer. 


ALSO AVAILABLE 


... SNAPIT Y 
i, Df iif 


NON-ELECTRIC DOOR CHIME 


in styling and quality the same as the Vu-All illus- 
trated above only without the magic-like viewer 
lens. All mechanical, no wiring or batteries nec- 
essary. 


CABLE ELECTRIC PRODUCTS, INC. proviwence 7, r. 1. 


ELECTRICAL WHOLESALING—May, 1954 





WALTER G. STACKLER 
President, Long Island 
Home Builders Institute. 


VENTILATING FANS ARE 


‘ i] "7 
. ® 
LEONARD L. FRANK f> : i 
Member, Executive 


Committee, NAHB. 
Chairman, 1953 NAHB 


—= > THEIR “TRADE SECRETS” HOUSES! 


““We do not look upon a kitchen 
ventilating fan as an ‘extra’. 

To us, it is standard equipment 
because it helps sell houses 

and is an integral part of modern 
interior design, particularly now 
that open planning of rooms 

is so popular. 

We have used Fasco Ventilating 
Fans in more than 700 homes 

in all price ranges from $8,900 to 
$25,000, and the fan is 

currently a feature in all our 
“Trade Secrets’ Houses.”’ 











WALTER G. STACKLER 
LEONARD L. FRANK 


The compact yet roomy 
kitchens are features 
in the Long Island 
“Trade Secrets” houses 
being built by Stackler 
& Frank in their new 
$35,000,000 planned 
community of Mid- 
Island Park in Hicks- 
ville, Long Island. 





Model 847-1047 OUTSIDE WALL 
VENTILATING FAN 


erensmes auvouaneiity—rdeme Gata, dent When quality counts with quality builders, they all turn to Fasco 


opens, fan starts; pull chain, fan stops, door closes. Ventilating Fans. Follow the lead of Walter Stackler and 


Weather-proof, insect-proof, and rust-proof. De- , 
signed for outside walls 4%” to 15” thick. Builders Leonard Frank. If you plan to build 10 houses .. . or 1000 


everywhere are adopting this sturdy, efficient, low . A 
cost ventilating fon. 847, 8” blade, 475 CEM; houses in 1954 ... your best buy is always Fasco. Learn why 
1047, 10” blade, 650 CFM. Fasco is America’s most popular ventilating fan. See your 


electrical contractor or write today for full information, 


KY LL) SPECIFY FASCO ror every VENTILATING FAN INSTALLATION 


INDUSTRIES, INC. (Gay 
\ 


45 Augusta Street Rochester 2, New York 
MANUFACTURERS OF THE ONE COMPLETE LINE OF VENTILATING FANS 
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HERE IT IS! 


the first NEW socket design in years 


Levolier PHENOLIC SOCKET 


New push button 
Levolier switch 


mechanism 


new 


4100-PB 


4100-FL 


_— 


~*~ 
Extra heavy case 
of impact resisting 


molded phenolic, 


_ . 
wr tne 


/ Lamp base screw 
shell .006"' heavier 
than standard 


Easy to wire 
Two piece housing 
screws together 


styling — new safety — new dependability 


Combining modern functional styling with utmost dependability, this new McGill 4300 
Series Phenolic Socket readily fits all modern plant and electrical equipment require- 
ments. It has a double thick cap and casing of impact resisting molded phenolic 
enclosing the proven LEVOLIER switch mechanism with a new push button action or 
the well known universal lever. 

Levolier molded phenolic sockets use a two piece housing that screws together at 
the lever for quick opening and easy accessibility to side terminals. 

Its screw shell is .006” heavier than standard, has special high conductivity bronze 
contacts, and is rigidly supported in the housing. Models include 14”, 3”, 14” and 
pendant caps. 

The new 4300 series has dependability and lasting quality not available in any ordi- 
nary socket marketed today. This 600 watt 250 volt socket defies replacement in 

rugged industrial service and saves its cost many times over by elimi- 
nating maintenance labor and production time losses. 
It conforms to all modern safety regulations and is Underwriters’ 
Laboratories Inspected. 
a 


Send for Bulletin S-54. This descriptive Bulletin 
describes the complete line of McGill Heavy Duty 939'2 


Sockets. Send for your copy today. 


MSGILL 


The new push button . electrical specialties 
mechanism is available 
also in the LEVOLIER 


4100 series sockets with McGILL MANUFACTURING COMPANY, INC. 


double walled brass cap 


and casing. 250 N. Campbell St., Valparaiso, Indiana 
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CAROL FLEXIBLE CORDS ARE 
BUILT BETTER TO LAST LONGER 


Our booth number is 509—we would be happy to see you. Conductors are cabled 


DIVISION OF THE CRESCENT CO., INC., PAWTUCKET, RHODE ISLAND 
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We know what a portable cord has to go 
through in service. So we build life and 
durability into Carol Cords—by giving 
them the best in materials and workman- 
ship. Here’s just a part of the quality 


story behind Carol wire and cable: 


Laboratory contro! constantly protects the 
uniformity of specially compounded 


Carol insulation 


Modern production methods like this 
continuous vuicanizer, transform highest 
grade materials into precision-made 


cable products 


Write to us today for our com- 
plete catalog, listing Carol Port- 
able Cords and other wire and 
cable for electrical, electronic and 
welding applications. 


Carol Flexible Cords are 

made of stranded con- 

ductors of soft annealed 

copper, paper served 

and individually insulated 
At the N.A.E.D. Convention June 6-10 with rubber compound. 
with cushioning jute to 
perfect roundness, and 
jacketed in tough Caro- 
prene’ or rubber. 2, 3, 
and 4 conductors, 18 to 
10 AWG. 





N/ ows fe) sant 


more Tomic \ae> 


RICAL ‘Fay su 
IP s 
cin MENT 


sales for you.. [= 


in our stepped-up Advertising 
to your contractor-customers! 


Year-in and year-out on a regular sched- 
ule, Tomic ads in America’s leading 
electrical trade magazines, tell and sell 
your customers on the advantages of 
Tomic Thinwall Connectors and Couplings 
and other Tomic products. These ads, now 
in more magazines than ever before, 
work for you as your salesmen! They’re 
always on the job, creating a demand 
for Tomic. You can cash-in on this pre- 
sold market, by now stocking the com- on peer ? : . « . plus ads in special 
plete Tomic line! ner electrical publications 


\ 
more Tomic ae 


for you... 


new, larger facilities to handle 
the greater demand for Tomic! 


NOW AVAILABLE FOR IMMEDIATE DELIVERY— 


@ Thinwall Connectors @ Romex Connectors 
and Couplings @ Fixture Extensions 

@ Range Cable Connectors @ Lock Nuts 

@ Box Holders @ Nipples 

@ Reducing Bushings @ Split Adaptors 

@ Conduit Plugs ®@ Watch for 

@ Romex Strippers additional Items 


TOMIC SALES & ENGINEERING CO. 22%Hs"cen aye 
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THE DOOR 


iS ALWAYS 


OPEN 














TO THE MAN WHO SELLS 


ROCKGESTOS 


WIRE AND CABLE 


Practically everywhere you look, there’s a pros- 
pect for Rockbestos Wires and Cables. In Steel 
Mills, Coal Mines, Manufacturing Plants, Com- 
mercial and Industrial Buildings. 


Wherever there’s a “hot spot’, A.V.C. is 
needed to assure safe, dependable service. Or 
corrosive fumes, oil and grease — A.V.C. is built 
to take it. Or a capacity shortage — A.V.C. car- 
ries from 30 to 50% more current, size for size 


... lets you increase capacity without increasing 
cable size. Saves customers the cost of buying 
and installing new conduit. 


And the door is always open in these plants to 
the man who sells Rockbestos. Prospects know 
the name Rockbestos as the first company to 
make asbestos insulated wires . . . the only com- 
pany that specializes in solving their difficult 
wiring problems. 


ROCK BESTOS pPrRopucts corp. 


NEW HAVEN 4, 


CONNECTICUT 


NEW YORK « CLEVELAND « DETROIT « CHICAGO 
PITTSBURGH « ST.LOUIS * LOS ANGELES « NEW ORLEANS 


OAKLAND, CALIFORNIA «© SEATTLE 
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Ave 


(N.E.C. TYPE AVA) 


Outer Felted 
Asbestos Woll 


Varnished 
Cambric 


inner Felted 
Asbestos Wall 


EN OY St be 


ple eer ers ra 


ad 
eRe 


* 


Pe 
—, 





GET EXTRA VOLUME FAST 
WITH GREENLEE 
TIMESAVING TOOLS 





Greenlee Hydraulic Conduit Bender 


Easy to sell because it’s the mumber one choice of 
electrical workers. Conduit installations go faster 
.. . neat, tailor-made jobs result every time with a 
GREENLEE Bender. Many owners report labor sav- 
ings from 50% to 90%... and the cost of many 
manufactured bends and fittings is eliminated. For, 
with the GREENLEE, one man in but minutes makes 
smooth, accurate bends in pipe up to §$”, rigid and 
thin-wall conduit, tubing and bus bars. Compact 
and portable, the Greentee Hydraulic Bender can 
be easily and quickly moved for on-the-job bending 
exactly where and when wanted! Users say it often 


pays for itself on the very first job. 


oe *HOoOoooe- 
et - a Se 
SE oo Ast 
Boring Tools 
Knockout Punches and GRi 
Hydraulic Punch Driver a 
( k, casy way to make knockout enlargements 
for 4" to 4” conduit. Simply inserte GREENLEE 
Knockout Punch in knockout 
t n with an ordinary wrench wr 2 v 
Benders for Tubing seer, aeecticaliy eMlotdecs coerasion, de o 
with powerf portable GREENLEE 


a ate small-rad is (up to : 
. Hydr Driver shown below. 


g or 


tto conduit 


Cable Puller Easy-operating, compact 
unit fo 0 p ip Pose i j 

and mod b ¥ companion tools to GREEN- for p g wit ) t » loosened 
LEE Hydrau Jenders for quickly tom mak- hangers. Attachment available for concealed con- 


ing”’ complete conduit installations right om the job, duit work 








TOOLS FOR CRAFTSMEN 


OTHER GREENLEE TOOLS THAT BOOST SALES. . . Joist Borers @ Spiral 


Screw Drivers @ Automatic Push Drills @ Hydraulic Pipe Pushers @ Chisels and Gouges @ and many 
i g 


more. Get complete sales facts, catalog pages, prices, etc. Write Greenlee Tool Co., 1845 Columbia 
Avenue, Rockford, Illinois, 
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25-year-old 
Manson tape 
exceeds ASTM specs 


A railroad electrical engineer ques- 
tioned us the other day in reference 
to the lasting quality of our Okonite 
and Manson Tapes. This recalled a 
letter we received a few years back 


from a man who had bought a roll 
of Manson tape 25 years before. 
His letter said: 

“There is not much left on this 
roll of Manson tape, but I have 
been pulling a little off this roll for 
25 years...I have the original tin 
box and always keep the tape in it 
and the little bit that is left is st‘ll 
good.”’ And he enclosed what was 
left of the tape. 

We couldn’t make all the ASTM 
tests because of the small amount 
left. But we made a tensile strength 
test and found that the sample 
tested about 25% above the ASTM 
minimum. Jt also withstood the 
ASTM dielectric strength test of 
1000 volts without breakdown. 

There are lots of case histories 
like this in our files. Remember, 
when you specify tape, you really 
want protection for the weakest 
part of the cable. Your best security 
is in the best tape. 

Economy in tape is a long-range 
proposition. Okonite and Manson 
tapes will keep the splice tight and 
waterproof longer than ordinary 
tapes and consequently will help 
cut down high maintenance costs. 
It’s “spliced for life’’ when you use 
Okonite premium quality tapes. 

Why not send for a set of in- 
struction sheets, WH-5678; you’ll 
find them helpful. 


Made by 
THE OKONITE COMPANY 


PASSAIC 4 NEW JERSEY 
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AVAILABLE 
THROUGH 
AUTHORIZED 
DISTRIBUTORS ONLY 





This is the 
musical 
knocker 


The original non-electric door chime 





Yes, the original non-electric door chime and 
always the best, with three fine models available. 


The “Suburban” Musical Knocker for private homes 
combines tonal beauty with decorative appeal. 


For apartments, the “Metropolitan” model 
with one-way mirror peephole lets tenants 
see who is calling without being seen. 


And for either homes or apartments the “Universal” 
push button model provides flexibility 
by mounting on door frame as well as on door. 


All models sound two resonant chime notes, 
without electricity or wiring. 


You can sell Auth Chimes knowing that they are 
the choice of leading housing developers. For 
your copy of Auth’s handy Chime Catalog No. 
110D write to: Auth Electric Company, Inc., 
Long Island City 1, N. Y. 


srers of audible 
push buttons, annun 
ers, telephones, 
il boxes, and complete 
znaling systems for hospitals, 


“Suburban” “Universal” “Metropolitan” 
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P&S 3836 








A Complete Line... 
Receptacles, Caps, Cord Sets 


with 
L-Shaped Grounding Slots and Blades 
Designed for Quick, Easy Wiring 


P&S 3835 


“Lay-in” type pressure terminals on both flush and 
surface receptacles. No loose pieces to be handled 
or misplaced. 


P&S 3836, surface receptacle, has 34” and 1” rou 
knockouts for conduit in bottom and back, and is avail- 
able in brown or white (3836-W). P&S 3835 is de- 
signed for mounting on standard 4” box, with P&S 
3848 Ivory-X or P&S 3849 Chrome-X plates. 


Cord grip caps are heavily armored and finished 
to resist corrosion. Sturdy P&S 9339 cord set is non- 
separable, molded rubber type with three No. 10 
wires. 


P&S 9331 


Cash in on the increasing demand for dryer and 
heater connections with these new P&S devices. Place 
your order on your P&S distributor today. 


For complete catalog, write Dept. W , 
peouate\ P&S 9339 


we 
\ THE KEY TO ELECTRICAL LIVING } 
Sy Approved by 
Underwriters Laboratories 


PASS & SEYMOUR, INC. « SYRACUSE 9, N.Y. 


OFFICES: 71 Murray St., New York 7, N. Y. 1229 W. Washington Blvd., Chicago 7, Ill. 
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IF GREATEST NAME IN! ELECTRICAL WIRE AND CABLE 


_ 
s ins i 
" 


a 


Everything being equal 


IT’S THE SERVICE THAT COUNTS: 


It is the simple objective of General Cable service 

to make our products both easy and pleasant for 
you to buy. We do it with more than 650 courteous, 
well-informed distributors. We do it with over 

600 stock distribution points and 12 warehouses. 

We do it with 27 sales offices, plus 14 helpful resident 
salesmen. We do it with 6 strategically located 
manufacturing plants. This is a combination 


unmatched in the industry. We invite you to try it! BARE, WEATHERPROOF, INSULATED WIRES 
and CABLES FOR EVERY ELECTRICAL PURPOSE 


GENERAL CABLE CORPORATION 420 Lexington Avenue, New York 17, New York 


Sales Offices: Atlanta * Buffalo « Cambridge (Mass.) * Chicago * Cleveland * Dallas ¢ Detroit * Greensboro (N.C.) * Houston 
Indianapolis * Kansas City * Los Angeles * Milwaukee * Minneapolis * New York * Newark (N. J.) ¢ Philadelphia « Pittsburgh * Port- 
land (Ore.) * Rome, N.Y. ¢ Rossmoyne, O. (Cincinnati area) ¢ St. Louis * San Francisco * Seattle ¢ Syracuse * Tulsa * Washington, D. C. 
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BUCHANAN pres-SURE-connectors offer distributors these profitable 
sales-producing advantages— 


, 
a = 
cS 
: 3 


SS 

S 

— 

X 

Me 
5 
bead 
= 
on 
= 
bore 
.. 
a. 


SUPERIOR PRODUCT—The only line that provides for all circuit wir- 


ing with a single tool—new improved light-weight pres-SURE-tool with 
exclusive 4-way crimp splices everything from two 18's to three 8's or 
two 6's and terminates everything from a 16 to an 8. Tool and fittings 
are completely engineered for maximum performance over a maxi- 
mum range—quality proven through millions of installations. 


TREMENDOUS MARKET—All of your customers do wire splicing 
and terminating, and each of them is a pres-SURE-connector user or 
prospect. The more than 100,000 Buchanan pres-SURE-tools now in 
daily use in construction wiring, plant maintenance and equipment 
manufacture mean automatic sales of millions of fittings—year.. . 
after year... after year. 


UNIVERSAL ACCEPTANCE-—For nearly 10 years—the recognized 


standard of excellence.—Approved by all important inspection 
authorities . . . specified by leading architects, contractors, and 
consulting, design and maintenance engineers . . . and preferred by 
the electricians themselves. 


Quality products—sturdily packaged— 
attractively labeled — priced right — avail- 
able on prompt delivery—and sold only 
through recognized electrical distributors 


Complete sales assistance through thirty- 
six factory-trained sales representatives — 
backed up by national and regional ad- 
vertising and trade show participation 
Catalogs, Price Bulletins, Stuffers and 
Counter Displays available. 


if you are not handling Buchanan pres-SURE 
4 4 connectors write for full particulars now 


— ae f 
L 


ELECTRICAL Propucts CORPORATION 
HILLSIDE, NEW JERSEY 


Also manufacturers of—“Heavy-Duty” terminal blocks—“Bushend” insulated conduit bushings—"Snap-Action” knockout plugs 
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Your connection with... 


F 


BIGGER SALES ...HIGHER PROFITS 


... providing safe 
dependable connections 
under severest conditions 
of vibration, motion or 


accidental pull-out. 


LEw-o -LOCcCK 


DEVICES 


These new LEV-0-LOCK devices incorporate 
every up-to-the-minute advance in design and 
engineering. Just a turn of the cap provides 

a secure connection that will not shake loose 
. .. that assures uninterrupted power flow. 
LEV-0-LOCK devices are a must for factories, 
offices, farms, ships; in the operation of portable 
power tools, machinery and office equipment. 
New features include double wiping contacts 
in all receptacles, made of heavy gauge 
phosphor bronze. Extra large terminal screws 
and ample room make wiring fast and easy. 
Rigid quality control from raw material 

to final inspection is your assurance of a 
superior product. Send for bulletins LL 

and NPB 16. 


MANUFACTURING COMPANY 


LEV-O-LOCK devices are available in 2-3-4 wire caps, connectors and recep- Brooklyn 22, N. Y. * Chicago and Los Angeles 
tacles in 10 and 20 Amp ratings. Approved by Underwriters’ Laboratories. LEVITON (CANADA) LIMITED, MONTREAL 
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INDUSTRIAL 
LIGHTING 
UNITS 


hy 


swivelier 


THE NAME 
THAT MEANS 
‘‘Adjustable 
Lighting At 
Its Finest!’ 


LOOK FOR THE SWIVELIER TRADEMARK 
ON EVERY SWIVELIER PRODUCT! 








/ SWIVELIER Adjustable 


COOLITES 


STAY COOL 
Using 100-Watt Lamp 


COOLITE SHADE 





LOCKED-IN SPRING-TENSION 
Prevents Dropping Down 
or Working 


Lo a A 
(} CUTS MAINTENANCE iN 


COSTS! \ 


| 4 
rs Switch Easily — at 
“%% Removed and Replaced too hot 


to handle” 





SWIVELIER FLUORESCENT 


Ocextra-(ites 


Adjust to any position 








For... 
desks, 
assembly tables, 
drafting boards, 
inspection tables, 
repair benches, 





etc. 





Made with the 
UNIQUE, SPRING-TENSION SWIVELIER SOCKET 


vm 


< 
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UNIVERSALLY *, N 


ADJUSTABLE 


2 
Aca 


-_ 








“STAYS PUT... 
AT ANY ANGLE!" 


~~ <= 


90° 360 © ALL WIRES ENCLOSED 


Write: Dept. EWS for Bulletin 134. 
SEE SWIVELIER AT BOOTH 532—-NAED CONVENTION 


SWIVELIER COMPANY, Inc. 
43-34th St., Brooklyn 32, N. Y. 
Showroom: 30 Irving Place, New York 3, N. Y. 





Reminiscences (cont.) 





Steinmetz Needed Money To Pay Rent 


(Continued from page 90) 


tions were over, shaking their heads: 
“Imagine, a piece of metal that talks.” 
I guess it was startling, just like color 
television is today. 

* * * 

Around the beginning of the 1880's, 
Edison was having labor trouble at 
his Edison Machine Works where we 
made the underground tubes and tele- 
phone cable and armatures for gener- 
ators. This was about the time the 
Knights of Labor was active in labor 
circles. One day McDougall (super- 
intendent at that time of the Edison 
Machine Works at Goerck Street) 
called a meeting of all the workers and 
told us that we were succesful in our 
demands. “You'll win,” he said, “but 
inside of two years we'll be out of 
New York.” Darned if he wasn’t right. 
In about that length of time the Ma- 
chine Works packed up and moved 
to Schenectady. The city of Schenec- 
tady, I heard later, gave the Edison 
Company $10,000 for moving ex- 
penses and a hundred acre tract on 
which to build. That was a very wise 
investment because that move really 
made Schenectady and was the begin- 
nings of the General Electric Company 
as we know it today. 

* * * 

I moved up to Schenectady with the 
Works but I didn’t like it there and 
I wanted to come back to New York. 
Kruesi (John Kruesi, general manager 
of Edison General Electric Company, 
Schenectady) said to me one day: 
“Dittmar, I've got a good job for you. 
You're young. You can work yourself 
up in this company. I want you to go 
to Elizabethport (near Elizabeth, N.J.) 
and take charge of the new works we 
started there. If you do well you'll be 
able to make a mark for yourself.” 
Well, I went to Elizabethport—and I 
never worked so hard in all my life. I 
was Chief cook and bottle washer there. 
I was the engineer, I tended the boilers, 
trimmed the arc lamps between Eliza- 
bethport and Elizabeth and did the 
work of five men. One night someone 
tried to get in—I don’t know why. 
There wasn’t much to steal. Anyway, I 
figured I’m the chief cook and bottle- 
washer now. Do they want me to be 
the night watchman, too? To keep me 
happy, they gave me a dog for a watch- 
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man but before the week was out the | 


dog was killed by a train. Then I said 
that that was the last straw. I told them 
to get themselves another man and 
packed up and returned to New York 
to the meter department in Pearl 
Street. 

> ? * 

When the telephone was only in its 
infancy we had telephone connection 
between Bridge Street and Goerck 
Street for testing purposes. It was a 
very new thing at that time and every- 
one liked to talk into it whenever there 
was an opportunity. One day I picked 
it up and I heard someone speaking on 
it. The voice on the other end couldn't 
understand me—the connection was 
pretty poor. I was yelling to make my- 
self understood and this voice always 
came back with the same question 
“Who is this speaking?” After about 
three of these questions I got irritated 
and shouted: “This is E. H. Dittmar 
Who the hell is this?” He heard me 
this time and said in a strong voice 
“This is Edison.” When Edison saw me 
again he laughed and joked about our 
loud conversation and told me the next 
time I answered the telephone that | 
didn’t have to use such language. 


* * * 


I knew a lot of the old timers that 
used to be associated with Edison 
There was Steinmetz. Of course, I can’t 
forget my old friend Steinmetz. | 
knew him for years. He used to live on 
the corner of Houston and Allen years 
ago. We used to play pinochle together 
and once in a while have a couple 
schooners of beer. Sometimes he'd say 
to me: “How much money have you 
got?” I'd ask why. “I need some money 
to pay the room rent.” He was a fine 
man, that Steinmetz 

And Henry Ford. He had a different 
idea every minute, that Ford did. Only 
he made good on them. He used to 
experiment on his motor at nights at 
65th Street. There was a little machine 
shop there, and after hours he’d work 
on his experiments. He sure did make 
good on his motor. I’m sorry now that 
I didn’t take advantage of a great 
opportunity in those days. Ford needed 
$400 right away—something to do 
with a patent. He asked a friend of 

(Continued on page 154) 





Yes it's 17 years since you, the 
Electrical Wholesaler, joined us 
as a partner in our business 
through the T & B Plan. Then — 
and even more now, — we were 
convinced that the Electrical 
Wholesaler reduced the 
Manufacturer's selling cost. 
And, in so doing, offered 
substantial savings to the users 
of our products. 


By selling solely through 
authorized T & B distributors 
and by demonstrating to 
customers the way in which they 
save and serve, we have evolved 
the T & B plan as it now exists. 


T & B distributors have already 
received the plaque shown on the 
adjoining page. Issued in 

tribute to the outstanding services 
performed by the T & B 
distributor, it restates without 
reservation our pledge of support. 
for the T & B distributor. 


READ IT OVER... THINK IT OVER... 


then watch for the results of 
1954's amplified sales and 
advertising promotion for 
the T & B plan. 


~ 
~\ ie. 

=> . 5 r Ae yen) ia 
\ N. J. Mac Donald 


Vice President 


THE 
THOMAS & BETTS CO. 


Incorporated 
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INCORPORATED J 20 Butler Street, Elizabeth 1, New Jersey 
Thomas & Betts Ltd., Montreal, P.Q. Canada 


fab SS MANUFACTURERS OF FINE ELECTRICAL FITTINGS SINCE 1898 
ENGINEERED 
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4200 SERIES 
ENCLOSED 
FLOODLIGHT 


ONE-PIECE HOUSING 


% | iow 
Oe: Standard 
pnt By Past oustanding Hoadlight/ 


Double parabola reflector design for Rotates for safe servicing from rear 


1. 
2. 
3. 
4 


highest efficiency 

Gasketed with the finest materials to 
assure positive weather-proofing 
Stainless steel lens retaining ring se- 
curely hinged—nothing to slip or fall 
Spring latches assure a compression 
seal against moisture between lens as- 
sembly and reflector 


Revere lighting equipment has become the standard of comparison with quality 


6. 


with a positive rotation stop—permit- 
ting accurate return of unit to preset 
position 

Simplified wiring—sealed—cord attached 
—cannot pull out 

Heavy-duty mounting bracket galvo- 


" nized to withstand weathering 


buyers everywhere. 


The name stands for engineering skill, careful and efficient design and excellent workmanship. 
[hese factors help you sell your dealers more readily and you will reap more sales because the 
popularity of the Revere Line makes every unit move fast. 


For detailed information on Revere Lighting Equipment get in touch with us 
at once. A local representative will call on you to render personal service. 


REVERE ELECTRIC MANUFACTURING CO. 
6011 BROADWAY CHICAGO 40, ILLINOIS 
Available in Canada through et Lighting, Ltd., * Leaside, Toronto, Retest 


THE COMPLETE LINE OF FLOODLIGHTS AND POLES FOR SERVICE STATION « SPORTS 
¢« AIRPORT + STREET « OUTDOOR THEATRE « MARINE AND INDUSTRIAL LIGHTING 
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NEWS OF THE INDUSTRY 





Summit Electric Supply 


Sponsors Display Show 

AKRON, OHIO — Host company 
for a recent electrical manufacturer's 
display show held in this city was 
Summit Electric Supply Company. 
This was the first such show to be 
sponsored by an electrical wholesaler 
in northeastern Ohio. 

Among the 1,100 people invited to 
the show were 150 journeymen elec- 
tricians. It is believed this was the first 
time invitations were sent to union 
electricians for an industrial show. Ac- 
cording to Byron Beckley, sales man- 
ager of the four-and-a-half-year-old dis- 
tributor, the invitations were sent 
because journeymen electricians are 
the “contractors of tomorrow.” Their 
recommendations carry weight in de- 
termining where the contractor buys 
his electrical supplies. Attendance was 
estimated at 600. 

There were no speeches, panels or 
conferences during the informal show 
Some 20 manufacturers, who distribute 
through Summit in the Akron area, 
had display booths. 

Mr. Beckley estimated the show cost 
between $400-$500, which included 
rental of the 3,000 sq. ft. Leidertafel 
Auditorium plus refreshments. He 
thinks the investment will pay off. 
The Summit Electric Supply Company 
currently has five salesmen, who aver- 
age 10 calls per day. It is thought the 
two-day show will net the firm the 
equivalent of 5,000 calls, about three 
months of door-to-door selling. 

Until response from this show has 
been measured, it is not known 
whether the distributor will conduct 
such programs on an annual basis. 


Richmond District Houses 
Opened By Graybar 

RICHMOND, VA.—The Graybar 
Electric Co., Inc., Richmond district, 
shattered a company precedent with the 
official opening of two new branch 
house buildings during the same week. 

The new Norfolk, Va., house offici- 
ally opened the doors of its new loca- 
tion at 35th St. and Hampton Blvd. 
It had been located at 333 West 26th 
St. The second branch, the 119th to 
be opened by Graybar nationally, is 
located at 761 Planters St., Rocky 
Mount, N. C. 

Both buildings are one-story struc- 
tures, each housing office and ware- 

(Continued on page 159) 
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SOMEBODY MUST HAVE TOLD A GOOD ONE! Here's a happy corner at 
a recent Memphis Electric League dinner-meeting. Left to right, L. E. Salmor 

president, Tennessee Valley Electric Supply Co.; J. C. Garibaldi, Oattis Elec 

tric Supply Co.; Harry L. Thomas, chief electrical inspector, City of Mem 
phis; W. J. Berry, manager, Graybar Electric Inc and R. Davi 

W. B. Davis Electric Supply Co 


ee balls 
, 7 i .¢ “ys ; 7,0 hd rn 
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FIXTURE MANUFACTURERS MEETING was held last month by the Gen 
eral Electric Lighting Institute, Nela Park, Cleveland. Registration totaled 
102 persons. Chairman was E. D. Stryker. Topics discussed were market 
trends, circline ideas, improved mercury lamps. Under the last subject, in- 
formation on new high output from fluorescent lamps, characteristics of 
lamps, ballasts and sockets, together with performance in fixtures and fields 
of application, were stressed 


THE NORFOLK BRANCH has 25,000 sa. ft. of total floor space, of which 
15,000 sa. ft. are devoted to warehousing. The remainder is office space and 
an appliance display room. The building was officially opened by the mayor 
and president of the local chamber of commerce. Over 400 attended 








Convention Program 
NATIONAL ASSOCIATION OF ELECTRICAL DISTRIBUTORS 
Convention Hall — Atlantic City, N. J. 





Conference Booth Center Hours 

1 p.m. to 5 p.m. 

9 a.m. to 12 noon 

3:30 p.m. to 6:30 p.m. 
4 p.m. to 6:30 p.m. 
3:30 p.m. to 6:30 p.m. 
3:30 p.m. to 6:30 p.m 


Sunday, June 6 
Monday, June 7 


Tuesday, June 8 
Wednesday, June 9 
Thursday, June 10 











SUNDAY 


Morning— Registration 

Afternoon—Meeting of Apparatus and Supply Division 
Members of Board of Governors. 

Meeting of Appliance Division Members of Board of 
Governors. 

Meeting of Father and Son Committee 


MONDAY 


Morning—R egistration 
Meeting of Board of Governors. 


Afternoon—Opening Session—Apparatus and Supply Divi 
sion 

Evening—Board of Governors Reception for Honorary Life 
Members and New Members of the Association 


TUESDAY 


Morning— Registration 

Second Session—Apparatus and Supply Division 
Afternoon—Third Session—Apparatus and Supply Division 
Elections—Apparatus and Supply Division. 
Evening—NAED Father and Son Dinner. 


WEDNESDAY 


Morning—Registration 
General Convention Session. 


Afternoon—Elections—Appliance Division. 
Discussions and Election Meetings for NAED Zones 


Evening—Dinner and Organization Meeting of Board of 
Governors. 


THURSDAY 


Morning—Registration. 
Opening Session—Appliance Division. 
Afternoon—Second Session—Appliance Division. 


FRIDAY 


Morning—Third Session—Appliance Division. 
Noon—Adjournment. 
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June 6-11, 1954 


SPEAKERS AT 46th CONVENTION 


L. E. Barrett, chairman, Apparatus and Supply Division 

J. H. Jewell, vice president, Westinghouse Electric Corp. 
John M. Newton, chairman, NAED’s 1.A.E.1. Committee 
Presentation: H. H. Watson, commercial engineer, construc- 
tion materials division, General Electric Co.; Charles L. 
Smith, secretary-treasurer, International Association of Elec 
trical Inspectors; John M. Turnbull, director, Area Develop- 
ment Dept., and power consultant, Western Mass. Electric Co 
C. McKew Parr, president, Parr Electric Co., Inc 

E. C. Huerkamp, chairman, executive committee of National 
Lighting Bureau; sales manager, Westinghouse Electric Corp 
Stanley M. Ford, chairman, electric fan section of National 
Electrical Manufacturers Assn., and president, The Silex Co. 
B. L. England, president, Atlantic City Electric Co 

Edward F. Anixter, chairman, Warehousing Committee 
Dr. J. O. Christianson, superintendent of the University of 
Minnesota School of Agriculture 

The Reverend Dr. Thomas Pace Haig, D.D., minister, The 
Second Reformed Church, Somerville, N. J 

R. M. Johannesen, president, NAED 

Charles G. Pyle, executive director, NAED 

Francis E. Stern, chairman, Junior Achievement Com 

L. E. Latham, chairman, Finance Com 


R. J. Brown, chairman, NAED Planning Committee Panel: 
Fischer Black, editor, Electrical World; Arthur W. Hooper, 
editor, Electrical Wholesaling; Kenneth Kramer, executive 
editor, Business Week; William W. MacDonald, editor. 
Electronics; William T. Stuart, editor, Electrical Construc- 
tion and Maintenance; Lawrence Wray, editor, Electrical 
Merchandising 


H. S. Schiele, chairman, Appliance Division. 


Joseph B. Elliott, executive vice president, consumer prod- 
ucts, Radio Corp. of America 


Joseph M. Zamoiski, chairman, Radio and Television Com 
W. F. Kelly, executive vice president, The Pennsylvania Co 


J. M. Otter, vice president-general manager, appliance div 
Philco Corp. 

R. E. Cassatt, sales manager, Fedders-Quigan Corp 

Harold P. Bull, general sales manager, Apex Rotarex Corp 
Panel: James A. Walsh, chairman, Air Conditioning and 
Water Coolers Com.; Thomas B. Schmid, chairman, Kitchen 
Equipment Com.; G. I. Cohen, chairman, Laundry Equip- 
ment Com.; Robert L. Sampson, chairman, Refrigerators 
and Freezers Com. 

Samuel Fingrutd, chairman, Electric Housewares Com., and 
president of Everybody's Supply Co 


H. S. Perkins, chairman, sales promotion committee of Elec- 
tric Housewares Section of NEMA: G. W. Orr, chairman of 
Electric Housewares Section of NEMA 


Tom Maloney, president, Cecil & Presbrey, Inc 
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To All Our Distributor Friends... 


PHELPS DODGE COPPER PRODUCTS 


CORPORATION 

ites you to visit 
e Booth 425-421 
f the 


cordially inv 


our Conferenc 
during the convention 0 


NATIONAL ASSOCIATION 
OF ELECTRICAL DISTRIBUTORS 
n Hall, Atlantic City, N. J. 


Conventio 
june 7-10, 1954 
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PHELPS DODGE COPPER PRODUETS 


CORPORATION 
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FOR SOLVING YOUR DRILLING 
& ANCHORING PROBLEMS 
NOW AND FOR THE FUTURE 


MD leays Spreeyyy AEO 


2 wax{)) 


TWO WING 
SPRING-TYPE 
TOGGLE BOLT 


A 1 um) 
< SPRING HEAD 
STEEL TOGGLE BOLT 


~ V 
DOUBLE EXPANSION SHIELD Ao 
as — RIVETED HEAD 


} TOGGLE BOLT 


 cqmaas3< 
O-E EXPANSION SHIELD (7 Ce BIN 


LITTLE MAJOR TURNBUCKLE 


==) 


FOUR-POINT HAND STAR DRILL 


A-C-E EXPANSION SHIELD 


MACHINE SCREW ANCHOR 
a 
THREE-POINT DRILL POINT 


STUD BOLT ANCHOR [S—_——_—_—_— 


FOUR-POINT DRILL POINT 


SS 


LEAD SCREW ANCHOR — TWIST DRILL POINT 


4 : t 
= 5 
: i —/ RUBBERGRIP 


MAL-LEAD BOLT ANCHOR a ve 


See your industrial, hardware or electrical supplier 


ARRO EXPANSION BOLT COMPANY 


1440 Boone Ave., Marion, Ohio 

















Reminiscences 
(Continued from page 148) 





mine—he didn’t ask me—if he could 
borrow the money from him. A jani- 
tor in the shop overheard the conver- 
sation and offered to lend him the 
money. “I got a couple of hundred and 
I could get a couple of hundred more 
from my sister,” the janitor said. He 
lent the money to Ford and was re- 
warded many times over when Ford 
got his patent. 

And then there are those people you 
don’t hear too much about who helped 
make the Edison Company what it is 
today. There was Charlie Smith, and 
Harry Smith, and Henry Stevenson, 
and fellows by the name of Lewis, 
Lungrum and Johnson, and Billie 
Brown. All of them long since gone. 
Men you don’t see in the history books 
or the old newspaper accounts of Edi- 
son's triumphs but who still are a part 
of the Edison story. 

Till the day I die I'll always remem- 
ber these men and the one man under 
whose protection we all labored and 
later prospered—Thomas A. Edison, 
the Wizard of Menlo Park. 





Plant Expansion 
(Continued from page 103) 





instance, expect to increase sales by 
30 per cent, while adding only 16 per 
cent to their labor force. Cement 
manufacturers expect a 9 per cent 
growth in sales, but only a 1 per cent 
increase in work force. Paper and elec- 
trical machinery manufacturers also 
expect substantial increases in output 
per worker. 

« How Firm Are Plans—Manufac- 
turing companies participating in the 
McGraw-Hill survey report that they 
have considerable leeway—both up or 
down—for adjusting capital spending 
plans if business conditions change. 

Companies were asked what was 
the minimum amount they would 
spend for new plants and equipment 
in the years 1954-1957, even if their 
sales declined substantially. They were 
also asked what was the maximum 
amount they could invest if they were 
able to take advantage of all the tech- 
nological developments in their in- 
dustries. 

Manufacturing industry, as a whole, 
reports that its 1954 investment pro- 
gram is about 15 per cent below the 
maximum that could be spent under 
ideal conditions —and nearly double 
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750 
/o 


Dire’ 


Light distribution elim- 
inates severe brightness 
contrast and tunnel 
lighting conditions. 


Louvers available where greater 


lengthwise shielding is desired 


Curtis “‘Tong Hangers*" facili- 
tate and cut installation cost as 
they allow flexibility in place 
ment of hangers and permit by 
passing of building construction 
obstacles such as beams, sprin 
kler heads, etc 
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Side Reflectors hinge downward 
and may be completely removed 
for ease of maintenance 


Jue 


The New Curtis ‘Six Thousand" series is 
designed for Eye-Comfort® in industrial 
locations. The Luminaires illuminate the 
ceiling with an indirect component of 
25% of the light output. Crosswise shield- 
ing of 35° is provided for the 75% 
direct component. The lighting units in 
this versatile line are available with Alzak 
Aluminum, Porcelain Enamel, or baked 
white ‘‘Fluracite’’ enameled steel remov- 
able side reflectors. Low cost efficient 
maintenance is provided by having side 
panels readily removable for cleaning. In 
addition there are no horizontal diffusing 
or reflecting surfaces to collect dust. 
There is a unit in this versatile line to 
accommodate all 4’, 5’ and 8’ fluorescent 
lamps. The Curtis ‘‘Six-Thousand"’ series 
brings Appropriate Brightness Control 
Lighting to industrial areas. Mail coupon 
for FREE descriptive literature. 


CURTIS LIGHTING, INC. 

Dept. E44-20 6135 West 65th Street 
Chicago 38, Illinois 

OEE 

Compony___ 

Address__ 


City : 





HERE’S THE NEW 
HUBBELL 


Ae 


alternating 
current 








OUTSTANDING 
FEATURES 


@ Meets and exceeds 
UL requirements 


Quiet operation 
(without mercury) 


‘Silver alloy contacts 
prevent corrosion 


Operates in any 
position 


Totally enclosed 


Designed for long life 
on full rated loads 


Back and side 

wiring utility 

“Upset” screws 
cannot come out 
Convenient strip gage 


Easy-to-find back 
wiring entry hole 








Sold only through 
Authorized Electrical 
Distributors. 


TOPS in quatity 
TOPS in PERFORMANCE 


fluorescent lighting 


> QUIET 


operation 


Here it is ... the newest addition to Hubbell’s 
family of highest grade heavy-duty wiring 
devices. Quality designed for long-life 
dependability, the action is effortless and 
practically noiseless ...the ideal answer 
for hospitals, nurseries, conference rooms, 
libraries, churches, bedrooms or other 
areas where quiet is essential to health 
and efficiency. 


Write for the complete story today. Switch 
to Hubbell for quality. 


HARVEY HUBBELL, Inc. 


BRIDGEPORT, CONNECTICUT 


the minimum it would spend if sales 
dropped badly. Thus, there is a lot 
more leeway for spending to go down 
than up from the 1954 level. But that's 
not true for 1955-1957. The average 
amount of capital spending now plan- 
ned for 1955-1957 is just about half- 
way between industry's maximum and 
minimum estimates, with a little more 
room for increases than for decreases. 
(See Table 4) 

Steel, textile and food companies 
report the greatest leeway for increas- 
ing capital expenditures from the 1954 
level to take advantage of techno- 
logical developments. The transporta 
tion equipment, electrical machinery 
and steel (again) industries have the 
greatest leeway to reduce capital spend- 
ing if sales decline. 

For the longer period, 1955-1957, 
transportation equipment, as well as 
steel, food and textile companies, show 
the greatest room for expanding their 
investment programs. Aircraft com- 
panies could spend three times what 
they now plan to spend for new plants 
and equipment in 1955-1957, if they 
could take advantage of all techno- 
logical opportunities. Steel, machinery 
and chemical companies would cut 
capital spending most if sales fell 
badly. Even these industries, however, 
say they would not cut capital spend- 
ing by more than 50 per cent below 
the level they have already planned 
for 1955-1957 
e Planning Ahead—A great major- 
ity of companies can now give at least 
preliminary estimates of capital expen- 
ditures for the future. This year, more 
than nine out of ten companies parti- 
cipating in the survey were able to 
estimate their capital spending for the 
next four years, compared to 81 per 
cent in 1953 and 65 per cent in 1952. 

But fewer companies than in the 
past now plan their capital expendi- 
tures in detail for two years or more 
in advance. In 1952, 93 per cent of 
manufacturing companies reported that 
they planned their capital spending 
at least two years ahead. Last year, the 
percentage fell to 63 per cent, and 
now it’s 56 per cent. The decline in 
detailed advance planning probably 
reflects the completion or near com 
pletion of the big, long-range expan- 
sion programs that were started after 
the attack on South Korea in June, 
1950. The same trend appears in re- 
ports from railroads and airlines. 

However, companies that do make 
detailed advance capital spending 
plans now frequently plan farther into 





the future than they did in 1952 and 
1953. This year, 17 per cent of the 
companies reported that they plan 
capital expenditures for five or more 
years into the future, compared to 2 
per cent in 1952 and 1953. Among 
manufacturing companies, five-year 
planning is most common in steel, 
electrical machinery and petroleum 

e Depreciation Policy—By an over- 
whelming margin, manufacturing com 
panies report that they usually re- 
invest all of their depreciation allow- 
ances in new plants and equipment 
This practice is reported by 90 per 
cent of all manufacturing companies 
that participate in the McGraw-Hill 
survey. Food and petroleum companies 
are reinvesting all of their deprecia- 
tion charges. Only in the transporta- 
tion equipment and steel industries 
do fewer than 80 per cent of com- 
panies reinvest all depreciation funds 

However, the practice of reinvesting 

depreciation allowances is not neces- 
sarily a matter of company policy. In 
many cases, it may be due to the fact 
that the company’s capital spending is 
unusually high at the present time 
A number of companies commented 
that it is not policy, but merely the 
current practice to invest depreciation 
funds. 
e Research — Research developments 
—new products, new processes, new 
machines—will be important factors in 
a competitive period like the one bus- 
inessmen see ahead. Electrical machin- 
ery companies expect to spend nearly 
three-quarters as much for research as 
for new plants and equipment in 1954. 
Chemical, other machinery and trans- 
portation equipment companies also 
plan to spend at least one-third as 
much for research as for plants and 
equipment. At the other end of the 
scale, research spending planned by the 
steel industry is very small—4 per cent 
in 1954—compared to its capital ex- 
penditures. 

Chemical and electrical machinery 
companies also expect to spend the 
most for research in relation to sales 
—}3 per cent. Machinery manufacturers 
report that they expect their research 
expenditures to reach 2 per cent of 
sales in 1954. Of the industries that 
reported on this question, meat pack- 
ers and steel manufacturers plan the 
smallest research spending in relation 
to sales. 

Only limited conclusions can be 
drawn from these reports on research 
spending, because many companies 
were unable to answer the question 





Designed to withstand 
the inductive loads of 
Fluorescent Lighting 
Systems. 





According to tests completed 
recently, this new switch not 
only meets but exceeds the Withstands Inductive 
rigid requirements set up by Loads at Full Rating 

Underwriters Laboratories for 


The economical answer for 


pyr porwr pastor lend some genase 

at full rated capacity on fivo- Saleen axiiome. 

rescent loads at voltages from 

120-277 v.,on inductive loads 
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motor loads (120-277 v.) at 

80% of current switch rating. 


A feature of the new switch Withstands Resistance 
is the silver alloy contacts Roam of Cul Rating 
which prevent corrosion and Silver alloy contacts hold 


temperature rise to a mini- 


hold temperature rise to an mum. 
absolute minimum.Units may 
be used with any standard Withstands Motor 

switch plate. Loads up to 80% of 


Switch Rating 


Practical for the control of 
motors and can be used up 
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You couldn't offer a more 


PRACTICAL ‘am: 


e Non-overloading, regardless of duct length! 


e Flexible—capacity can be changed any time! 


Quiet ventilation that users demand! 


Sturdy, accessible construction! 


Capacities to 20,000 cfm—up to 14” s.p. 


9? 


BELTED 
VENT SET 


Look at the simple, practical design of this ventilating fan. It’s ideal 
for stores, theatres, restaurants, garages, warehouses, schools—any 
place where a quiet, serviceable fan is desired. It’s light and compact, 
yet sturdy—easily mounted on any firm framework. Quick-change 
sheaves permit increasing or reducing capacity. V belts may be 
readily replaced without disassembly. Note the rigid, easily adjusted 
motor base—the accessibilty of lubrication. Its high-efficiency rotor 
is precision-balanced for vibrationless 
performance, as are all “Buffalo” rotors. 
If you want a real customer-pleaser, 
write today for Bulletin 3720-A on 
Belted Vent Sets! 


BUFFALO FORGE COMPANY 


214 Mortimer St. Buffalo, New York 


PUBLISHERS OF "FAN ENGINEERING” HANDBOOK 
Canadian Blower & Forge Co., Led., Kitchener, Ont. 
Sales Representatives in all Principal Cities 


PANEL BREEZO FANS BELTED VENT SETS BELT-AIR FANS 
BREEZ-AIR ATTIC FANS “LY BREEZO FANS “NV” BREEZO FANS 


A number commented that they are 
unable to separate research expendi- 
tures from engineering and other 
costs. However, it may be significant 
that two of the industries that spend 
the most for research in relation to 
capital expenditures and sales—chem- 
icals and electrical machinery—are the 
two that expect the greatest sales 
growth between 1953 and 1957. And 
companies in the other two industries 
that spend heavily for research as com 
pared with capital expenditures expect 
to improve their competitive positions 
greatly by the end of 1957. 





Adequate Wiring 


(Continued from page 85) 





have contributed their share toward 
building up adequate wiring. After 
all, that’s really the objective we're 
striving for 

e And the Salesman—We all know 
that, as distributors, it wouldn't be a 
hard job to sell us on the merits of 
adequate wiring. We know that we 
should promote this thing with all the 
force at our command. Selling the 
salesman may be a little more difficult. 

The salesman, as he should be, is 
sales minded and he’s conscious that 
he’s got to have a sales peg on which 
to hang an adequate wiring story— 
and it’s got to be an impressive story 
to get results. He’s naturally out to 
get a good sales record for his com- 
pany and make a good dollar for him- 
self. 

Fortunately this adequate wiring 
program can be interpreted in terms 
of sales, in terms of dollars and cents, 
in terms that not only interest the 
salesman but interest his customer as 
well. It is one of the finest sales tools 
I can think of because it is the ground- 
work for so many more additional 
sales, not just of wiring alone, but of 
air conditioning, lighting, heating, 
ventilating and dozens of other appli- 
ance and supply products that daily 
pass through the salesman’s order book 
on into the home, office and factory 

It’s a program that can be developed 
around the salesman and which can 
actually be the start of brand new busi- 
ness for him and his customers. It 
seems that, in the year 1954 when 
every one is conscious of the fact that 
he’s going to have to go out and do 
one of the best selling jobs of his 
career, the tools of the adequate wiring 
program are a natural asset in the sales- 
man’s kit 

Doesn't this inadequate wiring prob- 
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lem offer a big enough challenge in 
itself to warrant the attention of the 
very best brains and leadership the 
electrical industry has to offer? You 
who are hard at work developing and 
executing the wiring program, don’t 
be satisfied until you have the very 
best within your ranks. This industry 
of ours is one of the biggest in the 
world. It is the country’s fastest grow- 
ing industry. 

Actively promoting the adequate 
wiring program today will insure this 
supremacy in the future. 





NEWS 


(Continued from page 151!) 





house facilities and a display room. 
The Rocky Mount building has 16,000 
sq. ft. of total floor space, of which 
12,000 sq. ft. are devoted to ware- 
housing. Remaining space is divided 
between office facilities and the appli- 
ance display room. The new branches 
also have sheltered loading docks, 
modern city counter facilities, plus 
large parking areas. 

L. A. Shaw is manager of the Rocky 
Mount branch. A native of Washing- 
ton, D. C., he started with the firm in 
1928 in the Richmond warehouse and 
was successively head office salesman at 
Charlotte, and a salesman at Durham. 
He was a major during World War IL. 
J. W. Horne came to Norfolk as 
manager in July, 1952. He had served 
previously at Graybar’s branch house 
in Memphis, Tenn 


L. A. SHAW, right, Graybar branch 
manager at Rocky Mount, smiles as 
Mayor Jack Murchison cuts ribbon to 
open the new branch. Archie MacLean, 
president of local chamber of com- 
merce, looks on. Branch is 119 in 
company’s organization 





Hyland Names Gordon 
CHICAGO, ILL—Sid Gordon is 


sales promotion manager for the Hy- 
land Electrical Supply Company. He 
succeeds Ed Schwimmer. Prior to his 
new appointment, Mr. Gordon worked 
in the distributor's order department. 
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... for top quality entrance cables, build- 
ing wire, and power cables for direct 
burial and overhead use. Send for samples 
and price information. 


Collyer Insulated Wire Company, 245 Roosevelt Avenue, Pawtucket, Rhode Island 





COMPARE .. . QUALITY, PRICE) <AND4R OF Events 


Third Annual Show 


Electric Center Drive-Thru Garage 
Nashville, Tenn 
May 11-14 


Exhibits 


And Youll Switch To = "Coated Hileoa Hotel 


Chicago, Ill 


May 17-20 
the Exhibits, meetings 
Second Basic Materials Exposition 


PERFECTION IS NOT AN ACCIDENT 
International Amphitheatre 


Complete Chicago, Ill 
May 17-20 
Product development show, exhibits, con- 


rerences 


INTERCHANGEABLE WITH ALL STANDARD LINES National Fire Protection Association 


58th Annual Meeting 
OF WIRING DEVICES ace ge are 
Washington, D. ¢ 


No. 901 With these interchangeable devices hundreds May 17-21 


T-RATED SINGLE ‘ P P P : Mee y 
POLE SWITCH of different combinations are possible in a very pACeUngs 


compact space. Yet ingenuity in design makes 1954 Chattanooga Electric Show 
these devices as sturdy as their larger brothers | Electric League of Chattanooga and the 
Electric Power Board 


in the Eagle Line. They are the most advanced Warner Park Field House 
in design and with the modern Eagaline wall Chattanooga, Tenn 


No. 902 plates offer the most attractive line today. May 18-22 
Appliances, television, aif conditioning, 


POWER | 
RECEPTACLE electric heating, wiring devices, lamps, 
No. 952 lighting equipment 


Pacific Coast Electrical Association 
Annual Convention 
Hotel del Coronado 
Coronado, Calif 
May 19-21 
Speakers, panel discussions, entertain- 
ment, banquet, golf, ladies’ program 


National Assn. of Purchasing Agents 
Chicago, Ill 
May 23-26 
Conferences 


Architectural League of New York 
Home Building Progress Show 


TRIPLE =) 71st Regt. Armory 
MOUNTING %, ‘ < 
— } New York, N. Y 


J Check _ = May 27-28, trade 
wl si May 29-June 6, general public 
These Features a ’ Displays include electrical fixtures, air 
@ All devices interchangeable with all standard wir- ‘ : ; conditioning, appliances 
ing devices. 4 : Edison Electric Institute 
@ All devices are of bakelite totally enclosed mech- ‘ Annual Convention 
anisms. c F 3 Atlantic City, N. J 





All switches and receptacles have double wipe © : June 1-4 

phosphor bronze contacts. : ; Conference 

Large head binding screws, ample for #10 wire. = ‘al : OCIATION OF 

Large radius on receptacle contacts permits easy Baty pt eg Le a 

ent f Pl ELECTRICAL DISTRIBUTORS 

ntry of Plug Cap i tagatl - i i6th Annual Convention 

Wall plates carry the distinctive Eagle design. Convention Hall 

Correct mounting strap is packed with each wall N 

plate in individual envelopes. Adlantic City, N. J 

All wiring devices are individually boxed and oo = 

Listed by Underwriters’ Lsherateries. . Speakers, commiuttee Serene. conter 

WRITE FOR FREE DESCRIPTIVE BROCHURE ; | ence booths, awards, ladies’ program 
ILLUSTRATING COMPLETE LINE ——n National Industrial Service Association 


21st Annual Convention 


"Perfection Is Not An Accident’ sdb senat 
ote a “ 
EAGLE ELECTRIC i alk Detroit, Mich. 
: ie June 13-17 
Mfg. Co. Inc. ‘ ‘i Conferences to discuss problems of small 
LONG ISLAND CITY L, NEW YORK : es — electrical equipment repair 





160 ELECTRICAL WHOLESALING—May, 1954 





The Int'l. Home Furnishings Market 
The Merchandise Mart 
Chicago, Ill. 
June 21-July 2 
Major & electr cal appliances, radios 
televisions, lamps, housewares 


Canadian Electrical Associ<tion 
Annual Convention 
Murray Bay 
Quebec, Que. 
June 24-26 
Meetings, speakers 


Michigan Electrical Association 
Annual Convention 
Grand Hotel 
Mackinac Island, Mich. 
June 27-30 


Meetings, speakers, entertainment 


National Housewares & Home 
Appliance Manufacturers Exhibit 
Convention Hall 
Atlantic City, N. J. 
July 12-16 
Exhibits 


Western Plant Maintenance Show and 
Conference 
Pan Pacific Auditorium 
Los Angeles, Calif. 
July 13-15 
Exhibits, meetings 


Los Angeles Trade Fair, Inc. 
Sixth Western Housewares Show 
Shrine Auditorium 
Los Angeles, Calif. 

August 1-4 
Trade show, exhibits 


Houston Gift & Housewares Show 
Chamber of Commerce Trade Show Com- 
mittee 
Ben Milam Hotel 
Houston, Tex. 
August 15-18 
Exhibits 


Western Electronic Show & Convention 

Pan Pacific Auditorium and Ambassador 
Hotel (Convention Hdatrs.) 

Los Angeles, Calif. 

August 25-27 

Show, convention sponsored jointly by 
West Coast Mfrs. Assn. and Los 
Angeles, San Francisco I.R.E. sections 


Int'l Electrotechnical Commission 
Golden Jubilee Meeting 
Univ. of Pennsylvania 
Philadelphia, Pa. 
September 1-16 
Meetings 


Rocky Mountain Electrical League 
Fall Convention 
Stanley Hotel 
Estes Park, Colo. 
Sept. 12-15 
Speakers, committee meetings, demon- 
strations, banquet, golf, entertainment 


Illuminating Engineering Society 
Nat'l. Technical Conference 
Chalfonte-Haddon Hall Hotels 
Atlantic City, N. J. 

September 12-16 
Meetings, conferences 


(Continued ) 


May, 1954—ELECTRICAL WHOLESALING 





rf 


4 


See ee Sona C 








UF NON-METALLIC SHEATHED 
UNDERGROUND FEEDER CABLE 


SE 


—— 
= OFFICE 


ANNUNCIATOR CABLE 
SNES. SRT 4 








TW BUILDING WIRES 


> VER Peet ee 


WEATHERPROOF WIRES 


nie nt Sere 











THERMOSTAT CABLES 


lhe i nee 


a. 
HEATER CORD 
eat ee SPCR Wa ea 
TELEPHONE WIRES 
CERES Fo PI RPS 


ALARM AND SIGNAL WIRES 








eons 





GARCY Starliner 
Two-lamp and four-lamp units 





I Like 
ITS EASY 
MAINTENANCE 





I uke 
ITS EASY 
INSTALLATION 


I uke 


ITS LONG LIFE 








it’s GARGY 


for I appeal 


Garcy, by design, looks out for every- 
one’s interests...wins the approval of all 
who have a choice in specifying, installing, maintain- 
ing and paying for lighting fixtures. 

Consider the Garcy Starliner. Slim, trim and functional, this 
fixture has captured the fancy of architects and designers. It 
can be surface mounted to create the impression of built-in 
lighting...at a fraction of the cost. That’s good for the man 
who pays the bill. He'll also like its long-life construction de- 
tails...protective metal rails for the Alba-lite glass side panels, 
Garlite enamel that stands up like the finish on your car, 
louver cross-fins that are held under spring tension to prevent 
looseness, rattle or “sing” 

Ask any mechanic who has worked with the Garcy Ad- 
justable Stem Hanger. He'll tell you what a time-saver it is... 
especially where there are ceiling obstructions or slopes. Ask 
any maintenance man about the convenience of re-lamping two 
Starliner fixtures from a single ladder position. For all con- 
cerned, Garcy means “Quality...by design?’ Send for complete 
data sheets. —— 7, 


See Garcy at the N.A.E.D. Convention 
BOOTH 36 


Quality by Design 


Garden City Plating & Mfg. Co., 1740 N. Ashland Ave., Chicago 22, Ill. 





In Canada: Garcy Co. of Canada, Ltd., 191 Niagara St., Toronto 








Porcelain Enamel Institute 
Annual Meeting 
The Greenbrier 
White Sulphur Springs, W. Va 
September 29-October 1 
Meetings 


International Association of Electrical 
Leagues 
The Bellevue-Stratford 
Philadelphia, Pa. 
September 29-October 2 
Meetings, discussions 


National Electronics Conference 
10th Annual Conference 
Hotel Sherman 
Chicago, Ill 
October 4-6 
Meetings 


National Association of Electrical 
Distributors 
(Pacific Zone Convention 
Mark Hopkins Hotel 
San Francisco, Calif 
October 4-7 
Meetings, speakers 


Indiana Electric Association 
Annual Convention 
French Lick Springs Hotel 
French Lick, Ind 
October 6-8 
Meetings, golf 


Eastern Canada All Electrical Show 
Show-Mart Exhibition Hall 
Montreal, Quebec 
October 6-10 
Exhibits 


National Hardware Show 
Navy Pier 
Chicago, Ill 
October 11-15 
Exhibits 


Audio Engineering Society 
Sixth Annual Convention 
Hotel New Yorker 
New York, N. Y 
October 14-1 
Engineering exhibits, public Hi Fi exhib 
its, meetings, banquet 


New Jersey Council of Electrical Leagues 
18th Annual Convention 
Ambassador Hotel 
Atlantic City, N. J 
October 15-16 
Exhibits, meetings, banquet 


National Safety Council 
42nd National Safety Congress & 
Exposition 
Chicago, IIl 
October 18-22 
Exhibits, meetings, awards 


Naticnal Association of Electrical 
Distributors 
Board of Governors 
Hershey Hotel 
Hershey, Pa 
October 24-2 
Meetings 


National Electrical Contractors Assn. 
New Orleans, La 
October 24-29 
Conferences 
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National Motel Show 

Morrison Hotel 

Chicago, III. 

November 1-3 

Exhibits of construction and maintenance 
of motels, recreational, restaurant, 
laundry facilities, furnishings, cleaning 
equipment 


National Hotel Exposition 
39th Exposition 
Kingsbridge Armory 
The Bronx, N. Y. 
November 8-12 
Exhibits 


American Standards Association 
Fifth National Conference 
Hotel Roosevelt 
New York, N. Y. 
November 15-17 
Industry, national engineering associa 
tions, technical societies, consumer 
groups 
Radio-Electronics-Television 
Manufacturers Association 
Fall Quarterly Meeting 
Palmer House 
Chicago, IIL. 
November 17-19 
Meetings, committee meetings 


National Retail Show 
Store Modernization Intsitute 
lst Show 
Madison Square Garden 
January 7-11, 1955 
Fixturing and equipment exhibits 


Essex Electrical League 
9th Electrical Industrial Exposition 
Olympic Park 
Newark, N. J. 
March 8-10, 1955 
Exhibits 





Pyle Recovering, 
Will Attend Convention 


NEW YORK, N.Y.—Executive Di- 
rector Charles G. Pyle was discharged 
from Doctors Hospital on April 1 
His doctors have assured him that he 
will be able to attend the NAED's 
46th Annual Convention at Atlantic 
City during the week of June 6 
through 11. 

Mr. Pyle had been taken ill late in 
March while on vacation in Florida 

To the members of the association 
he wrote a letter, the following of 
which is an excerpt. “During my hos- 
pitalization and now, in this period of 
convalescence, your prayers—your kind 
remembrances and solicitude — the 
flowers, cards, letters, books, and the 
many and varied tokens of affections— 
have almost overwhelmed me, and 
have filled me with a boundless sense 
of humbleness and gratitude. It is diffi- 
cult to find the words that can convey 
to you my thanks and my great appre- 
ciation. Your many kindnesses have 
helped me immeasurably toward com- 
plete recovery.” 
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FULLMAN Latrobe 
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ADJUSTABLE 
GANG. FLOOR BOXES 
1-2-3 AND 4 


FLOOR Box 
ACCESSORiEs 


INSULATOR 
SUPPORTS 


conv! 


ND 
piPE WW ANGERS 


ARMORED 
CABLE SUPPORTS 


CABLE CL ips 


STAPLES 


gist wine 


Pullman Manufacturin 


1209-1215 


“Latrobe” Products are clean and 
compactly designed to cut installation 
time and give smooth, trouble-free 
service. 


“Latrobe” Products give a full mea 
sure of value. 


ADJUSTABLE—WATERTIGHT 
FLOOR BOXES 
Adjustable Floor Boxes are now bonded 
which makes them fire-proof—come in single 
round or square bodies—also furnished in 
square single gang, two gang, three gang 
and four gang types 


Gt) 


BULL DOG 
PIPE OR CONDUIT HANGER 


This sure grip Bull Dog hanger is eco 
nomical and dependable. Hangs pipe or 
conduit 42", 34”, and 1” to steel beams 
35 thick 


g Co. 


JEFFERSON STREET 


LATROBE. PA. 
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NEW BULLETIN 
helps you plan 
outdoor circuit protection 


Just off the press, here is a handy reference to the complete line of 
Heinemann Outdoor Service Equipment. It explains in detail each classi- 
fication of available equipment . . . service entrance, receptacle-type, dual 
control, three-phase units . . . tells you how to use them in particular 
applications. 

Typical assemblies of circuit breakers and the various enclosures 
are listed for each type of equipment. To guide you further in the selec- 
tion of enclosures to match your needs exactly, a comprehensive table of 
the entire Outdoor Service Equipment line is included. At a glance, it tells 
you catalog numbers, hub sizes, voltage and ampere ratings and other 
specifications. 

The hydraulic-magnetic operating principle of Heinemann Circuit 
Breakers is explained, and concisely told are the reasons why application 
of this principle can lead to reduced costs and greater sales potential for 
the rural utility, greater protection and better service for the user. 

This new bulletin is your first step in planning better outdoor cir- 
cuit protection. It’s yours without obligation. 

Write now for your copy of Bulletin 2016. 


HEINEMANN ELECTRIC CO. 


152 Plum Street « Trenton 2, N. J. 


Pyle-National 
Increases Directors 


CHICAGO, ILL—The Pyle-Na- 
tional Co. has increased its board of 
directors from five to seven members. 

John D. Ames, of Chicago, a partner 
in Bacon, Whipple & Co., and former 
publisher of The Journal of Commerce, 
and Harold B. Spackman, president of 
the Lyon Metal Products Co., Aurora, 
Ill, were added to the board. The 
other members include: Harold V. 
Engh, president; Donald S. Boynton; 
Andrew McNally Ill, Royal C. Vilas 
and Morrison Waud 


Westinghouse 
Names Graybar 


MANSFIELD, OHIO — The Mil- 
waukee branch of Graybar Electric 
Company, Inc., was recently named as 
distributor for Westinghouse portable 
appliances. J. J. Bond, appliance sales 
manager, heads a staff of four sales- 
men who serve Milwaukee country and 
the surrounding market area. Products 
handled include electric housewares, 
electric bed coverings, vacuum clean- 
ers and floor polishes. The Graybar 
office is at 180 North Jefferson St. 


Package Plan Designed 
To Aid Distributors 


HARTFORD, CONN.—The Ar- 
row-Hart & Hegeman Electric Com- 
pany’s “Package Plan” is designed to 
make it easy for the homeowner to 
equip his home with adequate wiring 
and wiring devices to assure safe, com- 
fortable, convenient electrical living. 

The company also promises mul- 
tiple benefits to the distributor such 
as: increased sales of higher priced 
items; larger unit sales; more electrical 
appliance sales; easier ordering; easier 
stocking and easier delivery. 

The developers of this plan claim 
that it marks the first time that all the 
wiring devices constituting adequate 
wiring for the home, have been of- 
fered to distributors, builders, electri- 
cal contractors, and consumers, in one 
convenient package. 

Under the “Package Plan” any one 
of 4 packages of wiring devices may 
be selected and ordered. Each package 
contains the wiring devices for a home 
of a popular size. The 4 to 442 room 
house, the 5 to 6 room, the 7 to 8 
room and the 9 to 10 room house. 

Each of the packages is available 
in 2 types, designated plans “A” and 
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OTIS M. JACKSON was recently elect- 
ed a vice president and director of 
Electrical Wholesalers, Inc., Atlanta. 
He joined the company in 1952 as 
head of the appliance and TV de- 
partments. Fred H. Dendy, president, 
made the announcement. 





3.” A package selected through plan 
“A” will contain wiring devices to 
provide for both present and future 
needs. A package selected through 
plan “B” will provide only minimum 
needs. 

This “Package Plan” is described 
fully in the last several pages of a 40- 
page book issued by the company, 
titled “Easier Living Within Your 
Power Electrically.” Included is a 
room-by-room check list for use in de- 
termining the wiring devices needed 
to provide complete electrical conven- 
ience, a listing of the cost of the wir- 
ing devices in each package available 
through plans “A” and “B,” the esti- 
mated average installation costs, and 
figures showing the small difference in 
the cost (between “A” and “B”) when 
applied to the cost of a new home 


Excise Tax 
Floor Stock Refunds 


NEW YORK, N. Y—NAED has 
been advised by counsel that the fol- 
lowing explanatory provision, relating 
to the floor stock refunds, was prepared 
by the Internal Revenue Service and 
printed in the Congressional Record 
of April 2, 1954. 

“Floor Stocks Refund” 

“The act permits a floor stock credit 
or refund on refrigerators, quick- 
freeze units, refrigerator components, 
and electric, gas and oil appliances 
held for sales on April 1, 1954, by 
wholesalers, jobbers, distributors and 
retailers. The credit or refund to be 
allowed is an amount equal to the dif- 
ference between the tax paid by the 
manufacturer at the rate of 10 per 
cent and the 5 per cent rate applicable | 
to those articles on or after April 1, 
1954. As a condition for allowing 
the credit or refund, the manufacturer 
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“Blobe 


presents a 

COLD FORMED STEEL 
CONDUIT END BUSHING 
of distinctive product design 


Spherical construction 
for maximum 
structural strength 
and additional 
precision threads. 


“‘Notch ’N Lug’ flange 
feature provides 
better base for 
locking bushing 
securely in place. 


C 


BONDING FEATURE 600D GRIP LOCKS WITH A SOCK 


"Notch ‘WN Lug” construction Wide notches leave ample 
Extruded edge on each lug gives good grip for easy space fo insert screwdriver 
makes a permanent bond. threading. for final tightening Smack! 


OTHER FITTINGS IN THE GLOBE LINE 


CS On GB am 


Screwtype coupling Compression type Armored cable Steel connector for 
for EMT coupling connector non-metallic 
sheathing 


Sey, fe rittiINGs CORP 


311 WASHINGTON STREET © ORANGE, NEW JERSEY 
COLD FORMED STEEL BUBCP eee ae Ferrin ¢s 


























HERE IS BETTER [ | 


ATLITE’S Model 507 


Flushed Recessed 


There is an Atlite 
incandescent and 
fluorescent re 
cessed light for 
every commercial 
& residential use 


ATLITE’S AW PRE-WIRED ASSEMBLY 


Installs Faster — Easier ... Reduces Your Inventory 


Drive four nails . . . turn the screws! 
It’s up — without carpentry. R, T or 
TW wire pulls directly into the J-box. 
No additional pull boxes, asbestos or 
slow burning wire are required. J-box 
is always accessible. Available in six 
sizes for 60, 100, 150, 200-300 watt 
fixtures. Carry only what you need. 
Avoid stock duplication. 
Send for your illustrated catalog of the complete Atlite line. 


Whi/Z 
» WZ 


ATLAS ELECTRIC PRODUCTS CO. 


317 Ten Eyck St., Brooklyn 6, N. Y. 


R. W. MAC NAUCHTON, assistant 
sales manager, Harvey Hubbell, Inc., 
has retired. He started with the com- 
pany 46 years ago as traffic manager. 
Mr. MacNaughton served as secretary, 
and then chairman, of the socket, 
switch and plug receptacle sections of 
NEMA in New York City. He was 
also active in the Advertising and Sales 
Managers Club in Bridgeport, Conn. 





must file his claim prior to August 
1, 1954, and must, prior to such date, 
reimburse the holder of the floor stock 
for the amount claimed. A similar 
floor stock or refund of the difference 
between the 20 per cent tax rate in 
effect on March 31, 1954, and the 10 
per cent rate in effect after such date, 
is allowable to a manufacturer of elec- 
tric light bulbs and tubes, except that 
in this case the manufacturer must, in 
addition, support his claim for credit 
or refund by showing that he has re- 
ceived, prior to July 1, 1954, a request 
for reimbursement from the holder 
of these articles. 

“In support of his claim for credit 
or refund, the manufacturer must have 
available for inspection by the Internal 
Revenue Service evidence showing the 
inventory of the taxable articles held 
by each dealer on April 1, 1954, the 
tax paid by the manufacturer on such 
inventory, the tax applicable to the 
inventories under the new rates, and 
that the dealer holding such articles 
has received reimbursement from the 
manufacturer prior to the date on 
which credit or refund is claimed, 
but not later than July 31, 1954. In 
the case of electric light bulbs and 
tubes, the manufacturer must also show 
the receipt of a request for reimburse- 
ment prior to July 1, 1954.’ 


Ed Schwimmer Joins 
Ever-Ready Electric 

CHICAGO, ILL—Ed Schwimmer 
fills the new post of merchandise man- 
ager for the Ever-Ready Electric Com- 
pany, 1214 W. Madison St. 

He was formerly with the Hyland 
Electrical Supply Company as sales 


promotion manager. 
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Murray Fans Expand 
Production Facilities 


ATLANTA, GA.—The ventilating 
fan division of The Murray Company 
of Texas Inc., recently completed an 
extensive expansion and moderniza- 
tion program. 

All Murray ventilating fans, attic 
and window, are manufactured in the 
Atlanta plant. Production facilities 
have been expanded to allow a capacity 
of more than ten times the previous 
output. The latest in machine tool de- 
sign, plant efficiency and engineering, 
were incorporated. A new conveyor 
and assembly line system, the latest 
baking ovens, annodizing equipment, 
bed automatic presses, new electrically 
operated spot and extended welders 
The program is the result of increased 
consumer and trade demand and ex 
panded sales activity 


A. |. Butts President 
Of Electric Sales & Service 
ATLANTA, GA.—Arthur I. Butts 


has been elected president of Electric 
Sales & Service Company. Mr. Butts 
had been executive vice president. He 
succeeds the late Patrick C. Gilham, 
Je. 

Albert R. Arnau is vice president, 
while Mrs. Patrick C. Gilham, Jr., has 
been named chairman of the board. 

Julius Holt was re-elected vice presi- 
dent in charge of the Savannah branch 
Sam P. Leverette continues as secre- 
tary and treasurer 

Mr. Butts joined Electric Sales & 
Service in 1943. He had previously 
been with the Georgia Power Co. for 
18 years. Mr. Arnau had also at one 
time been affliated with the utility 
He had been with the L. & H. Electric 
Co. for five years as Southeastern rep- 
resentative and with Landers, Frary & 
Clark for two years. 

The distributor operates sales offices 
and warehouses in Atlanta, Savannah 


and Augusta. 


ALBERT ARNAU of Electric Sales and 
Service (left) demonstrates a Super 
Jet 99 display to R. L. Brooks and 
Howard R. Wilson, Georgia Power Co 
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Reded io Serve You with 
Established Quality Wire- 


BACKED BY ONE poLicy : 


Mi 
muds 


® Trade Mark Reg., Copyright 1953 
by Diamond Wire & Cable Co. 


@ “AT YOUR SERVICE”’... more than mere 
words when you team up with the big Red-‘‘d”’. 
Here’s established quality wire. Here’s the 
new concept in modern marketing... our 
MERCHANDISING LABORATORY scientifically 
develops hard-hitting sales aids for you. And 
behind it all stands one policy. 
structure that protects your profit! 


. a price 


New 1954 Catalogs and Price Sheets 
are now available. Write us today. 


DIAMOND WIRE & CABLE CO. 
SYCAMORE, ILLINO'US 
Manufacturers of Red-“d” Electrical Wire 





AT THE START 


INTER-MATIC time switches 
cost less to buy... are easiest 
to install and set 


INTER-MATIC time switches 
are famous for accuracy, 
dependability and long life 


Wholesalers are hearing more and more people ask for time 
switches by the name — Inter-Matic. This fastest growing time 
— in popularity has all the features that your customers 
ook for. 


A low cost Inter-Matic time switch gives up to 12 automatic “on- 
off” operations every 24 hours . . . when manually controlled it 
resets itself automatically. Inter-Matic is rugged . . . rated 35 
amperes at 125 volts. Install it in minutes—set it in seconds. And 
it’s powered by the most dependable motor on the market .. . 
BAR NONE! Models available include standard type straight 
ON-OFF switches, weekend and holiday “SKIPPER” models, 
models for intervals up to 60 minutes, and many more; both for 
wired-in and portable plug-in use. 

A time switch performs some very important jobs, so don’t risk 
pera customers. Keep them smiling with Inter-Matic time 
switches. 


For Satisfied 
Customers every time 
... sell 


INTER- Maric 


TIME SWITCHES 


Write for Bulletin 54Q for full information and prices. 


INTERNATIONAL REGISTER CO. 
2624 W. Washington Boulevard Chicago 12, Illinois 


Connelly Talk Stresses 
Distributor and Agent 


DETROIT, MICH.—In a recent ad- 
dress before the Detroit Society of 
Manufacturers Agents, B. J. “Pat” Con- 
nelly, vice president of Minerallac 
Electric Company, stressed the impor- 
tance of bringing in new and younger 


B. J. Connelly 
men into the manufacturers’ agencies 
He said this step would insure a con- 
tinuity of service between the manu- 
facturer and the distributor that would 
be “permanent.” 

Mr. Connelly also pointed out the 
value of good relationship between the 
manufacturer, manufacturer's agents 
and the distributor. He discussed the 
advantages and disadvantages of sell- 
ing through manufacturers agents as 
against selling through company-em- 


ployed salesmen 


Century Appoints London’s 
HUNTSVILLE, ALA.—London'’s In- 


corporated, has been appointed appa- 
ratus territorial distributors by The 
Century Electric Co. They will handle 
the complete line of motors and gen- 
erators for electrical equipment. Lon- 
don’s Incorporated is located at 203 
No. Green St., Huntsville. 


E. R. Kulka Honored 
At Annual UJA Dinner 


NEW YORK, N.Y.— Eugene R. 
Kulka, of the Kulka Electrical Manu- 
facturing Co., was guest of honor of 
the lighting fixtures and wiring devices 
industry at the United Jewish Appeal 
dinner, held on May 13 at the Am- 
bassador Hotel. 

Harold I. Leviton, of the Leviton 
Manufacturing Co., division chairman, 
called attention to Mr. Kulka’s many 
years of work for the UJA and other 
philanthropies. 

Completed plans for an intensive 
fund raising campaign were also an- 
nounced. The campaign of the light- 
ing fixtures and wiring devices divi- 
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sion comes under the general aegis of 
the electrical industry division of UJA. 
General chairman is Isidore Leviton, 
of the Leviton Manufacturing Co., and 
father of Harold I. Leviton. 

Major monetary aim of the United 
Jewish Appeal of Greater New York's 
1954 campaign is to raise the metro- 
politan area’s share of the national 
United Jewish Appeal goal of $119,- 
921,150, as well as the local propor- 
tion of the national budgets of the 
American Jewish Congress and the 
National Jewish Welfare Board. 

Agencies to benefit from the drive 
are the United Israel Appeal, Joint 
Distribution Committee (including 
ORT ), United Service for New Ameri- 
cans, New York Association for New 
Americans, National Jewish Welfare 
Board and the American Jewish Con- 
gress. 


Roto-Broil Expands 
NEW YORK, N. Y.—The Roto- 


Broil Corporation of America has pur- 
chased an eight-story building in Long 
Island City. It will be used for the 
manufacture of infra-red broilers and 
electrical home appliances 


Triangle Sponsors 
2nd Golf Tournament 


NEW BRUNSWICK, N. J.—The 
second annual Triangle Invitation 
Round Robin Tournament will be 
played June 3-6 over the Cascades 
Course, Homestead, Virginia Hot 
Springs. The tournament is spon- 
sored by the Triangle Conduit and 
Cable Co., Inc. President John E. 
McAuliffe is the donor of the John 
E. McAuliffe Bowl, which goes to the 
winner of the $7,500 tournament. 

The first Triangle Round Robin was 
played last July at the Shackamaxon 





ten UE 
T. E. SATCHWELL is presented with 
an NAED honorary life membership 
certificate by Alfred Byers, executive 
secretary. Mr. Satchwell, former vice 
president of Ace Electric Supply Co., 
Jacksonville, Fla., received the cer- 
tificate at the Miami area meeting 
held in the Biscayne Terrace Hotel. 
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LUGMOLD 


builds 

better business 
for you 

»..at a profit! 








$< 


GET A 20-FOOT INTRODUCTORY 
PACKAGE of Plugmold today. Your first 
installation will convince you that Plug- 
mold is the most satisfactory and profitable 
way to provide convenience outlets. In- 
stalled in one tong, continuous run, elimi- 
nating a lot of connections between short 
lengths. Provides duplex or NEMA 
grounded outlets every 30”, 18”, 6” or 
closer. Write for the Plugmold booklet. 








fastest, easiest, cheapest way 
to more electrical outlets 
Rely on Wiremold's “Big 4” to solve your wiring problems! Plugmold 
Continuous - Outlet Systems — Wiremold Surface Raceways — Pancake 
Overfloor Raceways—Wiremold Fluorescent Units. 
Wiremold products are backed by a firm guarantee. See page 7 of Wiremold Catalog No. 19 


q MDa = =| aA» 
The WiREMOLD compaANYy 
HARTFORD 10, CONNECTICUT 
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CERTIFI 


ED — 60% 


NEOPRENE BY WEIGHT. (yim 








Country Club, Westfield, N. J. Again 
this year, Triangle will follow the pat- 
tern which made the first event one 
of the most populuar tournaments on 
the schedule of the Ladies Professional 
Golf Assn. Mr. McAuliffe announced 
that he has issued invitations to 14 
leading women professionals. Two top 
amateurs will also compete in the 16 
girl field. 

Winner of the 1953 Tournament 
was Mrs. Jackie Pung of Hawaii. 


Magni-Flood Extends 
Prize Campaign Date 


MT. VERNON, N.Y. — Magni- 
Flood Inc. has extended the prize cam- 
paign to December 30, 1954. Eligible 
are wholesale people, general salesmen, 
outdoor lighting equipment salesmen, 
purchasing agents, quotation clerks, 
pricing and editing men 

The company has dedicated special 
facilities for Light's Diamond Jubilee, 
and in addition, continues its regular 
full-scale operation on both commer- 
cial and outdoor home lighting. 

Prizes include golf clubs, watches, 
silver dishes, electric shavers, radios, 
fishing rods, luggage 


California Electric 
Announces Changes 


SAN FRANCISCO, CALIF.—Wil- 
liam Ellermeyer is refrigeration sales 
manager for the California Electric 
Supply Company in the Valley and 
Oakland territories 

Mike Russell has added refrigera- 
tion to his duties as television sales 
manager. His territory includes the 
coast and San Francisco area 

Tom Ryan, who had handled these 
jobs, has resigned 


Westinghouse Lamp 
Advances Sales Personnel 
PITTSBURGH, PA. — Three key 


members in the sales organization of 
the Westinghouse lamp division have 
been advanced to top positions. 

Charles E. Erb, new general sales 
manager, is responsible for the formu- 
lation of sales policies for the division, 
and for directing the headquarters and 
field selling organization. He reports 
directly to F. M. Sloan, general man- 
ager of the lamp division. 

Russell E. Ebersole, new marketing 
manager, also reports to Mr. Sloan. He 
counsels and assists Mr. Sloan in the 
broad management problems associated 
with developing product programs and 
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The PARAGON 
"Memoty Master" time switch is 


100% Dependable 


INSTANT CHECK of 
motor operations 
through Moto-Vu oper- 
ating window. 


T. H. TODD is district operating man- 
ager for Graybar at Cincinnati. He re- 

: gas INSTANT ADJUST- 
places E. C. Doeker, who is on sick seteet até or pemeve 
leave. Mr. Todd joined the company at : auick-change dial trip 
Seattle in 1940. He had been acting 14 pers any time without 

4 4 $ removing diol. 
district operating manager at Cincin- 

‘ | : ; “TORSION-CLUTCH” 
nati since last November. ie wa, GENE = cel 





. - —* turns freely. for man 
planning to meet the long-range mar- , ersae, | val check of *'on-off"” 
. . ° e “ee =" | .OC* i switch operations 
keting objectives of the division. In 3s Gages | yet has positive, no- 

addition, Mr. Ebersole will work with wis hearts 

oth the gener: anager < > gen- “QUICK-OUT MOVE- 

both the general m inager ind the gen : ; ' Tena: 

eral sales manager in coordinating the - ! in case. Rattle-proof 
€ ° ts Oo %:. Movement swings ovt 


commercial activities of the organiza- aa when unlocked. No 


loose parts 


tion. 

Herbert E. Plishker, as new mer- Cong: a Seon 
chandise manager, is responsible for co- RT eh ~~, eccess terminal block 
ordinating the efforts of the sales staft . Res eee 
in developing and executing sales pro- 1 . NAL BLOCK INSULA- 
grams. Under his direction wil! be the oe 
product line specialists, the sales train- 
ing activities, and the advertising and from $10.90 list 


sal department. He will 
Saies promotion epar ent e Wil 2a) used wherever a 24-hour 


report to Mr. Erb. h : 7 
ON-OFF time switch is needed 
Purchase Tool Firm Men in the electrical field are unanimous in 
CINCINNATI, OH!O.—Four Cin- their praise of the new 3000 Series Memory 


cinnati business men have purchased Master. It is 100% dependable for control 
the United States Electrical Tool Co.. ling “ON-OFF” operation of bill board lights, 
a division of the Emerson Electric store illumination, poultry house lighting, 
Manufacturing Co., St. Louis, Mo., for : 

. applications. It’s the switch that remembers 
an undisclosed price. | ., ile ben Sees 


Lighting Workshop Offers 
College Credit a0 , 

. 7 e m 4 Ea, You can offer your custom 

SAN FRANCISCO, CALIF.—The | Mt» ers more than 40 modern 


2 i . ‘ “ Paragon time switches for 
Home Economics Dept., of the San ‘ \ Poultry House j °x y every purpose — in addition 
Francisco State College will offer a | \. \ Lighting / to the popular 3000 Series 

| . “ And they're all supported by 
. . / Switches . y 

home lighting workshop course, as an \ / an aggressive merchandising 

> : | y rogre to make sales easie 
intersession course, during the week of ieee Oe les Ring mca apt: po 
June 28 through July cf i agon'’s complete line for 

. 7 plete profits. For full de 
Thg workshop put on by the college Sissies Taner Fr % tails write Dept. 1630 
last year was notable as the first course ru (2900 Series) / \ Switch 
on this subject ever approved for upper >>, J Window", '99° Series 
division college credit. The last year’s ff /# T cunteen \ 
jf & S/ / Switch 





stoker operation and hundreds of other plant 


More than 40 profit opportunities 


rT 


event was also notable in marking a 
significant point in cooperation be- 
tween educators and industry, having 
been offered in cooperation with the 
Northern California Electrical Bureau | rs 
and the Northern California section | — 

of the Illuminating Engineering So DARAGON FLECIRIL COMPANY 
ciety. This year's workshop will again | 

offer one unit of upper division college TWO RIVERS, WISCONSIN 
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C-o-o-l 
OPERATION 
through 


SCREEN VENTING 


Yes, cooler, safer and more trouble-free opera- 
tion—longer and better protection—with Pierce 
Fuses! Their venting permits free flow of air 
through the interior—keeps fuses 10 to 40% 
cooler—prevents afterblow by permitting dan- 
gerous gases and pressures to vent if a link lets 
go to protect equipment. 


HIGH-PROFITS 
plus 


“REPEAT” BUSINESS 


Not only are Pierce Fuses high-profit items for 
you, but they’re almost self-selling because their 
quality is recognized. Their tubular bridge, for 
instance, assures continually correct knife blade 
alignment and perfect clip contact. Cases last 
6 to 8 times longer. All Pierce quality Fuses are 
equipped with the famous Balances Lag Links. 
Yes, Pierce offers you the top quality fuses that 
are above all competition! 


It Pays YOU 


Air |} 
| 


COLD | | 
| 


It Pays YOUR CUSTOMERS 


weAT 


Bows ws? 
dmccesref 


IERCE 


LEICESTER 


NEW 


WRITE TODAY for this helpful booklet on 


fuses that positively avoid afterblow. 


RENEWABLE FUSES, INC. 


YORK 





ARTHUR G. MASON has retired as 
commercial manager for The Thomas 
& Betts Co. He joined the firm in 
1935 as service manager. Mr. Mason 
had previously been with Graybar, 
where he headed wire and conduit 
sales. He also has been associated 
with the Western Electric Co 





credit, and in addition will be co- 
sponsored by the Better Light Better 
Sight Bureau, of New York. 

The program includes the general 
principles of lighting and the various 
light sources, the requirements for 
lighting activities in the home and the 
means of satisfying these requirements 
with portable lamps, fixtures, archi- 
tectural or built-in lighting effects. 
Two half-hour color motion pictures 
on home lighting are included. The 
lectures, demonstrations and discus- 
sions comprising this year’s workshop 
will be presented in the auditorium of 
the Pacific Gas and Electric Co., San 
Francisco. 

The course is designed to interest 
home-making and science teachers, 
lighting and color consultants and inte- 
rior designers, architects, builders and 
those in the home lighting equipment 
merchandising field. Representatives 
from the General Electric Co., West- 
inghouse Electric Corporation and Syl- 
vania Electric Products Inc., will serve 
on the workshop’s faculty 


Globe Fittings Corp. 
New Manufacturer 


ORANGE, N. J.—The Globe Fit- 
tings Corp., 311 Orange St., has been 
formed for the manufacture of cold 
formed steel conduit and EMT fit- 
tings. The company will operate on 
a national basis, with deliveries start- 
ing this month. 

Irving Katz, formerly treasurer of 
the Slater Electric & Mfg. Co., and 
prior to that, comptroller of Olympic 
Radio & Television Corp., is president 
and sales head. G. K. Preiser, a gradu- 
ate electrical engineer, is secretary- 
treasurer. 


ELECTRICAL WHOLESALING—May, 1954 








RETMA Marking 
30th Anniversary 


WASHINGTON, D. C.—The 
Radio-Electronics-Television Manufac- 
turers Assn. will celebrate its 30th 
anniversary during the annual conven- 
tion to be held in Chicago, June 15-17. 

The association was known as the 
Radio Manufacturers Assn. until 1950, 
when “television” was added. Last year, 
“electronics” was added to the asso- 
ciation’s title in recognition of its 
expanding scope. 


See 450 Million Sales 
In Room Conditioners 
CHICAGO, ILL. — Good general 


business conditions will team up with 
unusually warm weather to produce a 
minimum of 450 million dollars in 
room air conditioner sales for 1954. 

This was the prediction of Eugene 
A. Tracey, vice president of the Mitch- 
ell Manufacturing Co., before the Na- 
tional Appiiance Radio and Television 
Dealers Assn. He advised the dealers 
that they could get their share of the 
sales by “taking the time to learn the 
reasons why people buy room air con- 
ditioners.” 

Tracey quoted two authorities for 
his business and weather forecasts. 

One was Sumner Slichter, well- 
known Harvard economist, who found 
“that for the past six months the ratio 
of consumption of consumer durable 
goods has been three billion dollars 
higher than production.’ 

The Mitchell executive said Slichter 
noted there was an 
posable income after taxes from Janu 
ary, 1953, to January, 1954. The short 
term debt is being paid off faster than 
it has been in the past several years. 
More housing was started in February 
that at any time during the past five 


increase in dis- 





jena toe pee < ti 


—? 


“FAMILY LIGHTING PACKAGE” de- 
veloped for recognized house to house 
installment companies by G.E.’s wiring 
device department, consists of 6 light- 
ing specialties for the family. It in- 
cludes a 4-outlet extension cord set 
with woodscrews for mounting on 
baseboard. 
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Not All 
‘Air-Cooled Dry-Type Transformers 
are Underwriters Approved 


Check the “approved” power transformers 
in the Electrical Equipment List issued by 
Underwriters’ Laboratories 


The few makes which are on the “Un- 
dewriters’ Laboratories” list, include 
Sorgel air-cooled transformers, which 
have been tested and approved under 
the “Reexamination Service” for more 
than 25 years. 


All Sorgel transformers are con- 
structed according to the latest Un- 
derwriters’ Laboratories standards. 
They also meet all the requirements 
of the A.S.A., A.I.E.E., and N.E.M.A., 
standards. 


Not Just an Ordinary Transformer 
In addition to being approved by Un- 
derwriters’ Laboratories, all Sorgel air- 
cooled transformers comply with the 
most rigid specifications of engineers 
and the electrical industry. That is 
why they are universally accepted by 
discriminating engineers and users. 


Easy and Low Cost Installation 
All self-contained in a single unit. 
Three-phase transformers are also in 
a single unit, with simple connections 
to make. No separate mounting brack 
ets or junction boxes to make or buy. 
Substantial wall brackets, with slots fo 
bolts or floor mounting base, are an in 
tegral part of Sorgel transformers 
Roomy connection compartment with 
wide choice of knock-outs. All trans- 
formers are equipped with solderless 
terminal lugs, and permanent connec 
tion diagram. Sorgel air-cooled dry- 
type transformers are so quiet in oper- 
ation that there is no disturbing hum; 
therefore they can be installed in 
almost any convenient place inside of 
buildings, close to the load center. This 
results in shorter feeders, better volt- 
age regulation, more efficient distri- 
bution, and lower wiring cost. 


Liberal Design for Full Rated 
Load 

Sorgel air-cooled dry-type transform 

ers are guaranteed to carry the full 

rated load continuously, and are so 

liberally designed that they can safely 

carry an overload during an emergency. 


Rugged Construction 
All fabricated steel frames and en- 
closures. No castings or flimsy enclo 
sures that might be broken or damaged 
during shipping or handling. 


The Price Question 
Because these superior features cost 
more to incorporate in Sorgel air-cooled 
transformers, our price may not always 
be the lowest; however the little ad- 
ditional price you might sometimes pay 
will be saved several times over in extra 
service and lower installation costs. 


A Perfect Partner for Substations 
Sorgel transformers can also be incor- 
porated in substations, complete with 
primary and secondary switchgear 
They are procurable with any make of 
switchgear, and from any substation 
manufacture} 


Unmatched Experience Record 
The Sorgel Electric Co. has 40 years of 
continuous experience in the develop- 
ment, manufacturing, and application 
of dry-type transformers. 


Large Variety for Every Purpose 

These transformers are available in a 
large variety of sizes and types for 
every purpose. 4% Kva to 1,000 Kva 
single phase. 1 Kva to 3,000 Kva 3- 
phase. All standard voltages, such as 
120, 208, 240, 480, 600, 2400, 4160, 
4800, 7200, 13,200, and up to 15,000 
volts, and any intermediate or special 
lower voltages. 


Stock carried by jobbers in the following cities: 


Davenport, lowa 
Cedar Rapids, lowa 
Roxbury, Mass. 
Buffalo, N. Y. 
New York, N. Y. 


Chicago, Illinois 
Cleveland, Ohio 
Los Angeles, Calif. 
Milwaukee, Wis. 





Rock Island, Illinois 
Rockford, Illinois 
Richmond, Indiana 
Omaha, Nebr. 
Beaumont, Tex 


Consult the classified section of your telephone directory 
or communicate with 


SORGEL ELECTRIC CO. 


832 West National Ave., Milwaukee 4, Wis. 





WESTINGHOUSE 
and 


THE BARTON CORP. 


just two of the leading 
electric dryer 





manufacturers who 





recommend 


Rodale’s 


30-AMP, 3 - WIRE 


Dryer Cord Sets 


with be” Shaped 
Grounding Contacts 


it's here... Rodale’s complete new 
line of Dryer Cord Sets... 30-Ampere, 
3-wire devices especially designed for 
electric dryers, and endorsed by the 
nation’s leading electric dryer manu- 
facturers. No more makeshift installa- 
tions... now you can be sure, you can 
be safe, you can save on time and 
money...use the units manu- 
facturers recommend! 


AVAILABLE NOW 


FROM JOBBERS 


COAST-TO-COAST 


Rodale 


MANUFACTURING COMPANY, Inc. 
EMMAUS, PENNSYLVANIA 


Warehouses in CHICAGO and LOS ANGELES 
Sales representatives in all areas 
selling through your favorite wholesaler 


WRITE FOR YOUR FREE 
COPY OF “THE DRYER UNIT 
YOU'VE BEEN WAITING FOR!” 





_-30-AMP, 3-WIRE DRYER CORD 
with “L” Shaped Grounding Blade 
Cat. No. 842-4 ~ 4 foot length 
Cat. No. 542-5 — 5 foot length 
Cat. No. §42-6 — 6 foot length 


Cat. No. 648 — Brown Bakelite 
Cat. No. 648Y — Ivory Bakelite 


FRED M. PYLE has been elected vice 
president in charge of sales and prod- 
uct development for the Metalcraft 
Products C Inc., Philadelphia, Pa 





months. Installment buying has in- 
creased despite a high percentage of 
cash sales in the last three months. 

Mr. Tracey based his weather out- 
look on an “amazingly accurate” four- 
month forecast made for the company 
each year by the Krich research organi- 
zation. (Krich is a noted source for 
weather prediction in industry and pre- 
dicted weather for General Eisenhower 
in the Normandy invasion. ) 

This year, he said, there will be a 

warmer May and June prospect for 
the entire country east of Kansas City, 
but for approximately 500 miles in all 
directions from Chicago, the heat will 
be unusually high in May.” 

The room air conditioner business 
increased 134 per cent last year, while 
the largest increase in the whole appli- 
ance field was in television, which ex- 
perienced a 15 per cent rise in sales 

Mr. Tracey added the room air con- 
ditioner industry has “almost doubled 
every year for the past three or four 
years” and is believed to show the same 
trend in 1954. He revealed that satu- 
ration is at something under three per 
cent and trade-in sales are almost un- 
known 


Westinghouse To Close 


TV-Radio Plant 

SUNBURY, PA.— The TV and 
radio assembly plant of the Westing- 
house Electric Corporation will close 
on August 27, T. J. Newcomb, man- 
ager of the television-radio division 
has announced 

“Although regrettable, this action 
cannot be delayed any longer, since 
our division has been operating two 
major plants at partial production Ca- 
pacity for many months already,” Mr 
Newcomb said. 

He continued that no appreciable 
upswing in consumer demand for ra- 
dio and TV sets is forecast in the near 
future. Therefore, production will be 
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consolidated at one location, the Me- 
tuchen, N.J., factory. This plant is the 
115,000 sq. ft. division headquarters 

Westinghouse’s lease runs until 
February, 1956. In line with a desire 
to cooperate to find jobs for the Sun- 
bury employees, the company will per- 
mit any other employer, who is will- 
ing and able to provide 1,000 or more 
jobs for Sunbury people, to lease the 
plant rent-free for the balance of the 
present lease, providing the legal de- 
tails for such an arrangement can be 
worked out. As of the beginning of 
May, no such employer had been lo- 
cated. 


AHLI Emblem Identifies 
Individual Members 


CHICAGO, ILL. — Development 
and adoption of a distinctive emblem 
for identification of members of the 
American Home Lighting Institute 
has been announced by Miss Minita 
Westcott, managing director. 

The emblem itself will be used by 
members on stationery, packaging and 
advertising material to associate the 
individual manufacturer with the 
broad over-all national program. 
said Miss Westcott, 
‘attempting to establish the AHLI 


emblem as a seal of approval or a 


“We are not, 


standard of quality of performance 
The industry itself has already devel- 
oped high manufacturing standards 
that equal or exceed those of other 
building and contruction materials 
groups. Rather the AHLI emblem will 
serve to identify each of our individ- 
ual members with the broad national 
program that is in operation to em- 


AHL! 


AMERICAN HOME 
LIGHTING INSTITUTE, INC 


phasize the desirability and benefits 
of installed home lighting fixtures.” 
The AHLI is comprised of leading 
manufacturers of home lighting fix- 
tures. The organization is currently 
engaged in an educational and promo- 
tional campaign to emphasize and 
publicize the benefits of installed home 
lighting at the consumer, builder. con- 
tractor and architectural levels. 
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Porcelain Products’ 
service masf KIT 


Everything turnished 


but the house and conduit 
ae 


Here's 
Ue 
get 





Ranch type homes 


Available Now!—a Service 
Entrance Mast kit complete to 
every detail—including roof 
flashing. Even necessary bolts, 
nuts, lag screws, and nails. These 
articles make up the new Por- 
celain Products’ service mast kit 
that you'll put up and forget. All 
components of the kit can be 
installed by an electrician, with 
electricians’ tools. 


Here is a list of the parts: 

V/ 114" UL approved Service Entrance Cay 

V 114" to 2” Bell Reducer to adapt 
service cap to conduit 

V/ Galvanized Roof Flashing and Storm 
Collar 

—/ Roof Mounting Plate of new and 
original design 

</ Conduit hanger with 21/," lag screw 
attached 

V Slip-fitting offset reducer with interior 
grounding device 

Vv All necessary bolts, nuts, lag screws 
and nails 

V/ Plus—Porcelain Products famous 
2061-C Pipe Mounting house brackets 
as specified. 


Write for details today! 


FINDLAY, OHIO 





PRICING ERRORS S MONEY 


OUT-OF-DATE PRICES (Or ou CUSTOMERS 


DELAYED QUOTATIONS TIME 


YOUR BEST SOLUTION 
IS TO ORDER y a 


THE ELECTRICAL WHOLESALE 
PRICE BOOK SERVICE PUBLISHED 
BY TRADE SERVICE PUBLICATIONS, INC. 


weRE's PROOF! 


HERES WHAT TYPICAL DISTRIBUTORS SAY 
ABOUT TSP: 





“T S P was one of the first 
things we for our 
new ranch.” —Edward 
Electrical Supply Co., 
Chicago, Illinois. 





You, too, can get the benefit of our 20 years experience. Distributors 
from coast to coast rely on T S P for latest up-to-date price information. This 
detailed price information service is designed especially for your operation 
as an electrical wholesaler. It is supplied in loose leaf form and kept up to date 
with latest revised price sheets mailed weekly. Net prices are calculated to save 
you time and are tailored to your own individual location. This saves you time 
and avoids errors. The basic price book is thoroughly cross indexed with 
specific page numbers given for every manufacturer and item listed in the 


2,500 pages. 





WRITE TODAY FOR FREE 
DETAILED INFORMATION 
ON HOW YOU, TOO, 

CAN BENEFIT BY USING 


“bdécationd 
TSP SERVICE! Bees 


INCORPORATED 
673 No. Wells St. 











Sayre Succeeds Smith 
As Norge President 


CHICAGO, ILL.—Judson S. Sayre 
has been named president and general 
manager of the Norge division of 
Borg-Warner Corp., and a vice presi- 
dent of Borg-Warner itself. The an- 
nouncement was made by Roy C. In- 
gersoll, Borg-Warner president. 

Mr. Sayre succeeds George P. F 
Smith, who has joined the executive 
staff of the Borg-Warner central office 

Mr. Sayre for many years was presi- 
dent of Bendix Home Appliances, Inc 
He also has been national sales man- 
ager of Kelvinator Corp., head of 
Montgomery Ward’s appliance divi- 
sion, assistant to the president of RCA 
and vice president of Avco Manufac- 
turing Corp. 


Gesco Yonkers Opens 

YONKERS, N. Y.—General Electric 
Supply Company opened a new branch 
at 16 Harrison Ave., last month. It will 
distribute in The Bronx, Westchester 
and Rockland counties. Gesco closed 
a branch in Peekskill, N. Y., in January 
of this year. 


Wires, Cables Subjects 
Of Color Movie 
ROME. N.Y.—How electric wires 


and cables are made is shown in a new 
{S-minute motion picture entitled, 
“Cable—Pathway of Power.” 

The film, in color, and with sound, 
details the various steps in the pro- 
duction of wires and cables, starting 
with copper bars and aluminum in- 
gots, and following through to the 
finished product 

The manufacturing operations were 
photographed in the plant of the 
Rome Cable Corp., sponsor of the 


EXTRUSION of insulation onto a 
power cable is pictured in a scene from 
the movie, ‘Cable Pathway of 
Power.’’ Wires and cables have little to 
excite interest, yet require a_ vast 
amount of complicated machinery, plus 
constant scientific control, to proauce 
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movie. Animated sequences are used 
to illustrate and explain some of the 
steps, such as the extrusion of insulat- 
ing materials onto wires and cables, 
and the testing of finished high-voltage 
cables. 

The motion picture also shows how 
aluminum is continuously cast into a 
triangular strip which is fed directly 
into a rod rolling mill. This rod is 
then drawn into wires, and the wires, 
stranded into cables, in much the same 
way as Copper is processed. 


New Portable Lamp 


Selling Program 

CHICAGO, ILL.—A practical port- 
able lamp selling program was an- 
nounced during the E.E.I. sales con- 
ference held in April. The lamps 
offered will provide decorator styling 
as well as adequate and diffused light- 
ing. The new approach has been called 
the Beauty-plus Lamp Program. 

The lamps will also be of approved 
electrical construction announced J. 
Reed Hartman, chairman of the Edison 
Electric Institute commercial division 
and vice president of Cincinnati Gas 
and Electric Co. 

An outline of the plans for the lamp 
selling promotion was presented to the 
representatives of electric service com- 
panies attending the sales conference 
First showing of the new lamps will 
be at the summer lamp shows. The 
timing for the launching of this pro- 
gram ties in with the peak of Light's 
Diamond Jubilee activities. 

A preliminary survey of a selected 
group of electric service companies, 
covering about half the residential 
meters of the country, showed more 
than 85 per cent of them will promote 
Beauty-plus Lamps in their areas this 
autumn. They will provide advertising, 
sales manpower and impetus to the 
program. 

The lamps must meet specifications 
set up by the Beauty-plus Lamp Coun- 
cil, the organization which correlates 
the program. The lamps must provide 
good lighting, meet U.L. standards 
electrically and meet the shade and 
size dimensions set up by the council. 

The specifications call for the lamps 
to include Certified Lamps, LE.S. type 
reflectors and R-40 type white indirect 
lamps. It is estimated these specifica- 
tions will admit most of the lamps 
already using these lamp heads. 

Beauty-plus Lamps will be tagged. 
A feature of the tags is that the proper 
size bulb, to assure customer satisfac- 
tion, will be indicated. 
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A CEILING OR WALL 
VENTILATOR THAT GIVES YOU 


LOW PRICE 


PERFORMANCE 
* QUIETNESS ~ 


The new low-cost Trade-Wind Axial Flow Ventilator now makes it 
possible to use either wall or ceiling installation with the same 
unit of this revolutionary new ventilator. The unit can be installed 
between joists in the ceiling or between studs in the-side wall. 

The Trade-Wind gives you straight-through axial air flow plus 
super-powered suction. And it sells at a low, |-o-w price which 
makes kitchen ventilation a must even in the most economically 
designed house. And it’s so good looking! Styled by a top indus- 
trial designer, the Axial Flow adds a new distinctiveness to every 
kitchen. 


FOR 
CEILING 
INSTALLATION 
FOR 
WALL 


, INSTALLATION 

The optional backdraft damper 
shown at left, and wall cap, 
shown above, are interchange- 
able and make the Axial Flow the 


. . : ersatil ntilator on the 
Write or wire for complete details today. a 


Originated by 
TRADE-WIND MOTORFANS, INC. 


5721 §. MAIN ST., LOS ANGELES 37, CALIF. 





/ from molten metal to finished fittings 


es TO USER 


Catiafacti 


@ Here is the complete line of E.M.T. fittings 
—all styles—Compression Type, Set Screw 
Type—BM Indenter and the two piece econ- 


omy Connector. 


MALLEABLE PRODUCTS CO. 


Gen. Sales Office: 222 W. Adams St., Chicago 6, Illinois 
Foundry and Plant: Decatur 60, Illinois 





PEOPLE IN THE NEWS 








Mrs. Ralph Dobbins, owner-man- 
ager of United States Electric Com- 
pany, wholesalers of Springfield, Ill, 
was chairman of activities for Mental 
Health week, May 2 to May 9. 


Arthur R. Weaver, who retired 
January Ist, after 35 years with the 
Graybar Electric Co., Inc., and West- 
ern Electric Co., has been appointed 
field representative of the Toledo Small 
Business Association. He had been 
with Graybar 25 years and opened the 
Toledo branch in 1925 


Bruce C. Ashley has been appoint- 
ed an associate of Chas. K. Ramond 
Co., New Orleans, manufacturers’ rep- 
resentatives. He covers Louisiana, 
Mississippi and Mobile 


J. L. Perry, Orgill Bros. & Co. 
Inc., Memphis, covers the central and 
western parts of Tennessee for the 
Ben-Hur Mfg. Co., Milwaukee 


Allen S. Nelson is manager of 
distributor sales, International Recti- 
fier Corp., El Segundo, Calif 


Guy F. Roehrig is consumer prod- 
ucts district manager for Westinghouse 
Electric Supply Co., Milwaukee, Wis 
He succeeded J. R. Lukan. R. J. Bitt- 
ner, formerly consumer products sales 
promotion manager is now major ap- 
pliance manager 


Robert Palmer is secretary and 
treasurer of the Pyle-National Co., 
Chicago. He was with A. T. Kearney 
and Co 


Paul E. Burks is manager of distri 
bution for the entire Philco Corp 
He at one time had been with the 





FRED H. ADAMI, executive vice presi- 
dent of Diamond Expansion Bolt Co 
Inc., presents a gold watch to Arthur 
J. Smith on occasion of his 50th an 
niversary with the Garwood, N. J. man 
ufacturer. Mr. Smith son (not a 
member of the firm) personally pre 
sented his father with the 50-Year 
Diamond Service Pin 
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STEPHAN N. BUCHANAN is presi- 
dent of the newly organized Buck 
Electrical Mfg. Co., Roselle, N. |. He 
has been chief designing engineer with 
The Thomas G&G Betts Co., and estab 
lished the Ajircraft-Marine Products 
Co., Inc. He also founded Buchanan 
Electrical Products Corp., 
rector of research and development for 
this company until August, 1953 


and was di 





Artophone Corp., St. Louis, as sales 
manager. Mr. Burks succeeds James 
M. Skinner, Jr., new vice president of 
the Philco television division. 
Wesley S. DePierris is district sales 
representative for the electrical divi- 
sion of Olin Industries, Inc. He covers 
Washington, Oregon, northern Idaho, 
Wyoming and most of Montana, with 
headquarters in Seattle. He was pre- 
viously a manufacturer's representative 


E. Dudley Bell is general manager 
of Solar Manufacturing Corp 


A. J. De Fino, vice president, Fed- 
ders-Quigan Corp., Buffalo, N.Y. is 
president of the Air-Conditioning and 
Refrigeration Institute. He 
L. C. McKesson. 


succeeds 


John Lachmann is executive tech 


nical director of the Chester Cable 


Corp., Chester, N. Y 


Lou Goren is a member of the New 
York sales staff of Smithcraft Lighting 
division, Chelsea, Mass. He is currently 
serving as program chairman of the 
New York section of the I.E.S. and is 


a member of the board of managers 


Don L. Orton is North Central 
regional manager for Federal Electric 
Products Co., and the Pacific Electric 
Manufacturing Corp. He was formerly 
associated with the Electric Supply 
Corp., of Hammond, Ind., 
headed the power apparatus division 
from May, 1952, until joining the Fed- 
eral Pacific organization 


where he 


C. K. Bryce is a director of Orange- 
burg Manufacturing Co., Inc., Orange- 
burg, N.Y. He retired from the Union 
Carbide and Carbon Corp., last July 
after 42 years service 
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Tracer lamps taped to wrists nadued how at wry 53% less move- 
ment is required to mount Williams “Nail Fast” 
pared with ordinary box. 


switch box com- 


NEW BOX SLASHES ROUGH-IN TIME 


“Nail Fast”* Switch Box Proves 
Time Reduced By More than 53% 


The first major improvement in 
switch boxes, since the nail hole idea, 
was announced by the H. E. Williams 
Products Company. The new design, 
called “Nail Fast,” eliminates costly 
on-the-job waste motion. Time stud- 
ies prove “Nail Fast” reduces rough- 
ing-in time by more than 53%. 


“Nail Fast” is an appropriate name 
because 16d nails are pre-assembled 
and locked-in for fast, trouble-free 
mounting. Crimped nail points pre- 
vent nails from falling out, slipping 
or jumping out of place. 

With “Nail Fast” electricians need 
not carry nails or spend costly time 
searching, reaching or fumbling for 
them. Aligning box with stud and 
starting nails becomes a simple, one 
hand operation—without danger of 
smashing fingers. Gloves can be worn 
on cold days to do the roughing-in. 





AN INVITATION: So you can 
prove to yourself that “Nail Fast”* 
reduces roughing-in time by more 
than 53%, we will send one for 
you to personally inspect and mount. 
No cost, no obligation! Just mail 
your name on your letterhead, today. 
H. E. Williams Products Co 


| 132 South Main St., Carthage, Mo. 








Her full 119 pounds suspended 
from “Nail Fast’s” crimped nails, 
Jacqueline Doty proves nails can’t 
fall out. 


Swift, sure mounting without danger 
of smashing fingers. Nails are locked 
in, cannot slip or jump out, 








EASIER SELLING 


@ MORE BUSINESS 


@ GREATER PROFITS 


For Electrical Wholesalers 


who sell FEDERAL SIGNALS 


Signals are more important to industry with every passing day! 
Federal horns, sirens, and bells are in greater demand because of — 
Sound engineering 

High Production Standards 

Dependable Service 

Extensive advertising to the consumer 


qn d because Federal has the most comprehensive line of 
signals for each and every service. 


INTRODUCING... 


THE NEW 


The 360 revolving light for 
animating signs and attracting 
attention to amusement cen- 
ters, shopping centers and 


other business establishments. MODEL 27-S 


YOU CAN SELL THIS PRODUCT! 


One sale creates dozens of prospects. Ask for Bulletin 5A. 


FEDERAL SIGH ong SIGHAL 


FORMERLY: FEDERAL ENTERPRISES, INC. CORPORATION 


OVER 50 YEARS OF SIGNAL PRODUCTION and SERVICE 


8727 S. State Street Chicago 19, Illinois 








OBITUARIES 











Daniel C. Daly 

Daniel C. Daly, executive vice presi- 
dent and director of the Clifton Con- 
duit Co., Inc., Jersey City, N. J., died 
on April 14. He was 59 years of age. 
Mr. Daly passed away while working 
at his desk. 

Daniel C. Daly was born in Brook- 
lyn. He was graduated from St. James 
Academy in 1912. Mr. Daly became 
associated with the Clifton Conduit 
Co. on May 30, 1926. At the time of 
his death, he was also secretary and 
treasurer of the Hatheway Patterson 
Corp., and associated with Hatteway 
& Company. He at one time had been 
associated with the Hudson-Manhattan 
Railroad. 





MANUFACTURERS NAME 
SALES REPRESENTATIVES 











Remington Corp., Auburn, N. Y., 
has appointed R. C. (Bob) Starke as 
district representative in Colorado, 
Utah and New Mexico, with headquar- 
ters in Denver. Before starting his 
own firm, Mr. Starke was a salesman 
for the W. G. Cline Co., 


Tomic Sales and Engineering Co., 
Detroit, has named the following: J. 
T. Pearson, Miami, Fla., southern 
Florida from Orlando south; R. C. 
Bronsvel, Jacksonville, Fla., northern 
Florida, including Orlando north; J. 
B. Richardson, Columbia, S.C., North 
Carolina, South Carolina; J. Matthews, 
Nashville, Tenn., Tennessee. 


Swivelier Co., Inc., New York, N.Y., 
has named Erwin and Hisserich Asso- 
ciates, St. Louis, Mo., for the southern 
Illinois territory including Springfield 
and Decatur, and eastern and southern 
Missouri including Springfield and 
Joplin, and the city of Keokuk, Ia. 
Erwin and Hisserich are located at 
3738 Washington Blvd., St. Louis, Mo 


The Abolite Lighting div., The Jones 
Metal Products Co., W. Lafayette, 
Ohio, has named Associated Manu- 
facturers Agents, 816 Carondelet St., 
New Orleans, La. The territory in- 
cludes Arkansas, Louisiana, Mississippi 
and western Tennessee. 


Precision Transformer Co., Chicago, 
has named the following: Tom Hodges 
and Co., Tulsa and Oklahoma City to 
represent the company in Oklahoma, 
Kansas and western Missouri. Gulf 
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W. H. “JACK’? McADAMS recently 
left The George E. Anderson Co., Dal- 
las, to go into business for himself as 
a manufacturers’ representative. He 
plans to cover Texas and Oklahoma, 
with headquarters at 7211 Inwood 
Rd., Dallas. 





Sales, New Orleans, Little Rock and 
Jackson, will cover Louisiana, Arkansas 
and Mississippi. Seaboard Associates, 
Inc., Greenwich, Conn. will cover 
Connecticut. Burns Electric Co., Pitts- 
burgh, will cover western Pennsyl- 
vania. Martin H. Murphy, Columbus, 
will represent Precision Transformer 
in central Ohio. 





ASSOCIATION NEWS 








CAMDEN—The Electrical League of 
South Jersey will match any cash 
awards won by any member, or non- 
member, in the lighting competition 
sponsored by Electrical Construction 
and Maintenance, McGraw-Hill publi- 
cation. The league notes there are 
many installations of lighting in south- 
ern New Jersey that can qualify for 
this competition. Any electrical contrac- 
tor regularly established in business, 
or any fulltime employee of a con- 
tractor, is eligible. Contest period is 
open from August 1, 1953 to Decem- 
ber 1, 1954. 


CHICAGO — The 1954 air condi- 
tioning promotion sponsored by the 
Electric Association got under way on 
May 11 with the opening of the Room 
Air Conditioner Show. This exhibi- 
tion is held at the Marquette Building 
of the Commonwealth Edison Co. 
Closing date is July 16. More than 
50 units, representing 17 brands of 
window coolers, console models, built- 
in units, central cooling systems and 
dehumidifiers, will be displayed. J. A. 
Bilheimer, Philco Distributors, Inc., 
is chairman of the air conditioning 
committee. 

There are four new directors of the 
association. R. Douglass Cooper, R. 
Cooper Jr., Inc. and J. A. Bilheimer, 
Philco Distributors, Inc., were elected 
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CONCRETE - WOOD 
BRICK - MARBLE 
AR MATERIALS 


FOR TILE 
SLATE - STONE 
AND OTHER SIMIL 


..« the bits with the 
CARBOLOY TIPS 
that cut masonry easier 
and faster 


Now available, this simple, effective new merchan- 
diser is supplied at no extra charge over the regular 
price of the six drill bits ic displays. Bits are the 
six assorted sizes most in use. Merchandiser is 
packed in a corrugated shipping container with the 
bits, so that dealers’ orders can be filled without 
fuss, bother or extra billing. 


And these drill bits are in demand. Here’s why: 


The combination of three design features — a 44° 
spiral, wide flutes, and narrow lands — gives the 
drill operator (1) automatic dust ejection and (2) 
fast cutting action in hardest material with no bind- 
ing from heat or dust jamming. 


These popular drill sizes are contained 


in the merchandiser: 


i —5/16"—3%e" —2"—¥n" — 4,” 


Write today to place your order or 
ask for further details. 


=e ee pets a 


PAINE 3 Westgate Road, Addison, Illinois 





| directors-at-large for a one year term. 
| T. L. Hankins, Condo Electric Co., fills 


the unexpired term of Oliver F. Bur- 

nett, Jr., and Oscar Bowen, Max 

Portable | Gerber, Inc., fills the unexpired term 
of H. C. Mallory. Two new commit- 

Ralph C. Dean, 


tee chairmen are: 


MULTIPLE OUTLET BOX G. E., chairman of the committee on 


| adequate wiring of new homes; 
| William H. Boyce, Delta-Star Electric 
|Co., chairman of the Chicago Elec- 


| trical Industry Show Committee. 


% 


Toggle Switch Controlled @ Signal Light 
= Indicator 


ONLY 


A highly needed $ 830 


convenience for laboratories, 

workshops, offices and homes 
CASE — 18 gauge steel supported on 4 rubber feet. 
WIRING — 3 convenience outlets, one hot, 2 controlled 
by toggle switches rated 10 ampere at 125 volt, AC-DC. 
Red signal light illuminates when plugged in. 6 ft. : h 
SJ #16 two conductor rubber covered cord with molded H. C. MOSES, JR., AW chairman, the 
rubber two-prong plug. Electiic Association of Chicago, shows 
FINISH — Vista Green baked enamel. Black fittings and m.c. on a women’s TV show, how an 
cord. obsolete circuit can be overloaded 
*WRITE for complete descriptive literature. with appliances commonly used in 

every home. The demonstration panel 


is inexpensive, portable and easily put 
THE FOSTORIA pressto steet corr. Sg tid tig gy om 
FOSTORIA, OHIO | appeared on many TV and radio pro- 


grams to tell the AW story 











MINERALLAC 


BEAM 
CLAMPS 


TRADE MARK REG 


MOUNTING <s— 
HANGERS a) 
ON I-BEAMS : 





Mounts Minerallac hangers No. 0 to No. 6 on |-Beams 
| safely without necessity of drilling holus. Made of 
Here's a quality line with real profit possibilities. | heavy gauge zinc plated steel with deep drawn 
To get the most out of it carry the complete ribs to give needed strength, these durable, light 
Champion DeArment-Channellock line. Millions | weight beam clamps have %-20 tapped holes— 
of national magazine subscribers will read about | will fit beam flanges up to % inch thick. Furnished 
the Channellock line every month . . . they are with case-hardened set screw. Low cost. 
fell Woe. -. Sorsedl geott pocbiltner, You con sot gates tran mca 
Weegee ay a oe SEND FOR LITERATURE 


more pliers than ever before when you feature the 
complete Champion DeArment-Channellock line. MINERALLAC ELECTRIC COMPANY 
THE PLIER DESIGN THAT OBSOLETES ALL OTHERS 25 North Peoria St. Chicage 7, iil. 


CHAMPION DeARMENT TOOL CO. MINERALLAC 








MEADVILLE, PENNSYLVANIA 
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DALLAS — Z. W. Pique, Westing- 

house Electric Supply Company, was te ey An 4 3 
in charge of the April 26 program 

James E. Byrne, president of the Food 
Brokers Assn., the principal speaker, 
addressed the meeting on, “How 
Stands the Union.” He presented a 
new insight on our troubles, past and 
future, with communists in government 


and positive measures for combat- 


de #1000 MCM — #14 





EUGENE, ORE. — The Electric oak. 

League of Oregon has been formally 4 “SLU 11 SIZES 
incorporated by Allen Hamilton, 
Merle Bailey and C. James Vitus 


MINNEAPOLIS — The 17th Annual! 
Upper Midwest Electrical Industry 
Convention, held in the St. Paul Mu- 





nicipal Auditorium, attracted a total 
registration of 1,121. Approximately 
1,800 persons visited the 7th Biennial #1000 MCM — #14 
Trade Show sponsored by the North 
Central Electrical Manufacturers Club 





North Central Electrical Industries re- ; 143) 
ports that 114 electrical wholesalers 
registered. Attendance drew people 
from Minnesota, North Dakota, South 
Dakota, northern Iowa and western 
Wisconsin. Upper Midwest electrical 
wholesalers were hosts at the tradi- 
tional convention Hospitality Hour 


NEW YORK—tThe Eastern Electrical 
Wholesalers Association, Inc., held 
their 24th Annual Dinner & Dance on 


May 1, at the Waldorf-Astoria. Wil 
aie VT 6 SIZES 
liam J. Kahn was chairman CAN NEUTRAL 


TERMINAL BLOCKS 





OMAHA—Bertrand Stahmer, pres- 
ident of the Industrial Electric Co., is 
the new president of the Nebraska- 
lowa Electrical Council. He replaces 
E. O. Olsen who resigned. Dan Kelly, 


Gesco, is the new vice president 


60, 100 & 200 AMPS. # 600 MCM — #14 
RICHMOND The Richmond Elec 


trical Industries Picnic will be held on 
Monday, June 14, at Kamp Kentwood 
A quick-acting committee was ap FUSE CLIPS 3 SIZES 








pointed at a recent meeting of the 
executive committee of the Electrical 
League to search for an appropriate 
activity to make this year’s picnic a 
Light’s Diamond Jubilee activity 


ST. PAUL Francis G. Judge was 

elected president of the Minnesota MANY SIZES AND TYPES #500 MCM — ¥*6 
Electrical Assn., at its 26th annual 
meeting held during the 17th Annual 
Upper Midwest Electrical Industry 

Convention in St. Paul. E. M. Mitchell SEE US AT THE SHOW — BOOTH 522 

of Duluth ts vice president; William 

A. le iectenee, en Whee tales: Tetae) 5746 [VN SEIU Tol i ee ee ce 


treasure! Carl Birk was appointed 
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Just one of hundreds 
of Specification Grade’ 


Shak. Devices 


in the new 


1954. CATALOG 
(Yours for the asking) 





SIGNALS and SYSTEMS 


avp SPEED... SAFETY 


Properly designed and installed signals and systems are 
real time-savers that smooth out many a plant problem— 
help stop wasted motion. And solving individual signal- 
ing problems has been Faraday’s business for seventy- 
eight years. These years of experience assure correct 
plans, correct installation. To be sure that your signal- 
ing system is operating at top efficiency, check with 
Faraday. No obligation. 


Consult your electrical wholesaler for »s 
details on the complete Faraday line. 





HOLTZER-CABOT FARADAY STANLEY & PATTERSON 


CONSOLIDATED BY 


SPERTI FARADAY ING. arian, mice. 


BELLS - BUZZERS - HORNS - CHIMES - VISUAL AND AUDIBLE PAGING DEVICES AND SYSTEMS 








manager. He succeeds Sheldon Bean- 
blossom who resigned the position in 
December. The by-laws of the asso- 
ciation were amended to form a board 
of directors of 18—2 from the 9 geo- 
graphical districts in the state. The 
Minnesota Electrical Assn. is an or- 
ganization of electrical contractor- 
dealers located in the state outside the 


Twin Cities. 


SPOKANE —Robert L. Wilkinson 
resigned as managing director of the 
Inland Empire Electrical League. He 
has been succeeded by Melvin Dahl- 
berg, who had been assistant secretary 
of the league since August, 1953. Mr. 
Wilkinson now devotes his full time 
to the management of the Inland 
Empire of NECA 


| NEW LITERATURE 











Distribution Systems—A 24-page 
booklet on electrical distribution sys- 
tems for commercial buildings is titled 
“Cornerstone or Tombstone.” It 
stresses the advantages of matching 
modern services with modern electrical 
power, service continuity, good per- 
formance, safety and flexibility. Basic 
elements of an electrical distribution 
system are described in non-technical 


SWITCH 


AND 


WALL 
PLATES 


Packed in in- 
dividual en- 
velopes with 
screws. 
Chrome plates 
protected 
with paper un- 
til installed. 
« 

Industry's No. 
1 pletes at 
competitive 
prices — head- 
quarters for 
satisfaction 
and economy. 
Buy from this 
reliable 
source. Get 
INTER info on com- 
nectar plete HONER 


MORIZONTAL 
OPENINGS line. 


NOTHING TAKES THE PLACE OF STEEL 


HONER MFG. CO. 


Electric Division of Honer-Norton 
115 S. Clinton St. Chicago 7, Ill. 
RA6-7662 
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language. A special section presents 
four typical systems for modern build- 
ings—low voltage radial, high-voltage 
radial, spot network and distribution 
network. Another section illustrates 
recent illustrations in modern build- 
ings. Copies may be obtained from 
Westinghouse Electric Corp., Pitts- 
burgh 30, Pa. 


Incandescent Lighting—Flood, dis- 
play lamps are illustrated and de- 
scribed in an 8-page bulletin. Price 
schedule is also included. Issued by 
Miroflector Co., Inc., 148 Nineteenth 
St., Brooklyn 32, N. Y. 


Plants and Controls — The installa- 
tion of emergency standby electric 
generating plants and automatic line 
transfer controls is the subject of a 
16-page technical bulletin. Intended 
“for the man who knows very little 
about the subject”, the bulletin covers 
subjects of more or less technical na- 
ture in simple language. Descriptions 
of standby electric generating plants, 
methods of control and easy-to-under- 
stand wiring diagrams are included. 
Also typical installations of both 
water-cooled and air-cooled plants, 
and a diagrammatic drawing of a ty- 
pical farm standby installation show- 





HERWIG 


OF TRUE 
DISTINCTION 


Exterior and interior fixtures in 
heavy cast iron, cast bronze, or 
cast aluminum. Over 200 attractive 
modern, colonial, and gothic designs. 
Herwig fixtures are in constant de- 
mand for: 


e SCHOOLS e HOMES 
e CHURCHES e LIBRARIES 
e PUBLIC BUILDINGS 





Herwig fixtures are con- 

structed in metal this thick. 

They are built to last as 

long as the building. 

Write for Catalog #50 
= 


THE HERWIG COMPANY 


1757 Sedgewick Street, Chicago 14, Ill. 
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MARCUS 


PORTABLE BOOSTER 
TRANSFORMERS 


FOR 
BETTER 
OPERATION 


Wherever voltage drop is en- 

countered, the Marcus Portable 

Booster Transformer can be easily plugged 

into any line—either indoors or outdoors— 

to quickly restore necessary voltage level. Ideal 

for any application where appliances or machines 

are not operating at top efficiency due to low line 

voltage. Equipped with voltage input receptacles 

for 95 - 105 - 115 - 208—to deliver 115 and/or 230 
volts in any combination. 


IN OuT With a capacity of 3000 watts or 3 KVA, 
95 115 the Marcus Portable Booster Transformer 
++ = has exceptionally high dielectric and 
208 thermal stability. It is wound with silicone 
enamel magnet wire and has twist-lock 
plugs for safe connections. Made in 
crinkle gray steel finish, one unit can 
handle two % ton room air conditioners 


:__MARCUS— 


TRANSFORMER CO., Inc. 
Representatives in Principal Cities RAH WAY, NEW JERSEY 























ONE OF THE WORLD'S LARGEST MANUFACTURERS OF DRY TYPE TRANSFORMERS EXCLUSIVELY 


185 





FEEDRAIL 


Trolley Busways 





---are naturals for the 
plant modernization market 


With manufacturers eyeing their We're telling this story in FEEDRAIL 
profit picture more closely than ever, advertising . . . that the first step to- 
critical attention is now given to ways wards profitable plant modernization 
of boosting output and lowering pro- __ is the installation of FEEDRAIL Trolley 
duction costs. Busways. 

That's why FEEDRAIL Trolley Busways As a FEEDRAIL distributor, you're in 
are so in demand. This modern system a position to cash in on this volume 
of electrical distribution allows any market. Your nearest FEEDRAIL rep- 
plant — new or old —to operate mov-_— resentative is ready to help you. 
ing and portable electrical equipment For other information write to us. 
more efficiently and at less cost. Dept. W-5. 

04-3 





FEEDRAIL CORPORATION 


Subsidiary of Russell & Stoll Company, Inc 
125 BARCLAY STREET © NEW YORK 7,N.Y 





SPEectatey QuAttiFfFiegs REPRESENMTATIVES i" PRINCIPAL civreies 


WHEELOCK CODE CALL 


for immediate communication 


Descriptive 
Bulletin 4B-5 
available on re- 
quest. Write for 
your copy now to 
Signal Engineer- 
ing & Mfg. Co., 
Long Branch, 
New Jersey. 


The busy switchboard oper 
r just presses the button; 
numerical code call 

sounds off throughout the 

building and the person 
being paged responds via 
the nearest telephone. The 
ycle is as simple as that 
so learn how easy if is 
a Wheelock Code 

with any de 

bination: of 


norns ana 


Engineering 
Representatives 
in Principal Cities 








ing an electric meter as it is usually 
installed on the meter-pole. Copies 
may be had from D. W. Onan & Sons 
Inc., Minneapolis 14, Minn 


Sealed-Beam Lighting — Special Ju- 
bilee catalog has been published to 


| give the wholesaler explicit informa- 


tion on every needed item, as well as 
technical data sheets that included the 
vital facts on every phase of engi- 
neered outdoor sealed-beam lighting 
Compact, easy-to-read catalog is pub- 
lished as part of manufacturer's com- 
memoration of Light’s Diamond Jubi- 
lee. Issued by Magni-Flood Inc., 38 
North Second Ave., Mount Vernon, 
N.Y 

Instruments, Accessories — Catalog 
assembles outstanding characteristics 
of instrument design in respect to size, 
type of material of the case, and style 
of mounting and makes them the 
subject of a series of column headings. 
Under the consecutive sections are 
listed (with prices for the different 
types) micrometers, milliammeters, 
ammeters, voltmeters and other units. 
Differentiation between model num 
bers, sizes and other factors which 
form the basis of choice are readily 
recognized. It is claimed this new 
catalog will help to visualize for the 


PORTABLE 
A. C. 
POWER 


for use anywhere! 


Meets the growing demand for 
portable power to operate time- 
Saving A. electrical equipment 
such as saws, tools, heaters and 
lights Nationally advertised pre 
cision made priced 
Also KATOLIGHT “ 
from 350 watts to 50 
Models 500 W 
continuous 
service. Generating 
equipment to “a 
300 K.W Praeltl 
Let 
WRITE FOR 
DETAILS 


atolight CORPORATION 


Box 491-92, Manketo, Minn. 
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7 eee ~ of . 
user the best combination of factors | Qs Vv" Sf 


related to design and price, which 
will in turn improve his own design 
practices. Copies may be had from the 
Burlington Instrument Co., Burlington, 


a PrRoODUcCcTsS/” 


TV Products—Revised 36-page book 

lists the complete television broadcast BUILT TO SERVE YOouR CUSTOMERS BETTER 
products manufactured and distributed name 
by the manufacturer. The book has 

an illustrated hard paper cover. Con- 

tents are classified and listed in alpha- 

betical index. Every product handled 

by the transmitter department is 

itemized under three column head- 

ings: model/type, description and 

price. The booklet can be obtained 

by writing to the television transmit- 

ter dept., Allen B. Du Mont Labora- 

tories, Inc., 1500 Main Ave., Clifton, 

N. J. 


Conductors — “Alcoa Research and 
Progress In Electrical Conductors,” is 
a 20-page booklet that traces the his- Sold Exclusively through 
tory of conductor research, covering Electrical Wholesalers 
both its pioneering work and present 
projects. Among developments de- 
scribed are all-aluminum cable, alum 
inum cable-steel reinforced, expanded 
ACSR, bus conductor and accessories 
Alcoa's special engineering work on 





JACKSON 


INDUSTRIAL UNITS 


Good Lighting for INDUSTRIAL PLANTS FARMS 
RURAL ELECTRIFICATION 



































Hondle heavy reels easily and 
safely; remove wire or cable from 
top or bottom, front or back of 
ree! with 


ROLL-A-REEL 


Manufacturers of Reflectors Yardlights Vapor- 
proof Units Weatherproof Sockets 


Style A: 
2,000 Ibs. cop. 


37.50 ta 


Style B: Low slanted tront and 
4,000 Ibs. cap. positive front lock 
75.00 insure quick loading 
F.O.B. Cincinnati or unloading. 





ORNAMENTAL LIGHTING BRACKET NO. 6957 
—_ " Finish is black and brass. Height is 7'4 extends 
Eliminate jacks, cum- 14”. Completely wired. Individually packed. Ac 
bersome handling. commodates 100 watt bulb or PAR lamp and is 
for use in gorages, motels, side entrances of public 
buildings, ranch type homes, and such places where 
Carried easily ornamental brackets ore needed 
to reels, job 
or storage. 


Sold through 
wholesalers only. 


Write for detalis of 
Jobbing proposition. 


Generous discounts. | Ross aa r aS ft, hy apy FS PERG 
Tanabe or, tot al 


ROLL-A-REEL - ee “hq 





1100 SYCAMORE AT CENTRAL PARKWAY 
CinwciwnwatTi 2 onio 
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Crimp-Type 
TERMINAL 


LUGS 


For Commercial Wire : © | Wire 


® Wire sizes 8 through 4/0 

® Approved by Underwriter’s 
Laboratories when used with the 
Sherman Crimping Tool. 
Highest grade electrolytic copper, 
plainly marked with wire size 
and ampere rating. 

® Completely seamless — made 
under exclusive Sherman patents. 


SIZES AVAILABLE 


Mox. 
Bas 
(A. W. G.) 
Stranded 























Investigate Sherman Crimp-Type 


Terminal Lugs 
Positive and Econ 


for Bulletin 


BATTLE 


FREE CATALOG describes and 
illustrates the entire line of Keystone 


CREEK MICH 


They're Fast, 
mical — Write 


ELECTRICAL FITTINGS 
FOR WIRE AND CABLE 


MEET SPECIAL WIRIN 


G REQUIREMENTS 
WITH KEYSTONE STANDARD EQUIPMENT! 


Whether it’s a big wiring job or a small one, you can depend 
on quality, delivery, and service when you specify Keystone 
Wiring Installation Equipment. And you can select exactly 
what you need, too, from the complete Keystone line. 


Cutout and Pull Boxes, for example, are available in both 
Type “A” Hinged Cover and Type “SC’’ Screw Cover. Both 
types feature a formed construction strongly fabricated and 
securely welded ... with adequate, easily removable knockouts. 
And both types are available in a complete range of stock sizes 
to meet your specific requirements. 


®” Visit Booth 545 —NAED Convention — Atlantic City, June 6-10! 


Wireways and Fittings, Cutout Boxes, 


Pull Boxes, Outlet Boxes 


Boxes, Covers, and Bar Hangers. 


Contains complete specifications and 
prices. Send for your free copy today! 


23328 SHERWOOD AVENUE 
CENTER LINE (Detroit), MICHIGAN 


Swit — KEYSTONE MANUFACTURING COMPANY 


Sold Through Leading Electrical Distributors Coast-to-Coast 








vibration and sag factors is also in- 
cluded along with basic technical 
reference material on aluminum con- 
ductors. Copies may be secured 
through the Aluminum Company of 
America, 725 Alcoa Building, Pitts- 
burgh 19, Pa. 


Ballast Sound — Fluorescent ballast 
sound ratings and their use in light- 
ing applications are described in a 4- 
page, 2-color bulletin. Information 
includes the five different sound rat- 
ings available in G. E. ballasts, and 
their recommended use in various in- 
stallations, such as broadcast studios, 
homes, libraries, offices and factories. 
Included is a description of other fac- 
tors affecting ballast application for 
minimum noise levels, such as vibra- 
tion of fixtures, normal noise level, 
and acoustical characteristics of wall 
surfaces. Published by General Elec- 
tric Co., Schenectady 5, N. Y. 

Garden Lighting — Play area and 
garden lighting equipment is illus- 
trated and described in a 4-page cata- 
log. New items added to this line 
include a group of component parts 
for the “do-it-yourself” trade. The 
lighting equipment is portable, equip- 
ped with aluminum ground spikes 


ELECT OUR 
QUALITY FITTINGS 


#901 
Non Metallic 
Connector 


#523 


Entrance 








ATLANTIC CONDUIT 
FITTINGS CO. 


BOSTON, MASS. 
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and extra long cord sets. Catalog can 
be had by addressing the Steber Man- 
ufacturing Co., Broadview, IIl. 


Modernization — A 16-page booklet 
on electrical modernization points out 
that while modernization is the key 
to successful competition, the first step 
in any modernization program must be 
the efficient distribution of electrical 
power. Special sections show how a 
modern electrical system can increase 
output, lower operating costs, reduce 
down-time and maintenance, and in- 
crease safety and reduce safety rates 
Principal elements of a modern elec- 
trical system are described and illus- 
trated, and the advantages outlined 
Copies may be had by writing the 
Westinghouse Electric Corp., Pitts- 
burgh 30, Pa. 


Reflectors — Asymmetric _ silver-mir- 
rored reflectors for show window, peri- 
meter, general and indirect lighting 
application of all types are contained 
in a 12-page catalog. Outlined are the 
value of various types of reflecting 
surfaces so that the user may know 
the proper reflecting surface to select 
for obtaining maximum foot-candle 
efficiency. Cross-section drawings give 
detailed mounting methods for six 





CONGRATULATIONS 
To 
N.A.E.D. 


and all members on the 


46th ANNUAL CONVENTION 
e 
We cordially invite 
all Distributors 
to visit with us at 


Booth No. 37 
c) 


Our representatives, 
as well as factory men, 
will be on hand to greet you. 


GEM ELECTRIC MFG. CO., INC. 
237 — 37th Street 
Brooklyn 32, New York 
Bush Terminal 


MAJOR PLUG FUSES 
RENEWABLE 
and 
NON-RENEWABLE 
CARTRIDGE FUSES 
WIRING DEVICES 
ELECTRICAL SPECIALTIES 
ILLUMINATED 
CHRISTMAS DECORATIONS 
and 








FLOODLIGHT 











ALUMINUM REFLECTOR 
gp ALZAK FINISH 


HEAT AND CAST ALUMINUM 
WMPACT <> og P . a STURDY 
RESISTING _ a al 
_ ' bs LOCKING 
LEVER 


WATERTIGHT 
PACKING 
GLAND NUT 


ALUMINUM 
LENS HOLDING 
—_ HEAVY DUTY 
7 2 CONDUCTOR 
MALLEABLE PIPE RUBBER CORD 
CLAMP FITTINGS 
THOROUGHLY PLATED 


CAT. NO. 539B—16" DIAM. 750 WATTS 





FLECTRIC MEG. INC. 


4223 W. LAKE ST. CHICAGO 24 


Insure The Quality 
Of Your Wiring Jobs With... 


UNIVERSAL PORCELAIN INSULATORS 








GENERAL ELECTRIC LAMPS 
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@ You can fit all your 
customers requirements and make 
every wiring job a better job 
with Universal Porcelain Insulators. 
They have uniform body density, 
high dielectric and physical strength 
to resist temperature extremes, 
moisture, fumes, smoke and 

most acids. Put quality first 
— specify Universal Porcelain 
Insulators. 


CLEATS * SCREW KNOBS * NAIL KNOBS © HOUSE BRACKET INSULATORS * HOUSE BRACKETS © ANTENNA INSULATORS 


tHE UNIVERSAL CLAY PRODUCTS CO. 


1549 EAST FIRST STREET ®© SANDUSKY, OHIO 








THE GREATEST IMPROVEMENT IN 
ACCENT LIGHTING EVER MADE! 


Miroflector 


—da complete line of at- 
tractive and highly effi- 
cient incandescent com- 
mercial lighting units. 
Several sales _ territories 
still available for organi- 
zations covering whole- 
salers, contractors and 
architects. 

See us at the N.A.E.D. 
Convention. 

Write for catalog & price 
list. 


MIROFLECTOR C0., 


INC. 
148 Nineteenth Street 
Brooklyn 32, N. Y. 


THE FAST-SELLING SENSATION EVERYONE'S TALKING ABOUT! 
The FIRST— 
The ONLY Automatic— si 
EASY PLUG-IN... .. 




















BURG- A )-LARM 


SELF-INSTALLED 
BURGLAR ALARM 











Finished in Durable 
Boted Enamel in o 


Variety of Colors BAT 2m your erpecltalions 








— as “ 
macctad fo sci way 

















With Chrome Geil 
(7 ata lau 
a - INCORPORATED $5 95 


@ 13 MOONACHIE ROAD 
@ HACKENSACK, N. J for complete unit 
@ Diamond 2.4390 including cord and plug 





different assemblies utilizing reflectors 
to hold 25-watt and 500-watt lamps 
for recessed or surface mounting. 
Copies may be had from the Pitts- 
burgh Reflector Co., Pittsburgh 22, Pa. 


Farm Lighting—Booklet prepared by 
farm lighting experts covers such 
phases as planning, how to light farm 
buildings, how to brighten the farm 
home, outdoor lighting, and special 
lamps designed to make the farm more 
productive. Under the heading, “Special 
Uses of Light,” the booklet discusses 
how light can be used to increase egg 
production; grade eggs, fruits and 
vegetables faster; bring beneficial 
effects to poultry and live stock; and 
kill harmful bacteria. It also reports 
on experimental work in black light 
to trap insects and artificial light to 
increase crop yields. Copies may be 
had by writing the advertising dept., 
Sylvania Electric Products Inc., 1100 
Main St., Buffalo 7, N.Y. 


Building Wire—Pocket-size catalog 
contains complete information on line 
of building wire. It is designed for 
quick reference and easy reading. 
Includes a 20-page technical section 
containing tables and information for 
electricians and contractors, plus a 
reference to National Electrical Code 
Tables. Catalog may be had from Tri- 
angle Conduit & Cable Co., Inc., New 
Brunswick, N.J 


Fluorescent Lighting—Handbook of 
cold cathode fluorescent lighting is a 
cooperative effort to present complete 
and authoritative data about the cold 
cathode lamp, its usage and its instal- 
lation. Book contains over 50 diagrams 
and dozens of charts, tables and photo- 
graphs. Copies may be had, for a fee, 
from the Fluorescent Lighting Assn., 
100 W. 42nd St., New York 36, N.Y. 





SALES AIDS 











Sessions Clock Co., Forestville, Conn. 
—"September in Paris” is a dual con- 
test, one for retail clerks, the other for 
distributor salesmen. Grand prize win- 
ers will be the clerk and the distribu- 
tor salesman with the greatest sales, 
over quota, during the contest period 
which ends June 30 


Remington Corp., Auburn, N.Y.— 
Available to its distributors are two, 
full-color strip films for use in dealer 
training. Film strip number one de- 
scribes the benefits of year around air 
conditioning and tells the dealer how 
to sell these benefits in terms easily 
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Don’t Get 
Stuck 


On Tape! 


Be sure you are giving you 


sell insulating tape. Recommen 
Chase! 


¢ GUARANTEED FOOTAGE 


e HIGH DIELECTRIC STRENGTH — 
No Pinholes 


LASTING TACK — Coating Applied 
Under Pressure 


NON-RAVELING — Tears Evenly 


POLYETHYLENE WRAPPED 
to Preserve Freshness 


These important features are standard 
with Chase, the complete line of top- 
quality Friction, Rubber, Neoprene and 
Plastic insulating tapes. Standard and 
A.S.T.M. grades, packaged individually 
or in 10-roll dispensers. For details 
write Chase & Sons, Inc., Randolph, 
Massachusetts. 


CHASE 


Tapes and 
Insulating Materials 
for the 

Electrical Industry. 
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| 

| 

customers full value when you | 
d| 


Buttons 


Trine’s newest display with beauti- 
ful, simulated wood grain back- 
ground provides a perfect setting 
for your 24 proven best selling 
push buttons—all different—in as- 
sorted finishes on solid brass. Size 
154” x 224” x 3/16” thick. Easel 
for standing; eyelets for hanging. 
Packaged Deal includes sample 
display and introductory “back 
up” stock of 39 assorted push 
buttons (packed in _ individual, 
colorful Trine boxes) for a total 
of 63 push buttons. You pay only 
for push buttons. Labeled shipping 
| carton suitable for mailing to 
your customer 


TRINE MANUFACTURING CORP., 


"© -& Of ©® Fo F 








with 


Keliance PLATES 


in The 
_ NEW STANDARD DESIGN 


@ All styles at one price per 
M gang 
Strength with flexibility 


Positive color uniformity — 
ivory and brown 


Complete line fits all stand- 
ard wiring devices 


~ 


@ Immediate shipments 


Write today for low prices, samples y 
and catalog sheet showing all styles. 


Reliance 


‘2 


MOLDED PLASTICS, INC. 


Wy I 
HH) {// 
ii 


Whe 
( 


iii) 
nh | 


335 Barton Street, Pawtucket, Rho 


IN GOLD 
on ebony plaque 


We are proud te 
engrave your name 
@ your custom- 
o's name on 
your authorize 
tien, Display de 
signed tor use 
with or without 
aame 


This attractive 
double price card 
designed for easy 
selling. 
~ » « Orlee card 
with spaces for 
your retail prices 
° - detachable 


contains 


cost card = with 
eamplete Distrib 
utor-Dealer price 
information for 
selling end re 
ordering. 


ih if 


—~—/ 


j 
j 
j 


de Island 











| 
by | 
OTN ke) | > 


| 
| 


PRODUCTS 


are FULLY GUARANTEED—providing distrib- 
utors with a wide variety of highly developed 
and universally recognized EXPANSION 
SHIELDS, ANCHORS, MASONRY DRILLS, 
TOGGLE BOLTS, etc. 

Finest Raw Materials used. Attractive, Uniform 
PACKAGING in METAL EDGE BOXES, 
COLORFUL, EASY READING LABELS! 





‘Keystone’ Machine Bolt Shields 


Calking Anchors 





D.H.D. Hammer Drive Anchors 


Multi-Size Screw Anchors 


ee 


DIAMIDE—"Spiral Twist’’ Carbide Tipped Drill 





DI< FORGE Twist Drills 


Toggle Bolts 
Write For Catalog No. 154 EW 
DIAMOND EXPANSION BOLT 
Cc . 


" 


GARWOOD, NEW JERSEY 





understood by the average house- 
holder. The second film points out the 
sales features of the window and con- 
sole room air conditioners, explains 
why these features are important and 
suggests how the dealer may purchase 
the films. 

Owens-Corning Fiberglas Corp., 
Toledo, Ohio—Campaign to increase 
cooling efficiency and decrease oper- 
ating costs of the units by periodic 
replacement of filters, consists of sev- 
eral dealer aids and national consumer 
and trade journal advertisements. The 
promotional material is available with- 
out charge to dealers through their 
distributors, Owens-Corning’s branch 
offices and the company’s general of- 
fices. It is designed to acquaint system 
owners with the need for periodic re- 
placement of filters, which remove 
from the air pollen, dust, lint. 


Mueller Electric Co., Cleveland 14, 
Ohio—Display board mounts the 18 
most popular small electrical test clips 
and insulators. Easeled for counter dis- 
play the display may also be hung on a 
wall. The clips are easily detached and 
replaced on metal pegs. The board is 
not only designed to simplify selection 
and ordering, but gives a quick im- 





FASTENERS 


for 
ELECTRICIANS 
REFRIGERATOR MEN 
PLUMBERS 
THIEL 
Easy-Drive 
STAPLES 


(Pat. #2632356) 


| 
| THIEL “Easy- 


1417 N. MARKET ST. 


STRAPS. 


THIEL 
Easy-Drive 


“NAIL IT” 


by leading Electrical Whole- 
salers. 


SOLD 


Some territories still open — write for 
information. 


Tool and 


EL 


ST. LOUIS, MO. 








CLIMBERS 


PLIERS 


SAFETY 
BELTS 


SAFETY 
STRAPS 


GRIPS ’ 


HERE’S SAFETY—SERVICE 


you can always depend on. 
For Klein tools and equipment 
are designed better for your 
jobs— made of the finest ma- 
terials—individually tested 
and inspected. Look for the 
familiar Klein trade-mark— 
serving the electrical industry 
“since 1857.” 


ASK YOUR SUPPLIER 
Foreign Distributor: 


International Standard Electric Corp., New York 


Write for your 


free copy of the 


oe. Klein Pocket 


M 100s Tool Guide 
a Today! 


mas LE IN 


3200 BELMONT AVE.,CHICAGO 18, ILL 
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| pression of the variety of clip sizes 
PERG “LARGE AREA” | available. Mar-proof blue Formica 
FLOODLIGHTS face, 7 by 9 inches. The offer is open 


to distributors and to research depart- 
OPEN AND ENCLOSED WEATHERPROOF 
TYPES WITH RANGE OF QUALITY AND 
BEAM SPREADS TO COVER ANY FLOOD- 
LIGHTING NEED. 


ments, engineering departments, and 
labs who must select clips for test 
work, design specification or for gen- 
eral circuit instructions. Board comes 
SERIES A 


complete with ready-mounted prod 
750-1500W : 


ucts. A larger display board with 42 
Latest in design to clips, insulators is available 
meet the most exacting 
lighting requirements. 
A variety of beam 
spreods for all 
applications. 





BOOK REVIEWS 








Lightning Protection for 
Electric Systems 

By Edward Beck 

McGraw-Hill Publishing Co. 
New York 

Price: $6.50 


Here's a practical guide to lightning 


SERIES Y 
750-1500W 


A low cost unit to meet 
minimum standards. 
Highly efficient and 
with a wide angle dis- 
tribution to fit any need. 


protection, planned to give you the 
technical essentials of the subject in 
as simple and understandable form as 





Both units available in 
Slip Fitter, Wall, Pipe and 
Cross Arm mountings 


possible. It covers the protection of 


electric systems and equipment used 








in transmission and distribution in- 
SPERO also mokes “GUARANTEED" PORCELAIN stallations, railways, industrial plants, 
ENAMEL REFLECTORS... FLOODLIGHTS... VAPOR - ‘ 
TIGHT UNITS... INSULATORS ... SWITCHPLATES 


THE SPERO ELECTRIC CORPORATION 


20500 St. Clair © Cleveland 17, Ohio 


mines, etc. It shows the nature of light- 








ning and its effects, the various means 
of protection, how to select and apply 


arresters, and what conditions to look 





Do you Distribute through 
™<= The Electrical Wholesaler? 








MANUFACTURER 
—»THEN YOU WANT TO KNOW: 


1 Every Wholesaler of Electrical Products 


Their Financial Responsibility 


as soon as they are organized 


All Important Changes in the Industry 
immediately as they develop 


3 The Names of Newly Established Wholesalers 


This COMPLETE Credit Information 
is available through the 
ELECTRICAL MANUFACTURERS’ 
CREDIT BUREAU, INC. 

which serves a vast number of lead- 
ing Electrical Goods Manufacturers. 


See us at Booth 421 
N. A. E. D. 46th Annual Convention 
Atlantic City, New Jersey 








ELECTRICAL MANUFACTURERS’ CREDIT BUREAU, INC. 


205 W. Wacker Dr. 2911 W. 11th St. 
Chicago 6, ill. Los Angeles 5, Calif. 


165 W. 46th St. 
New York 36, N. Y. 











May, 1954—ELECTRICAL WHOLESALING 


JOINED for LIFE 


with DOSSON 


SERVICE 
CONNECTORS 


The choice of connectors is 
wide, but there’s a big dif- 
ference when you choose a 
Dosson. Years of testing under 
the worst weather and corro- 
sion conditions give undisputed 
proof of Dosson’s permanent 
grip. Makes quick, simple, 
efficient connections for solid 
and stranded conductors in 
sizes No. 14 to 1000 MCM. High 
contact pressure between con- 
ductors assures maximum 
security .. . eliminates mainte- 
nance. Check these important 
Dosson features: 
High translation of torque by 
low coefficient of friction 
High contact pressure 
Free from vibrational loosening 
Withstands high tightening torque 
Maximum contact area 
“DURONZE" alloy 
Made of high strength 
Better conductivity 
High corrosion resistance 
Economical—vsable over 
and over again 

10) Dossert precision- manufactured 





/ 








TECHNICAL 
KNOW-HOW 


DOSSERT REPRESENTATIVES IN PRINCIPAL CITIES 


DDosserrT 


MFG. CORP. 


249 HURON STREET, BROOKLYN 22,N. ¥ 
aT 204 


() YEARS OF 











for if trouble is to be avoided. 


MARK- | IME Information is included on ground- | 
| of 


ing; behavior traveling waves; 


shielding by rods, masts, or shield 

COIN wires; and on the uses, functions, prin- 

ciples of operation, performance and 

METERS typical constructions of lightning ar- 
resters. 

The book uses as little mathematics 
as possible, yet provides sufficient tech- 
nical information to facilitate good 
protective measures. Each subject dis- 
cussion ends with practical solutions 


(* 
or recommendations It’s smart to 

313 pp.; pictures and illustrations; hard a 

bound specify ifr 
Business Management Handbook 

by J. Laer, Ed ELECTRICAL FITTINGS 


McGraw-Hill Publishing Co. 
New York because they are: 


Price: $8.50 
—* & Made of Malleable Iron and 


This book brings concrete help t 


“PUBLIC TAS i show the executive how to talk, think Steel 


and plan with the kind of well-round- * Engineered for improved 


APPLIANCES | ed authority expected ot top manage- performance 


ment. It covers a wide range of busi- 
ness practice from such things as *A complete line of fittings 


organizing a business and locating it, for every type 
starting a business or buying or selling of job 








an established one, and financing and 
borrowing, to buying insurance and 


Here’s a dependable, always- 
on-the-job collector for public use 
of washing machines, radios and 
TV, typewriters, sun lamps in 
gyms, tennis court lights, tourist 
camp lights and similar installa- 
tions . . . it collects the coin, makes 
the electrical circuit, and breaks it 
at the end of the pre-set time 
period. : 
Mark-Time Coin Meters are 
slotted for dimes and quarters — Ee ad 
either may be deposited without fe 
the other. Standard timing is 20 
minutes for 10 cents, 1 hour for 25 SODERING 
cents; other timings ranging from BRAZING 
seconds to hours available in 1 to WELDING 
3 ratio. “ a 


Head assembly and timing L. B. ALLEN CO. inc 


mechanism only are available for 6701 BRYN MAWR AVE., CHICASO 31, ILL 
special applications. % a 


ELECTRICAL DATA 
UL approved. Established * & 1+9+2+9 
3400 series—standard unit—AC only 











20 amperes, 125 volts; 10 am- \ / 

peres, 250 volts. Na 
3200 series—special unit — AC-DC — . . 

10 amperes, 110 volts; 5 am- 

peres, 220 volts. M | ) W t S$ T 
For drier vse on 220 volt AC circuit, 
relay may be connected to Coin Meter. COVERAGE 
Wiring diagram on request. 

For Manufacturers of Electrical Products 


bon dlncwy Poy iieaat Penis a gi SOLD anouen ELECTRICAL 
sheet and full information. 8000 Sq. Ft. Ground Floor Warehouse WHOLESALERS ONLY 


Truck-load Dock Facilities ELECTRICAL 
M. H. RHODES, INC. Mt ELECTRIC FITTINGS 
HARTFORD 6, CONN. SALES, INC CORP. 
Peamaaee se @ wean 
by CHICAGO 8. IL e 
New York 
Omawe, Ovtaric, Canada lew Yor 
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doing business abroad. 

The book covers each departmental 
operation from the top down—ex 
plains such procedures how to stream- 
line distribution, run a cost system, 
design systems of internal control, con- 
trol operations through budgeting, 
avoid business frauds, and cut paper 
in half. In addition there are numer- 
ous tips and pointers on marketing 
and public relations that have saved 
and made money for all types of or- 
ganizations. 

The new book covers every vital 
problem that the executive must face 
—it shows how he should approach 
each task, and what he should do to 
make his work more efficient, 
effective. 

800 pp.; illustrations; hard bound 


more 


Handbook of Television Repair 
By Robert Hertzberg 
Arco Publishing Co. 
New York 
Price: $2.00 

By picturing .and explaining the 
structure and parts of television, the 
author enables the layman to know 
his set without subjecting him to an 
involved course in electronics. Having 
presented the general picture of the 
et, he proceeds to suggest equipment 
for use in repairing and to picture the 
symptoms of disorder. This includes 
tubes and tube testing, antennas and 
“jitters” with special information on 
fringe area reception and color TV. 
Beginning with Prevention, the sub- 
jects include a “What's What and 
Where in a TV Set;” “The Best TV 
Test Tool;” Tubes and tube testing; 
fuses, color TV; antennas; fringe area 
reception; making your own TV set; 
buying parts, where and how; remote 
control TV; and an appendix of case 
histories. 


144 pp.; photographs and illustrations; 
hard bound 





CLASSIFIED 


ADVERTISING 


SELLING OPPOR TUNITIES 


WANTEL LIN 


BUSINESS 


UNDISPLAYED 

$1.20 per line, minimum 3 lines To figure ad- 

vanee payment count 5 average words as a line. 
Box Numbers—counts as 1 line 


Discount of 10% if full payment is made in ad 
vance for 4 consecutive insertions 





WANTED POSITIONS 


——RATES——_ 


Send NEW ADS to ELECTRICAL WHOLESALING, 330 W. 42nd St., N. Y. 36, N. Y 
issue closing May 25th 


WANTEL 


OPPORTUNITIES 


DISPLAYED 

The advertising rate is $11.50 per i 
advertising appearing on other than « 
basis. Contract rates quoted on ret 

An advertising inch is measured %” vertical 
a column olum pi . & page 


for June 











WANTED 


ASS’T. TO MGR. OF DISTRIBUTOR DIVISION 
Prominent manufacturer of electrical supply items 
leoking for man with some (a lot not necessary) ¢x- 
perience in selling distributors, contractors, indus- 
trials. Must present good appearance, be able to 
address Sales Meetings and be prepared to travel 
throughout U.S. Prefer man under 

SW 2161 Electrical Wholesaling 

330 W. 42 St., New York 36, N. Y. 








REPLIES (Box N 
NEW YORK uM f 
1G¢ 520 N. Michigan Ave 11 

SAN FRé VCISC! 68 Post St. (4) 








SELLING OPPORTUNITY OFFERED 


MIt HIGAN SALES Repr 
State W 1 Cable Cor 
York 


AGGRESSIVE MANUFAS rURERS Agent 
ering Southeastern states desires one additi 
rood line t sel obbers RA. 2 

Wholesaling, 33 nd oy York 36, I 


SALES AGENCY 


waren 
New Jersey seeks | 
aling. 


*LORIDA MANUFACTI RERS 
lesires to represent Manufacturer 
taining distribution throug an 
lependent and chair Ni mil 
stricted. Be at Atlantic 
Wholesaling 


Twenty yea 


MANUFACTURER’S AGENT 


representing eading National Manufacturers 
coverage of Southeast 
| d Nation 
Conduit, Boxes, or allied line 


111 qualified salesforce for 
und Southwest . desire only establish« 
il line of Fittings, 
or all or any part of territ RA-2430, Ele 
rical Wholesaling 


SALES MANAGER OR SALESMEN 
WITH MANAGERIAL ABILITY 
NEEDED BY ONE OF CHICAGO'S LEAD- 
ING AND FASTEST GROWING POWER 
AND LIGHT DISTRIBUTION TRANS 
FORMER MANUFACTURERS SELLING 
TO ELECTRICAL CONTRACTORS, ENGI 
NEERS, WHOLESALERS AND INDUS 

TRIALS 

MUST HAVE GOOD KNOWLEDGE OF 
TRANSFORMER APPLICATIONS. VERY 
GOOD OPPORTUNITY FOR THE RIGHT 
PARTY. REPLIES CONFIDENTIAL 


P2477 Electrical Wholesaling 
520 N. Michigan Ave., Chicago 11, Ill 








MANUFACTURERS REPRESENTATIVE 
WANTED 


For quality line of Cable and Conduit 
Fittings. Excellent opportunity for 
travelling men with followimg among 
Electrical and Hardware Wholesalers 
and jobbers. Please state length of ser- 
vice in territory, exact territory covered, 
and lines handied. 


RW 1781 Electrical Wholesaling 
330 W. 42 St., New York 36, N. Y. 











ESTABLISHED BUSINESS 
FOR SALE 


Located on 4 lane State Highway South East 
Coast Florida, selling nationally advertised lines 
to leading Controctors and iIndustriol firms 
Grossed $167,000 in 1953. Wonderful expansion 
opportunity for energetic go-getter. 

Included in deal are two concrete block and 
steel buildings with steel shelving and counters, 
$54,000 inventory, 42 ton 1953 Ford truck 

Owners selling due to failing health 

Interested parties with required references 
write: 


BO2588 Electrical Wholesaling 
330 W. 42 St., N. Y. 36, N. Y. 


WANTED 
MANUFACTURER'S REPRESENTATIVES 


for a quality line of Conduit 
Fittings. Please state length of 
service in territory, territory 
covered and the lines handled. 


RW2498 Electrical Wholesaling 
330 W. 42 St., New York 36, N. Y. 














TRANSFORMER MFG. BUSINESS 
FOR SALE 


Established Chicago mfg. of air-cooled transformers 





doing annual volume of $600,000.00 wishes to sell 
Principals available to remain with operation. 
BO 2472 Electrical Wholesaling 
520 N. Michigan Ave., Chicago 11, III. 








WANTED 
MANUFACTURER'S REPRESENTATIVES 


For Quality Electrical Supply Line 
State present lines — territory — etc 
RW 2538 Electrical Wholesaling 
520 N. Michigan Ave., Chicago 41, fil. 











1458 SPRING GARDEN AVE., 
PITTSBURGH 12, PA. 


MANUFACTURERS ! 


You will receive better results from your 
“Representative Wanted advertising’ if you 
will state in your copy what territory or ter- 
ritories are available. 
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FURNAS ELECTRIC 


Magnetic 
Starters 


Your 

most 

complete 

selection 

in the 

1-50 hp 

range 

NEW “IN-BETWEEN’”’ 


SAVE ON COSTS AND 
UP TO 40% IN SPACE 


SIZES Collyer Insulated Wire Co. 


ADVERTISERS’ INDEX 


Abolite Lighting Div. Jones 

Metal Products Co. 105 
|Acecurate Mfg. Co. 41 
| Acme Electric Corp. 128 
Adam Electric Co., Frank 119 
| Advance Transformer Co. 58 
|All-Steel Equipment, Inc. 45 
|Allen Co., Ine., L. B. 194 
American Brass Co., The American 

Metal Hose Branch 96 
American Steel & Wire Div. of 

U. S. Steel Co. 38, 39 
Amplex Corp. 125 
Anaconda Wire & Cable Co. 62, 63 
Appleton Electric Co. Second Cover 
Arro Expansion Bolt Co. 154 
Atlantic Conduit Fittings Co. 188 
Atlas Electric Products Co. 166 
Auth Electric Co., Ine. 142 


Blackburn Prod. Corp., Jasper 10 
Blackhawk Industries 36 
Briegel Method Tool Co. 26 
145 
158 


Buchanan Electrical Prods. Corp. 
Buffalo Forge Co. 
BullDog Electric Prod. Co. 14 
Burndy Engineering Co., Ine. 19 
Bussmann Mfg. Co. Back Cover 
Cable Electric Prods., Ine. 134 
Carol Cable Co., Div. of the 

Crescent Co., Ine. 137 
Champion DeArment Tool Co. 182 
Champion Lamp Works 22 
Chase & Sons, Inc. 191 
Chester Cable Corp. 161 
Cirele F Mfg. Co. 120 
Clark Controller Co., The 99, 100 
159 
Columbia Cable & Electric Corp. 13 
Conduit Nipple Mfg. Co., Div. of 

Pittsburgh Nipple Works, Ine. 195 
Conduit Pipe Products Co. 49 


Why Pay for Starter Capacity You Cooler-Aire, Glass Gorham Co. 2, 3 


Cornish Wire Co., Ine. 


Never Use? Now you can select the Crescent Ins. Wire & Cable Co. 
exact starter size matched to any applica-|Crouse-Hinds Co. 
tion in the 1-50 hp range from the nine Curtis Lighting, Inc. 


Cutler-Hammer Inc. 


Furnas Electric sizes. Many in-betw = - : 
js y meen |Diamond Expansion Bolt Co., Inc. 
sizes can save you money and conserve|Piamond Wire & Cable Co. 


space. Immediate delivery from stock. 


Diehl Mfg. Co. 
Dossert Mfg. Corp. 


Same Service, Less Money—Here’s Eagle Electric Mfg. Co., Inc. - 
an example of how you can save: Suppose | Economy Fuse & Mfg. Co. 


you want a starter for 10 hp service. It’s 
no longer necessary to select a size 2 rated 


Edwards Company, Inc. 
Electrical Fittings Corp. 
Elec’] Mfrs. Credit Bureau Inc. 


25 hp. You save in cost and up to 40% in|Fasco Industries, Inc. 
space by selecting a Furnas Electric type Federal Electric Prods. Co., Inc. 


YE, the right starter for the job. 


Important Features—1. Dual voltage 


coils matched to your motor. 


Federal Sign & Signal Corp. . 
Feedrail Corp. 

Fostoria Pressed Steel Corp., The 
Frigid Ine. 


2. Four-|Poaliman Mfg. Co. 


speed thermal overload protection. 3. Easy|Furnas Electric Company 
installation and wiring in shallow case.|Garden City Plating & Mfg. 


4. Heavy contacts for long life. 


Gedney Electric Co. 
Gem Electric Mfg. Co., Inc. 


Complete Range of Other Products General Cable Corp. 


-Pressure switches for air and water ap- 
plications. Drum controllers for reversing, | 
reversing multi-speed General Switch Corp. 


multi-speed and 
service. 


|General Electric Co., 
Apparatus Sales Div. 
Lamp Div. 


Globe Fittings Corp. 
Greenlee Tool Co. 


Write today for Bulletin No. 5402, giving Guth Co., The Edwin F. 
the full story. Furnas Electric Company, |Hazard Inc. Wire Works 


1069 McKee Street, Batavia, Illinois. 





PU LIINIANS 


ELECTRIC 
Batavia, ilinois 





Heinemann Electric Co. 
Herwig Co., The 

Honer Mfg. Co. 

Hope Electrical Products Co. 
Hubbell, Inc., Harvey 

Ilg Electric Ventilating Co. 
Ilsco Copper Tube & Prod. 
|International Register Co. 
\I-T-E Circuit Breaker Co. . . 
Jackson Electrical Co. 
Jenkins Bros. ; 
Jones Metal Products, Co., The 


156, 
Ine. 
50, 


105 


Katolight Corp. 
Keystone Mfg. Co. 
Killark Electric Mfg. Co. 
Klein & Sons, Mathias 
Leviton Mfg. Co. 
Lint, Clyle W. 
Lint Electric Sales, Inc. 
Magni Flood Ine. 
Marcus Transformer Co. 
McGill Mfg. Co., Ine. 
Midwest Electric Mfg. Co. 
Minerallae Electric Co. 
Miroflector Co., Inc. 
Mitchell Mfg. Co. 
Moe Light, Inc. 
Monowatt, A Dept. of 
General Electric Co. 
Multi Electrical Mfg. Co. 
Murray Manufacturing Corp. 
National Elec. Prod. Corp. 30, 
Nikoh Tube Co. 
Okonite Co., The 
O. Z. Electrical Mfg. Co., Inc. 
Paine Co., The 
Paragon Electric Co. 
Paranite Wire & Cable Co., 
Div. of Essex Wire Corp. 
Pass & Seymour, Inc. 
Peerless Electric Co., The 
Penn-Union Electric Corp. 
Phelps Dodge Copper Products 
Corp. 46, 47, 
Pierce Renewable Fuses, Inc. 
Pittsburgh Standard Conduit Co. 
Plymouth Rubber Co., Inc. 


Third Cove 
1 


116, 


Porcelain Products, Inc. 

Pyle-National Co., The 

Pyramid Instrument Corp. 

Reliance Molded Plastics, Inc. 

Republic Steel Corp. 

Revere Electric Mfg. Co. 

Rhodes, Inc., M. H. 

RLM Standards Inst. Inc. 

Rockbestos Products Corp. 

Rodale Mfg. Co., Inc. 

Roebling’s Sons Corp., J. A. 94, 

Roll-A-Reel 1 

Rome Cable Corp. 28, 

Royal Electric Co., Inc. 

Russell & Stoll Co., Inc. 

Sherman Mfg. Co., H. B. 

Signal Engineering & Mfg. Co. 

Slater Electric & Mfg. Co., Inc. 

Sorgel Electric Co. 

Spang-Chalfant (Div. of the 
National Supply Co.) 

Spero, Electric Corp., The 

Sperti Faraday Inc. 

Square D Company 

Steel City Electric Co. 

Steel & Tubes Div. 

Swingolite, Ine. 

Swivelier Company, Inc. 

Sylvania Electric Products Inc. 

Thiel Tool & Eng. Co. 

Thomas & Betts Co., The 148, 

Tomic Sales & Engineering Co. 

Trade Service Publications, Inc. 

Trade-Wind Motorfans, Ine. 

Triangle Cond. & Cable Co., 7 

0, 


Trine Manufacturing Corp. 
Union Insulating Co. 
United States Rubber Co. 25, 42, 
Universal Clay Prod. Co., The 
Wadsworth Elec. Mfg. Co., Ine. 
Wagner Malleable Products Co. 
Weaver Co., J. A. : 
Western Insulated Wire Co. 
Williams Products Co., H. E. 
Wiremold Co., The 
Youngstown Sheet & Tube Co. 80 
SELLING OPPORTUNITY SECTION 

(Classified Advertising) 

H. E. Hilty, Mgr. 

EMPLOY MENT 
BUSINESS OPPORTUNITIES 
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The Largest Selling 
Friction Tape if 


Guaranteed not to dry out, won't 
ravel at edges. Exceeds all specifi- 
cations for dielectric strength, tensile 
strength and adhesion. © 








The Finest 
Plastic Tape 


Resists abrasion, water, acids, corro- 
sion. Makes a neater, quicker job. 

’ Individually packaged in one 66 ft. 
roll, in pocket-size metal can. 


| 


Sold only through @ BD, TA 
recognized wholesalers. , —— ~ 


/PLYMOUTH RUBBER COMPANY, INC. 


Established in 1896 
_ CANTON, MASSACHUSETTS 


Visit us at Conference Booth +4 NAED Convention , Atlantic City, June 6-10 





Interrupting 
rating im excess 


of 100.000 amperes 
for every set of fuse clips 


... Simply by installing 
FUSETRON dual-element FUSES 


After years of development work, recent tests 
verified by the Electrical Testing Laboratories of 
New York indicate that an interrupting rating of 
100,000 ampere for FUSETRON fuses is a 
conservative one. 

On circuits set to deliver in excess of 100,000 
ampere, 30 to 600 ampere, 250 and 600 volt 
FUSETRON fuses on every test cleared the 
circuit without belching flame or venting hot 
gases and with comparatively little noise. 


No Interference with Time-Lag 

Remarkable results have been achieved. Inter- 
rupting capacity has been greatly increased while 
the time-lag characteristics of FUSETRON fuses 
has in no way been disturbed. 

You get ALL THIS ADDED SAFETY without 
changing a panelboard or switch . . . PLUS the 
10 Point Protection of FUSETRON dual-element 
FUSES. 


For safe protection on loads above 
600 and up to 5.000 ampere install 
BUSS Hi-Cap FUSES. 

These fuses have unlimited interrupting 

capacity on circuits of 600 volts or less. Designed 
to give protection against dangerous overloads 
as well as excessively high fault current — yet 
their high speed operation on heavy 
shorts limits currents to safe values. 
When coordinated properly with 
FUSETRON fuses they will not 
open ahead of the fuse nearest to 
the fault. 


ACTION THAT SAVES YOU MONEY 


Delay may cost you far more in losses than replacing 
every fuse with a FUSETRON dual-element fuse on 
loads up to 600 amperes — and BUSS Hi-Cap Fuses on 
loads above that. 


For blowing time charts and more information on 
FUSETRON dual-element Fuses and BUSS Hi-Cap 
Fuses write for Bulletins FIS and HCS., 


Here’s the biggest 

Electrical Protection News 
since BUSS invented 
FUSETRON dual-element fuses 


You can use it to increase 
your Fuse Sales 


Alongside is a briefed up edition of the 
FUSETRON fuse message that is being read 
now throughout all industry. 

It gives you a new and effective talking 
point to show all your fuse users and fuse 
prospects why they should use FUSETRON 
fuses throughout the entire electrical system. 


Don’t overlook that all this added safety 
has been built into FUSETRON fuses without 
interfering in any way with the other 10 Point 


Protection available in these fuses alone. 
New Fuse Announced 


Notice, too, that this is the first public an- 
nouncement of the BUSS Hi-Cap Fuses. These 
fuses are for loads above 600 amperes on 


voltages up to 600. 


Now you can sell COMPLETE 
fuse Installations 


Now you can sell safe, dependable fuse 
protection for every circuit in the plant. There 
is a FUSETRON or BUSS fuse available for 
every application from the transformer drops 
to the tiniest motor or most delicate instru- 


ment. 
For more selling ideas ... 


Talk to the BUSS Fuseman in your terri- 
tory. He is continually getting sales tips from 
headquarters to help him help you sell fuses. 


TRUSTWORTHY NAMES IN 


For safety and 


ELECTRICAL PROTECTION 


yy 


BUSSMANN MFG. CO. (div. McGrow Electric Co.) dependability there's 


Sulveraty of Setferess Oh. howls 75 Ma. nothing like a Fuse 





